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MORE FREE AREA. Round models provide 50% more free area 


than ordinary diffusers. Square models 40°% more. 


MORE PERFORMANCE FEATURES. Advanced-design Air Flow rings. 
Broad anti-smudge outer ring built-in — not an extra. Self-sealing 
gaskets. New STA-SET dampers with push-pull rods for positive 


opening and closing of butterfly valves — no chains to break. 


MORE PROFITABLE TO INSTALL. No more need to buy oversize 
diffusers. These BIG new Air Control models have plenty of ca- 
pacity to work perfectly on ducts of the same listed size. Time- 
saving Adjusto-Stop on damper permits balancing system at diffuser 
face. Smart appearance and superior performance stop those profit- 
slicing call-backs. 

FREE: New '58 catalog showing complete Air Control line — the reg- 


isters, grilles and diffusers most likely to be copied. See your jobber 
or write us. 


AIR CONTROL PRODUCTS, INC. 


158 Center St., Coopersville, Michigan 
In Canada: 
LEIGH METAL PRODUCTS LTD., 72 York St., London, 








New 30 gph boost pump 
supplies overhead heaters 


Here's a new, compact, pump-motor-bracket assembly developed by Sundstrand to supply No. 2 or lighter 
oil to one or more overhead heaters or furnaces. It is offered with or without motor in either a Model J 
single-stage or Model H two-stage pump assembly for use with an elevated auxiliary tank. Delivery rate of 
the boost pump is 30 gallons of No. 2 fuel oil per hour. Cutoff valve provided as part of the boost pump 
package acts as a check to prevent loss of supply head to auxiliary tank, assuring quick recovery following 
shutdown periods. For more details, including installation data, write Sundstrand—ask for Bulletin 1110. 


Eastern Sales Office: 89 Summit Ave., Summit, N. J. Fuel Units Made in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto; in Sweden by Sundstrand 
Hydraulic AB Stockholm; in France by R. S. Stokvis, et Fils, S. A., 20-22 Rue Des Petits-Hotels, Paris. 


AMERICAN ARTISAN, JuLY 1958 





JULY 1958 


FEATURES 


Home Show Display Draws Modernization Prospects 


Heat Pump Sells Prospects on Complete Modernization .... 


Put Power in Your Modernization Advertising .......... 


Complete Proposals Win Air Conditioning Contracts 


Use Operating Cost Data to Sell Air Conditioning ........ 


Industry Reviews AIM’s Audit 
Metal Cupola Specialty Eliminates Slack Season 
Mobile Shop Takes Fabrication to Job Site 


Stainless Steel Plays Major Role in New Building 


Diffuser Placement Is Key to Good Perimeter Heating .... 


Planned Shop Layout Improves Work Flow 


Beware of Oral Employment Contracts 
BRIEFS 


Use Standards to Sell Modernization 


When Is Heating System “Ready for Cooling”? 


DEPARTMENTS 


The Editor’s Notebook 

What's Happening Including Washington Letter 
Editorial: Quality Story Holds Up 

Idea Exchange for Dealers and Contractors 
You and the L: 

What the Associations Are Doing 

Coming Events 

Equipment Developments 

New Literature 

We Hear That 

Wholesaler Doings 

Appointments 


Index to Advertisers 





Founded 1864; Vol. 95 No. 7 
RESIDENTIAL AIR CONDITIONING 
WARM AIR HEATING 
SHEET METAL CONTRACTING 


Merged with American Artisan are “Warm 
Air Heating” and “Furnaces and Sheet Metals” 


Editorial Director—C. M. BuRNAM, Jr. 


EDITOR 
Ciyp—E M. BARNES 
ASSOCIATE EDITOR 
Puitip D. Warp 


ASSISTANT EDITOR 
H. C. LENNARTSON 


ADVERTISING STAFF 
WALLACE J. OsBORN 
ROBERT J. OSBORN 
RICHARD G. OSBORN 
New York City 
Murray Hill 9-8293 
Ropert A. JACK 
Davip V. MAHAN 
Cleveland 
SUperior 1-1291 


GeorGE C. CUTLER 
THOMAS V. JOHNSON 
J. T. HUGHES 
Chicago 
STate 2-6916 


James D. THOMAS 
Tucson 


6-3698 


Bos WETTSTEIN 
Los Angeles—DUnkirk 8-2286 
San Francisco—YUkon 2-9537 
Portland—CApitol 8-4107 


Published monthly by Keeney Publishing 
Company, 6 N. Michigan Ave., Chicago 2, 
Ill., U.S.A. Copyright 1958 by Keeney Pub- 
lishing Company. 


President and General Manager— 
CHARLES E. PRICE 


Production Manager—L. A. DoyLe 
Circulation Director—FraNk S. EASTER 


® mw @® 


Member of Audit Bureau of Circulations, 
Magazine Publishers Association, Inc., and 
Associated Business Publications 


Yearly Subscription Price—U.S. and pos- 
sessions, $3.00; Canada, Cuba, Mexico, South 
America, Central America, $4.00; Others 
$6.00. Single copies, U.S. and _ possessions, 
35c. Back mumbers, 60c. January, 1958, 
Directory Issue, $1.50; March, 1958 Mod- 
ernization Issue, $1.00 per copy. Change in 
Address: Report new ft old chives to pub- 
lisher and local post office; deadline date 
18th of preceding month. Entered as second- 
class matter, July 29, 1932, at the post office 
at Chicago, Illinois, under the Act of March 
3, 1879. Additional entry at Mendota, III. 


AMERICAN ARTISAN, JuLY 1958 





There’s no substitute 
for knowing your product 


HERE’S an axiom as old as the art 
‘ca selling that says “true sales- 
manship is helping the customer 
buy.” And in few fields does it ring 
truer than in heating and cooling. 
The average prospect knows little of 
the basic equipment, much less its 
fine points and features. For the 
salesman who knows his product... 
and more important, knows how to 
translate the hard facts into human 
appeals and benefits—it’s a situation 
that shouts opportunity. 


He’s Your Ambassador 


It’s first a matter of winning confi- 
dence. Your salesman, remember, is 
the spokesman for your firm. His 
ability to explain the merits of your 
equipment speaks for your ability 
to install it. No matter how great 
his persuasive powers, persistence 
without substance equals nothing. 
Customers need, want, demand the 
assurance that they’re dealing with 
professionals. 

In this same vein, a product of 
national reputation is, of course, a 
major asset. 


Know Competition, Too 


It’s no less important to know 
your competitors’ products — their 
strengths and soft spots — as well. 
You must be able to recognize and 
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emphasize your trump features. 
But one warning: don’t become 
too technical. To Mrs. Smith, a bon- 
net is a hat and a duct something 
that takes to water. Take the trou- 
ble to explain, using illustrations or 
diagrams. And where possible, it’s 
far more effective to dramatize com- 
plex features by demonstration. 


Background Build-Up 
Most manufacturers are more than 
happy to cooperate with the dealer 
in sales training programs. Product 
literature, engineering bulletins, 


Better Business 
Guide No. 6 


SALES SCHOOLING—Muveller Climatrol 
salesmen are willing and able to 
conduct local training and sales 
meetings. Mueller Climatrol presents 
several “cooling schools” annually, 
and our Milwaukee facilities are 
available for special group instruc- 
tion, Produci information presented 
in these courses helps the salesman 
deliver a convincing product story. 


heating and air conditioning schools 
— all fill this important need. 

And they’re all available to the 
man who sells Mueller Climatrol. If 
you'd like more information, contact 
your Mueller Climatrol representa- 
tive. Or write directly to... 


Mueller Climatrol 


2030 w. Okiah Ave., Mil 3 wi 





Western Zone: 1024 Westminster Avenue, Alhambra, 
California; In Canada: 2490 Bloor Street, West, 
Toronto 9, Ontario. 
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Thumbing Through 
This Month's Artisan 


we visit a 
whose Metal Cu- 
pola Specialty Keeps Sheet 
Metal Shop on Full Time 
Schedule and brings in 
enough profit to justify mov- 
ing the 
desirable 


contractor 


business to a more 


location and erect- 
ing a new building with a 
separate department for pro- 
duction of the cupolas. We 
consider the conditions which 
the 
profit potential of a specialty 


must be met to insure 
item, then go over the com- 
plete process of fabricating 
and the —_zinc- 


bonded steel cupolas. Finally, 


installing 


we review scheduling, pric- 
ing, advertising and selling 
the attractive products, and 
with 
which they are received by 


note the enthusiasm 


consumers. 


Show 


. we drop in 
at an effective display booth 
where Standards, Check-Lists 
Produce Modernization Leads 
at Home Show. We get some 
pointers on advance promo- 
tion, streamlined sales pres- 
entation and productive fol- 
low-up techniques from a 
dealer-contractor 
American 


who uses 
check- 
lists to announce and arouse 
interest in the display, and 
Standards for Rating Heating 
Systems as the central theme 
of the exhibit. We 
prospects attracted to the 
booth by arresting displays 
and signs, led easily into a 
discussion of proper system 
performance, shown educa- 
tional demonstrations and 
literature and contacted later 
with well-planned moderni- 
zation presentations. 


Artisan’s 


find 


Cost 


. and we find 
some answers to the often- 
heard question by prospects, 


INCREASE EQUIPMENT Tas 


‘cut down delivery costs 


Sentry ODF 


drivers what they want to know 


at point of delivery! 


Tank Gauge tells 





“THAT LITTLE 
SENTRY GAUGE SURE 
SAVES US BOTH A 
LOT OF TROUBLE!” 





TELLS WHEN 
ol 1s NEEDED 


HOW muCH 





WHEN TO 
f TOP FILLING 





Sentry ‘‘ODF’’ remote 
reading gauge 


OFFERS SUCH A COMPLETE LINE 
OF DIRECT AND REMOTE READING TANK GAUGES 


Above is SENTRY'’S newest — The 
ODF At-A-Glance tank gauge that’s 
setting new records in building sales 
and customer goodwill. Located out- 
side of building at fill pipe, this easy- 
to-read weather-proof gauge shows the 
exact oil level in the indoor tank. Saves 
costly time consuming trips to base- 
ment, unnecessary hose unreeling and 
eliminates over-flow. Permits delivery 
without disturbing customer. 


Other constant-register SENTRY 
gauges include combination tank and 
remote reading, barrel gauges, direct 
reading, and gauges for stove and space 
heater tank. Write today for full in- 
formation about these fast moving bus- 
iness getters. Advertising aids available. 


@ | 
Sentry stove and i 
spoce heoter gouges j 


Sentry At-A-Glance 
borrel gouges 


Combination At-A-Glance tank 
and remote reading gavges 


Sentry At-A-Glance 


4h 
one © Cay tank gauge 


Sentry superior qual- 
ity Therma-Gouge 


(ry in guard— 
WAS a gvard 


yd a 
KRUEGER, SenZiy GAUGES 


GREEN BAY + WISCONSIN 
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What Does It Cost to Oper 
ate Summer Condition 
ing? We find that the solu 


tions, suggested by results of 


An 


surveys and studies of actual 
Operating costs reported by 
Ralph A. Gonzalez, seem to 
hinge on the human factor, 
which is virtually the only 
variable in the tests which 
are desc ribed. We 
variations in power consump 
tion figures within each of 
the three groups of test in 
stallations, all traceable large- 


ly to occupants’ habits, and 


see wide 


we realize that the question 
is largely a sales problem 
which can be relieved by 
presenting the facts that 1) 
users seldom complain about 
operating costs, and 2) own- 
ers report that operating costs 
are offset by other savings 


Diffusers 


and we ar¢ 
reminded that Per- 
imeter Heating Jobs Call for 
Correct Diffuser Placement. 
Author 
knowledges that compromises 


Practical 


Guy Voorhees ac 


must sometimes be made in 
perimeter heating moderniza- 
tion jobs due to structural or 
other limitations, and offers 
some helpful suggestions for 
locating and sizing branch 
ducts and diffusers to do the 
best job under the existing 
We find a sup 
table showing 
higher branch duct capacities 
than are published in 
NWAHACA Manual i, 


which are often needed when 
duct and 


conditions. 
plementary 


one diffuser must 
do the work of two or more; 
and study 
methods for deter- 
mining duct capacities for 
areas with variable heat 


losses. 


we 
ferred 


some pre- 


Congratulates Artisan 
On Service to Industry 


LAST MONTH we published a 


| number of letters from read- 
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LOCKFORMERS 
HERE’S THE 
Five different models to choose from, 


Q plus the new Super-Speed 20. 
Capacity through 16 gauge. Stand- 
ard auxiliary rolls for right angles, 


double seams, drive cleats, and 
standing seams. 


L 4 ™ E - uU f= THE CLEATFORMER 


An extremely versatile machine cap- 


OF MONEY MAKING sae meena. ham 


Makes both drive and "S" cleats 


SHEET METAL MACHINERY [itsceameeeceste: 


flanges, standing seams and T con- 
nections simply by inserting stock 
in the proper position to a spe- 
cial three way guide furnished with 
the rolls. 





SNAP LOCK MACHINE 


Designed and priced for the sheet STANDING "S” 

metal shop, fabricates both re- : a Se MACHINE 

ceiver lock and offset lock for both 

round and square duct from 24 to Combines a conventional "S” Cleat 
30 gauge material. Snap Lock is with a standing seam in one pass 
made flat with no restrictions on through the machine! Particularly 
diameter of pipe or size of duct, adapted where there is need for 
and work is easily nested and much greater strength and rigidity 
stored for assembly on the job. than is found in a simple “S” Cleat. 
Reeves type and other snap lock Extended shafts provide for other 
rolls available upon request. special forming operations. 


SLITTING ATTACHMENTS AUTO-GUIDE POWER 


\ , FLANGING ATTACHMENT 
installed in 10 minutes on any 

Lockformer 20, 22 or 24, shear 
30 to 35 feet per minute from 20 
gauge or lighter material— shear 
as little as Ye" or up to 24°— 
handle any slitting job on sheets 


Follows any edge, straight or curved 
automatically. Just turn up starting 
flange in convenient table slot, start 
material through rolls...and let go. 
Available for Lockformer Models 
20, 22 and 24 or mounted on its 
own power unit, with or without floor 
stand. Capacity is 20 gauge or 
lighter. 


as wide as 48". Also available 
with own power units, with or with- 
out floor stand. 


EASY EDGER 
Turns o %&” flange on an inside POWER FLANGERS 


radius hos small as 1%” in one Lockformer power flangers are self- 
operation. No gauges to set. Ma- 
‘ gauging. No adjustment necessary 
chine cut steel gears, heat treated 
d to compensate for the various radii; 
rolls. Small, rugged, easily port- b 
s : : simply hold the metal to the built-in 
able and practically indestructible. the fl 
Furnished with or without stand. 2g or atically 
follows the contour of the edge being 


worked. Three models handle wide 
Special rolling machines designed range of gauges. 
to meet your specific requirements. 


UL 9 |) 














Get the complete story. Write for the 
latest Lockformer catalog. 





Manufactured by 


The Lockformer Co. 
4615 W. ROOSEVELT ROAD 
CHICAGO SO, ILLINOIS 
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ers who expressed their 
points of view on the Amer- 
ican Management Institute 
Audit of the Warm Air 
Heating Industry. One of the 
letters we published was 
written by Harry C. Gurney, 
General Sales Manager, Jani- 
trol Div., Surface Combus- 
tion Corp. After we had 
gone to press, we received 
another letter from Mr. Gur- 
ney in which he said: 

“I had not thought of my 
letter as being something for 
publication or I should have 
been more gracious in giving 
Artisan credit for the many 
constructive things it has 
done for the industry. So, if 
it is to be published, I would 
like the following paragraph 


added: 


“*In closing, I would be 
most remiss if I did not ex- 
press my appreciation for the 
many fine and 


things 


constructive 
which Artisan has 
done and is doing to assist 
the industry.” 

These words are very 
much appreciated by Ameri- 
can Artisan’s staff and we do 
wish we had been able to add 
them to Mr. Gurney’s orig- 
inal comments. 


Passing Along Your 
American Artisan? 


EVERY WEEK I receive letters 
like this one from E. G. 
Rees, Heating & Engineering 
Co., Hamilton, O. Mr. Rees 
says: 

“Gentlemen Your re- 

cent articles on air con- 

ditioning are excellent, and 
not only do I use them for 

my information, but I 

give them to my men to 

help acquaint them with 
air conditioning problems 
and engineering.” 

Letters such as this are 
gratifying because we realize 
that our editorials are reach- 
ing more than one person at 
each address. Are you pass- 
ing your issues of American 
Artisan along to others in 


Quickest and Surest Way to 


Use a handy roll of Arno Duc- 
tape. It sticks instantly and 
permanently to any surface. For 
irregular or difficult-to-reach 
joints tear the tape off in strips 
for easy application. Where ex- 
tra safety against fire hazard is 
needed use Arno F-R (Flame- 
Resistant) Ductape. 

Arno Ductape comes in 60- 
yard rolls 1, 1% and 2 inches 
wide (or wider if needed). Colors 
are black, tan, olive drab and 
aluminum gray. It’s specially 
made for duct sealing and other 
heavy duty jobs. 


If you haven’t yet tried Arno 
Ductape ask your jobber or 
write for a sample roll. You'll 
like it and the time it saves. 


Seal 
Ducts 


and Insulation 





Sales Offices 


Atlanta—2258 B Cascade Rd. S.W. 
Chicago—5577 Northwest Highway 
Denver—1376 5th Street 
Detroit—12915 W. Eight Mile Road 
Fort Worth—2724 Tillar Street 
Los Angeles—3225 East 46th Street 
Minneapolis—401 Plymouth Ave. North 
New York—104 West 17th Street 


ADHESIVE TAPES, INC. 


Subsidiary of The Scholl Mfg. C Inc 








Arno Adhesive Tapes, Inc., 4110 Ohio Street, Michigan City, Indiana 
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your company who can profit 
by the experience of other 
dealer-contractors ? 


Minutes Are Money, 
Time Analysis Shows 


Dip you ever stop to con- 
sider how much money is 
wasted every year by em- 
standing 
waiting for 


ployees around 
something ? 
Well, it’s quite a bit, even 
if only five minutes a day 
are lost. Just glance at the 
following schedule worked 
out by the Cincinnati Time 
Recorder Co. You'll be as 
amazed as I was to learn that 
five minutes lost time a day 
amounts to about a weck’'s 
pay per year. 


Hourly One em- Five em- 


rate ployee ployees 
$265.60 
318.80 
371.90 
25.00 
531.30 
637.50 


$1.25 $ 53.12 
1.50 63.75 
L.f> 74.38 
2.00 85.00 
2.50 106.25 
3.00 127.50 


Hourly 10 em- 25 em- 
rate ployees ployees 
$1.25  $ 531.20 $1328.00 
1.50 637.50 1594.00 
1.75 743.80 1859.40 
2.00 850.00 2125.00 
2.50 1062.50 2656.50 
3.00 1275.00 3187.50 


Says Service Builds 
Good Public Relations 


CREATING good public rela- 
tions 1s an important func- 
tion of every heating-air 
dealer-contrac- 
tor. I like the way Charles 
H. Burkhardt, National Sec- 
retary, Distribution Div., Oil 
Heat Institute of America, 
brought this to the attention 
of people in the heating 
business who at- 
tended a recent meeting in 
Rochester, N.Y. Mr. Burk- 
hardt said: 

“To render good service, 
a dealer-contractor must 
render efficient service, with 


conditioning 


service 
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New York International Airport's new International Arrival Building, partially shown here, is air- 
conditioned by nine absorption machines located in a central heating and refrigeration plant and... 


Pe : =| 
Building’s system was designed 


* 2 2 
to a static pressure of 8” water. 5 miles of high-velocity 


sOFTITE Cop-R-Loy used ranged 
from 16-gage for ducts over 18” in 


diameter © 22-e0ue jor orles. #PFUNK lines made of Wheeling 
SOFIITE’ cop-rtoy’ Sheets 


Although it’s only three stories tall, Idlewild Airport’s new 3,200’-long 
International Arrival Building has the high-velocity air-distribution sys- 
tem normally associated with skyscrapers. It was selected to minimize 
the space requirements of trunk lines and ducts in the extremely long 
structure ...and to assure the best possible year-round air-conditioning 
in every part of it. 
Using almost 250 tons of 16 to 22 gage Wheeling sorTrrE Cop-R-Loy 
Galvanized Sheets, the lines and ducts were fabricated by the Alpine 
Sheet Metal & Ventilating Co., Long Island City, New York. The com- 
pany’s president is Mr. Marty Langberg, who says, ““We knew this was 
going to be a tough job, so we used sorTrrE wherever possible. It’s more 
durable, and the coating never chips or cracks.” 
, You, also, can gain by using Wheeling sorTiTE 
Because sections were made up in Cop-R-Loy Galvanized Sheets in your own air-han- 
paige tig pony, Bocge soil ct Bnaig dling jobs. Get proof from your nearby Wheeling 
Wheeling’s dependable delivery | Warehouse or sales office. Wheeling Corrugating Com- 
was a big advantage. pany, Wheeling, West Virginia. 


WHEELING CORRUGATING COMPANY-—IT’S WHEELING STEEL 


IMMEDIATE DELIVERY ON ALL STOCKED ITEMS FROM THESE WAREHOUSES: Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, 
Louisville, Minneapolis, New Orleans, New York, Philadelphia, Richmond, St. Louis SALES OFFICES: Atlanta, Houston 
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costs being kept under 

proper management control.” 
A survey of 200 

managed service 


Mr. Burkhardt 


well- 
ments, 


ice department can no longer 


depart- | 
said, | 
“makes it clear that the serv- | 


aw 
antl 


be regarded as simply an ap- | 


pendage of the sales depart- 
ment, but is itself 

a distinct and separate 
phase which must be op- 
erated with 


A 


in 


accordance 
cost practic es. 


in 
sensible 


careful cost analysis of serv- | 


ice Operations is the first step 


in the process by which the | 


service department becomes a 


true public relations instru- | 


ment. 

“Once 
the inefficiencies of operation 
are made If labor 
costs are too high, something 
is wrong. If expenditures for 
parts are out of line, this be- 
comes spotlighted and cor- 
rective can be 
taken. An extremely costly 
service department is almost 
surely an inefficient depart- 
ment and cannot, by its very 
nature, be doing a good pub- 
lic relations job.”’ 


costs are 


evident 


measures 


Home Buyers Want More 
Than Minimum: FHA 


COMMISSIONER Norman P. 
Mason, Federal Housing Ad- 
ministration, recently 
that FHA insists on mini- 
mum property standards in 
order to assure sound con- 
struction, economy and good 
planning. He pointed out, 
however, that a house built 
only to its bare minimum 
standards would lack many 
features that home buyers 
usually demand. In a recent 
study of houses in 14 cities 
financed with insured mort- 
gages, the FHA found that 
on the average 371/, percent 
of the cost of building houses 
represented items over and 
above the FHA minimum 
property standards. The 
builders had included these 


said 


10 


known, 





SAVE TIME 








a 


—————— 
— 
— 5 


Champion No. 583 


TOP TAKE-OFF 


AVAILABLE THROUGH 
LEADING JOBBERS 


\Oio 


CHAMPION 


‘“TEN FOOTER” 


SNAP-LOCK PIPE 


Now available in Champion’s com- 
plete line is the new “Ten Footer” 
... Open snap-lock pipe shipped 
nested in sturdy cartons for fast, 
simple, and accurate installation. 
Light gauges, 4”, 5”, 6”, 7” and 8” | 
—same as popular “Five Footer”. | 
“Two Footers” also available, 24-26- 
28-30 ga., 3” thru 12”. 


MACHINE FABRICATED 
FITTINGS SAVE LABOR... 


Champion No. 610 


ANGLE REGISTER BOOT 


CHAMPION 


_ CHAMPION FURNACE PIPE COMPANY 


102 Morton Street 


Peoria, Illinois 
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additional items to make the 
houses more attractive to 
| buyers. 

If these findings are any 
| measure of the public's desire 
| for better homes, they cer- 
| tainly indicate the need for 

selling only the best air dis- 
tribution system possible to 
design. Here is another use 
for American Artisan’s 
| Standards for Rating Heat- 
| ing Systems. Show _ the 
that people prefer 
| well designed systems that 
| can meet the specifications 
| for the ‘‘Good”’ classification 

and thus provide him 
with another good sales tool 
| When he finds that the house 
| buying public is interested in 
that more than 
meet the FHA minimum re- 
quirements, he will realize 


| builder 


houses can 


that he must pay a fair price 
for his heating system. 


Cites Advances in 
Welding of Aluminum 


THE WELDING of aluminum 

is undergoing big changes 

these days, getting easier and 
| faster as well as more 
| economical. Three new tech- 
niques are about to be made 
available to industry by the 
Department of Metallurgical 
Research of Kaiser Alumi- 
num & Chemical Corp. 

One method has_ been 
| developed to produce con- 
| sistently high quality welds 
| by reducing porosity and 
| dross. In this process, the 
| welding gun is modified so 

that a mixture of argon and 
chlorine can be introduced 
| down the contact tube di- 
| rectly into the inner core of 
the arc, and thereby eliminate 
the effects of contaminants. 
| There are no harmful effects 
| upon the operator because 
| the chlorine used represents 
only a small fraction of 1 
| percent of the total shielding 
| gas. Minor protective meas- 
ures insure no_ corrosion 
| damage to equipment. 
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FACTS about Baseboard Perimeter Diffusers! 


No! The Auer ‘’Perfusaire” is only 18” long, but 


‘Do d outperforms 4 to 8 foot units, yet has comparable 
Do you really need long baseboar » ile 
perimeter diffusers? tive units. “Perfusaire’ has proven it can do a 
better job. 


No other diffuser can match the perfect air- 
How does Aver's 18” diffuser doa » pattern of Aver's“Perfusaire”. It meets all require- 


si $ ments for air diffusion with low air resistance so 
better job than 4 to 8 foot units? maximum throw and spread are achieved. The 


huge fan-shaped pattern of air heats entire wall 
surfaces providing even temperatures. 


scientifically angled diffuser 0 @s and an engi- 
neered built-in damper. This, coupled with Aver’s 


. "k -h ® iter o k th 
How does Aver accomplish this nowhow’ oles mores the 


big difference. ' “proof and authority of 
perfect-pattern”? a 


Auer’s theory for : S baseboard heat- 
Is it good for cooling too? ing can be found on » 769. of the Heating, 


3 


Ventilating, and ing Guide, 1958 
edition. To answer the “other question, Aver 


“Perfusaire” is _T, r combination 
heating and n : 


Without a doubt, Aver “Perfusaire” is your best buy for WNNVI | * I kbhad 
perimeter heating or combination heating and cooling systems. 4 ee 


It's been proven time and time again. The Auer “Perfusaire” is 
the mark of quality and performance in the industry. In addition 
to its engineered perfection, the “Perfusaire” is easy to install. 
The “Perfusaire” is provided with “knock-outs” to accommodate 


duct openings in sizes of either 2%” x 14” or 2%” x 12”. AUER [oefusaive 


Send for d iptive literat Aver’ lete li 
Ber va act cg eaik tatiana ms cry eee For your next diffuser installation, select 
9 y ‘ and install the Aver “Perfusaire” with 
complete confidence. 


Fe THE AUER REGISTER COMPANY 


REGISTERS 
ond GRILLES , “REGISTERS AND GRILLES FOR EVERY HEATING AND COOLING a, 


6602 CLEMENT AVENUE @ CLEVELAND 5, OHIO 
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In another technique, ni- 
trogen replaces inert gas in 
the shielding 
and low flow inert gas is 
used in the contact tube. 
This process is best adapted 
to low cost welding of alloy 
aluminum sections. 

A third technique is a low 
cost process usable on all 
weldable aluminum alloys 
and in all welding positions. 
This technique employs a 
low flow of inert gas such as 
argon small 
amount of chlorine down the 
contact tube with a low flow 
of inert gas 


atmosphere, 


containing a 


through the 
nozzle in the outer shield. 


Air Pollution Control 
Good Public Relations 


HAVE you been trying to 
sell dust collecting systems 
to people who realize such 
systems are needed in their 
operation but who don't 
want to spend the money to 
install a quality system? 
Home owners everywhere are 
becoming more and more an- 
noyed with the quantity of 
dirt and soot in the air and 
in some areas they are push- 
ing for legislation to control 
the source of air pollution. 

In a recent report, Dr. 
Haldon A. Leedy, director, 
Armour Research Foundation 
of Illinois Institute of Tech- 
nology, said: “We don't 
know for sure how much air 
pollution is costing us, but 
our conservative estimate 1s 

. about four billion dollars 
annually, that is, about $65 
a year for every man, woman, 
and child in urban areas. 

“In the Chicago area 
alone, the cost of air pollu- 
tion is estimated at approxi- 
mately a quarter of a billion 
dollars annually. These fig- 
ures include decorating and 
cleaning interior living quar- 
ters, cleaning windows, and 
cleaning clothing, rugs, cur- 
tains, and drapes. 


“Unaccountable are such 
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TEMCO 


America's gas heating specialists! 


Central Gas Heating 
for all homes, 
all locations! 


You stay a jump ahead of com- 
petition when you let it be 
known that you represent 
famous Temco central heating 
Building contractors and home 
buyers alike respect the Temco 
name. They honor it for pre- 
mium construction value it 
for excellent performance 
demand it for versatility of line 
that adapts easily, perfectly, to 
every location, budget and 
building requirement! 





* Temco Hi- 
Boy Series o> 


* Temco Counter- 
Flow Series 





* Temco Lo-Boy Series 


* Temco Horizontal 
Forced-Air Furnace 


* Temco Perim-Air- 
Pac 


Ceramiclad* heat exchangers—your biggest sales exclusive! Only 
Temco heat exchangers are finished in Ceramiclad, the exclusive 
porcelain enamel finish similar to that used for jet aircraft combus- 
tion chambers. Ceramiclad withstands far greater temperatures 
than any furnace will ever reach—and is impervious to condensation. 


There’s a Temco air conditioning unit to use in 
combination with every Temco furnace! 
* Trade Mark Registration Pending 


Write now for complete information: 


83) S ieee 


NASHVILLE 9, TENNESSEE 


ws 


al / ° 
CQOMMG PCH La Valion 


“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 


ROOM HEATERS © FLOOR FURNACES © WALL HEATERS © UNIT HEATERS 
WARM AIR FURNACES © AIR CONDITIONING © GAS WATER HEATERS 
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difficult-to-estimate costs as 


exterior building damage, 
painting and cleaning, dam- 
age to farm crops, and taxes 
for street cleaning and other 
debris handling. 

“It is estimated that in the 
Chicago area alone, 300 to 
100 tons of unconsumed hy- 
drocarbons are being dis- 
charged into the atmosphere 
every day, and Chicago has 
long been one of the fore- 
most leaders in air pollution 
control, according to Mr. 
Leedy. In 1881, Chicago be- 
came the first major city in 
the country to enact a smoke 
abatement ordinance. 

This makes 
good sales conversation, and 
should help to influence a 
hesitant prospect to purchase 
an adequate dust collection 
system. Point out to him that 
good public relations are es- 
sential in modern business 


information 


Plant Tours Build Good 
Community Relations 


You KNOW your firm is a 
good place to work, but does 
your community 
There's a 


know it? 
good chance it 
doesn't, if you haven't taken 
steps to inform your fellow 
citizens. In fact, surveys dis- 
close startling misconceptions 
of companies in their imme- 
diate communities. 

It's worth the effort to es- 
tablish good community rela- 
tions, for no better 
way of attracting loyal, pro- 
ductive and willing em- 
ployees. Many business men 
have found interpretive plant 
tours one of the most effec- 
tive ways of creating com- 
munity understanding of 
their firms. Too, open houses 
help to draw attention to the 
products you sell and to lo- 
cate prospects for your mer- 
chandise. 


EDITOR 


there's 
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FOLLANSBEE TERNE GIVES ROOFING AN EXCITING NEW pe 


SS FOLLANSBEE seamless TERNE HAS UNUSUAL 
& VERSATILITY FOR THE CREATIVE ARCHITECT 


It can be formed into many contemporary designs 
It can be custom colored 

It affords permanent protection 

Itis safe 

It is easy to install 

It is economical 

WHAT IS FOLLANSBEE TERNE? 


As a word, terne means three. As a meta 

Follansbee TERNE is the combination of three metal: 
steel, lead and tin. More properly, it is copper 

bearing cold-rolled strip steel with a lead-tin coating 

The coating is an alloy of 4 parts lead to one 

part tin. This makes TERNE’s surface perfect for 

painting and soldering. Since TERNE is basically 

its coefficient of expansion is lower than any other 

roofing metal; it is fire-proof, weathertight 

windproof, and will last more than a lifetime 


You can form it—and it will never crack 
You can paint it immediately — 
no special treatment is needed 


one) ON Ed - 3 3 5 


STEEt CORPORATION 
FOLLANSBEE 





















WEST VIRGINIA 


SEND TODAY FOR ADDITIONAL INFORMATION & YOUR FREE COPY OF STANDARD SPECIFICATIONS FOR FOLLANSBEE SEAMLESS TERNE ROOFING 
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LA98B —Fan Limit. 


Combination control for dependable, 
positive fan and high limit operation. 
For use on all forced warm air sys- 
tems; suitable for all voltages. Rugged- 
ly constructed, the L498B features 
finger tip control adjustments. 
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Money—how much did you lose last week on costly service call-backs? 
Recent surveys show that when the units you install have all-Honeywell 


controls you make far fewer trips—and keep those profits. What’s more, 


Honeywell's systems-and-service way of doing business backs you up 100 


percent, at no cost to you. You get reliability; easier installations; simplified 
inventories; educational programs for your staff—and above all, fast 
help when and where you need it from 112 sales-service offices. 


Added up, these benefits mean more profit from every job when your units 





have all-Honeywell controls. Ask your Honeywell man to prove it. 


For information on Honeywell's 
! l f control systems fi 


heating and cooling, call your local e 


Honeywell office. Or write 
M nneapolis Hone ywell, Dept. 


AA-7-09, Minneapolis 8, Minnesot. Fi e 4 
Honeywell sales and Service 'H) UW We 


coverage is world-wide. 
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For more than just a motor 


Solve your motor problems with 


You can make your job easier with Century 
Electric’s complete line of fractional-horsepower 
motors. Here’s how: 


Easy ordering— You save time because you get 
answers to all motor problems from one source. 
This means you don’t have to shop around for the 
motor you need. You name it—capacitor, jet pump, 


unit heater, oil burner, brake, gear—any one you 
want, and in all types of enclosures too. 


Fast shipments—From Century Electric’s com- 
plete stock you can get a motor for any standard 
application. In addition, motors are packed in 
sturdy boxes so if you reship you know they'll 
arrive in good condition. 














Century’s complete fractional line 


Application know-how — You want to be sure from Century Electric. You get a quality product, 
you have the right motor for the job. And if you fast answers and engineering application know-how 
need expert help, you can get it from your nearest on motors up to 400 hp—all from one source. 
Century Electric sales engineer. He knows motors 


insid t ¥ I Ls i i 
inside and out because he sells, applies and thinks CENTURY ELECTRIC COMPANY 
motors day after day. 


St. Louls 3, Missouri Offices and Stock Points in Principal Cities 


This is why you get more than just a motor Oa 
68-19 








tS AMIE COlR 
K-GUTTER 
j ae) 


ONE ‘ f Fd { 
i . 
Two a 


ay 


EL? 
: ° t . 
AND YOU'RE THROUGH! 
Latest Addition to F pe - 
Milcor's Complete j -< 
Line of Accessories ld + 
| = 





RDM! 


SPEEDS ERECTION OF K-GUTTER 


Save installation time and get firm support for Milcor K-Gutter on any roof. The new Milcor 
K-Gutter Hanger slips easily into the open hem under the lip of Milcor K-Gutter. No punching 
or bolting required. Available from your jobber or the nearest branch listed below. 


Milcor K-Gutter 


20-foot lengths 
LB, : save soldering and 
MUL CO ® Member of the Y Stee! Family installation time. 


INLAND STEEL PRODUCTS COMPANY, Dept. G, 4023 W. Burnham St. Milwaukee 1, Wisconsin 


ATLANTA © BALTIMORE © BUFFALO © CHICAGO @« CINCINNATI @ CLEVELAND @ DALLAS © DENVER @ DETROIT © KANSAS CiTY 
LOS ANGELES © MILWAUKEE © MINNEAPOLIS © NEW ORLEANG © NEWYORK © 6&T. LOUIS. 





WHAT'S HAPPENING ... including Washington Letter 





ASHAE, ASRE 
To Vote on Merger 


MINNEAPOLIS—The councils of the 


Heating and 


Air-Conditioning Engineers and_ the 


American Society of 


American Society of Refrigerating 
Engineers have approved in principle 
a method for merging the two socie- 
ties. ASRE members attending their 
54th annual meeting in Minneapolis 
authorized submission of the proposal 
for a vote. 
.. ae 
and Cecil Boling. 


stated that 


ASH AE 
ASRI 


according to 


Queer, president, 
president, 

present 
plans, the proposal for a merger and 
proxy ballots will be officially mailed 
to members of both societies in late 
October. Particulars of the merge 
mailed to members of 
Ballots 
will be taken in person or by proxy 


plan will be 
both groups by September. 


at the 45th semi-annual meeting of 
ASRE in New Orleans, and a special 
meeting of ASHAE. both scheduled 


for December 1. 


Set Dates, Place 
For 1959 AC Show 


New Yory City—The 4th 


national Heating & Air-Conditioning 


Inter- 


Exposition will be held in Convention 
Hall. Philadelphia, Jan. 26-29, 1959. 
The show, sponsored by the Amer- 
ican Society of Heating & Air-Con- 
ditioning Engineers, will be held dur- 


ing the society’s annual meeting. 


ARI Issues 2nd Edition 


Of Room Cooler Ratings 
Wasnincton, D. C. The Air- 


Conditioning and Refrigeration In- 
stitute has issued a second edition of 
its 1958 list of room air conditioner 
ratings, based on the reports of 31 
manufacturers and merchandising 
companies. The ratings are stated in 
terms of British thermal units per 
hour of cooling capacity, as estab- 
lished in accordance with ARI Stand- 
ard 110-58. 


AMERICAN ARTISAN, JuLY 1958 


NWAHACA Launches ‘Silver 
Shield’ Promotion Program 


CLEVELAND The National Warm 
Air Heating and 


Association has launched its “Silver 


Air Conditioning 


Shield” program, which is designed 
to stimulate public interest in and 
demand for warm air heating and 
air conditioning systems installed in 
accordance with standards of design 
and installation as recommended in 


the NWAHACA 


Boeddener, managing director of the 


manuals. George 
association, in announcing the pro- 
gram, said, “Now we have a program 
which will make it possible for 
dealer-contractors who want to install 
quality systems to merchandise such 
systems with sound, — hard-hitting 
sales promotional support.” Objec- 
tives of the program are: 

1) To 


warm air heating and air condition- 


provide the public with 
ing installations which are designed 
and installed in accordance with pre- 
scribed installation methods, and 
which are identified as such by the 
“Silver Shield” label. 

2) To 


tors to promote, sell and install warm 


encourage dealer-contrac- 
air heating and air conditioning in- 
stallations of “Silver Shield” quality 
for the benefit of the public as well 
as the industry. 

3) To enable manufacturers of 
equipment and components to be as- 
sured of competent selection and in- 
stallation of their products. 

According to Frank Meyer, pres- 
ident of the association, the principal 
objective of the program is “to render 
a superior and safe-guarded service 
to the public. The ‘Silver Shield’ 
program makes it possible for con- 
sumers to identify, specify and get a 
quality warm air heating and/or air 
conditioning system.” 

Three labels are available, cover- 
ing winter air conditioning, summer 
air conditioning, and year ‘round 
systems. 

Industry representatives in any 
locality can “Indoor 
Comfort Bureau” for the specific pur- 


organize an 


pose of operating the program. The 
local bureau, which will be licensed 
by NWAHACA to conduct the pro- 
gram in its area, will sponsor, operate 
and finance local public education, 
advertising, promotion and publicity. 
It will provide and supervise dealer- 
contractor training in use of the 
NWAHACA manuals for installing 
“Silver Shield” systems. It will re- 
ceive applications for identifying 
labels and will issue them based on 
evaluation of conformance 
with “Silver Shield” standards. It 


will also handle buyer complaints 


system 


that have not been previously satis- 
fied by installers. 

Group promotion activities will be 
heavily emphasized in order to en- 
able members of each local group to 
their 


unite efforts and 


promotion 
finances for the greatest amount of 
local impact at the smallest amount 
of per-member cost. Local news- 
papers, local radio and TV, direct 
mail and other media will be utilized. 
Advertising plans, layouts, scripts, 
mats, booklets, etc. will be made 
available to local promotion groups 


by the national association. 


FHA Applications 
Hit All-Time High 


Wasuincton, D. C. A new all- 
time high of over 90,000 unit appli- 
cations for FHA insurance of mort- 
gages on homes 
was established in May, according 


one-to-four-family 


to FHA Commissioner Norman P. 
Mason. The previous record of 89,- 
764 was reported in May 1950. 
Included in this volume 
were 34,558 new home units — over 
9 percent above the 31,610 reported 
for April — and another new all-time 
record of 55,449 units in existing 


dwellings, an increase of nearly 16 


record 


percent above the previous record 
which was established in April. 


(More news on page 22) 
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24,400 BTU 
story 





9.25 BTU WATT, 


. See for yourself why we consider the new Tecumseh Model B21U18 
the best buy in a full capacity two horsepower refrigeration compressor. 
Here is a compressor with a measurable 24,000 BTU* capacity and with Capacity rating of the Medel 
a proven efficiency of 9.25 BTU per watt! And by designing this in- B21U18 based on: 
creased capacity within the same standardized physical dimensions as 
other popular Tecumseh twin cylinder models, we are able to offer the 300 P.S.1.G. Head Pressure 
B21U18 to you at a lower price than most other two horsepower com- 77 
pressors, all of which have less capacity. Add other features available 130°F Condensing Temperature 
only through Tecumseh-engineered compressors such as our new is a 
patented anti-slugging protection — and you see why your best buy is O'S Reapaanins ‘Cempesetare 
always Tecumseh. 


P.S.1.G. Suction Pressure 


F Return Gas 
Tecumseh has continually provided the industry with better products, F Ambient 
priced to your advantage, in any volume required, and within the 
normally tight delivery schedules demanded. We are determined to 
continue earning the confidence the industry has placed in us and invite 
your inquiries on any product problem. 


115°F Liquid Temperature 
Entering Expansion Valve 


The Leader Serving Leaders in the Air Conditioning and Refrigeration Industries 


TECUMSEH PRODUCTS COMPANY 


MARION, OHIO TECUMSEH, MICHIGAN 


EXPORT DEPT: P. O. Box 2280, 24530 Michigan Ave., W. Dearborn. Michigan 
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Does Cooling Cost Too 








Superior New Air Cooled Units 
Break Down the Price Barrier! 
Revolutionary ~~ Cooling bee A ied a 
more compact, providing increased cooling surtace 


7 . More heavily constructed, less complicated in design, 

in less space — with improved condensate drain- : : 4 

age! Available with low cost Plenum that is adapt- easier to install and service! 

ble to virtuall i ke of f ! ° e P 

Eg a ee eee The completely new Luxaire Air Cooled Condensing 
Units and Companion Cooling Coils have every desir- 
able advancement — and more! 


For, if you have been waiting for the big price break- 
through in home air conditioning — it is here, now! 


If you have been stymied by high prices, quote your 
builder, architect and homeowner prospects Luxaire 
Air Conditioning — and get the business, plus a hand- 
some margin of profit! 


See your Luxaire jobber for new catalogs and his 
sensational Luxaire Air Conditioning prices, today! 


Underwriters’ Listed Air Cooled Codens- 
ing Unit: Constructed for unsheltered out- 
door installation, with 16 Gauge Zinc 
Coated Cabinet and Top Discharge! Has 
extra-large Condenser Coil and efficient 
Centrifugal Blower! 2, 3, 5 H.P. Sizes! 


New Duct Type Cooling Coil: Fully insu- 
lated Heavy Gauge Casing has flanges for 
connection of ducts! Condensate Drain Pan 
is built in! Convenient Access Panel | 


4 Gas Burning Sizes. 


—— 
—— Gas 
Conversion 
Horizontal Furnaces. Burners, 
4 Oil Burning Sizes. =. 
, eae 


Gas Unit 
Assembled and Basement a Heaters, nati ’ Water Cooled 
Assembled and Wired. Gas Fired. Type Gravity 5 Sizes. Cn Cneintasing * ong Add-On 
_ Wired. Gas Oil Fired Winter Air Furnaces. 2.30r5H.P. Air or. Summer Air 
Fired. Oil Fired. Counterflow Conditioning Burn either Sister Coated. 8 Conditionin 
Winter Air Units. Units. Burn either Gas or Oil. sae sagged pag Units. 3 ont 
Conditioners. Gas or Oil. either Gas or Oil. 5 tent. 


THE C. A. OLSEN MANUFACTURING COMPANY. .« evvria, onto 
* 


5 HEATING & AIR CONDITIONING UNITS 
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WHAT'S HAPPENING... including Washington Letter 





New Building Code for New Castle, Ind. 
Establishes Minimum Heating Standards 


New Cast .e, Inp. Ordinance 768 
has been passed and put into effect 
by the City of New Castle’s Common 


Council. Ordinance 768 


regulates 
and establishes minimum standards 
in the erection, construction, enlarge- 
ment, alteration, repair, electricity, 
plumbing, heating, ventilation, air 
conditioning and sheet metal work of 
all public and private buildings or 
structures in the City of New Castle, 
Ind. It provides for the creation of a 
building commissioner, for the issu- 
ance of licenses and permits, for in- 
spections and the collection of fees 
therefor. Also it stipulates penalties 
for violations. 

The passage by the City Council of 
New Castle of this ordinance makes 
New Castle the first city in Indiana 
to adopt the model code and ordi- 
nance recently developed and ap- 
proved by the officers and the De- 
partment of Public Information of 
the Sheet Metal and Warm Air Heat- 
ing Contractors’ Association of In- 
diana. H. W. Meggs, a past president 
of the state association, is chairman 
of the Department of Public Informa- 
tion. 

The code and ordinance is the re- 
sult of several years’ work, and it 
incorporates the best features of 
many local codes in use elsewhere. 
It is designed to provide minimum 
standards to safeguard life and limb. 
health, property and the public wel- 
fare. 

Minimum standards as required 
will be determined from certain pub- 
lications prepared for the purpose of 
establishing such standards, a copy 
of each of which is on file in the 
Office of the Building Commissioner 
in the City of New Castle, Ind. These 
publications include: 

The National Warm Air Heating 
Code, by Sheet Metal and Air Con- 
ditioning Contractors’ National As- 
sociation 

All current Manuals of Warm Air 
Heating and Air Conditioning, by 


22 


National Warm Air Heating and Air 
Conditioning Association 

Heating, Ventilating and Air Con- 
ditioning Guide, by American Soci- 
ety of Heating and Air-Conditioning 
Engineers 

Standard Practice in Sheet Metal 
Work, Manuals No. 1, 2, and 3, by 
Sheet 
Contractors’ National Association 

Modern Application of Sheet Cop- 
per in Building Construction, 1948, 


Metal and Air Conditioning 


by Copper and Brass Research Asso- 
ciation 

The National Building Code, Vol- 
ume I, by the National Board of Fire 
Underwriters 

The National Electrical Code, by 
the National Board of Fire Under- 
writers 

The National Plumbing Code, by 
the American Standards Association 

Boiler Installation Manuals, by the 
Institute of Boiler and Radiator Man- 
ufacturers 

Licenses issued under the provi- 
sions of this ordinance will be re- 
voked or suspended by the mayor 
when a licensee has made a material- 
ly false statement on his or her ap- 
plication, or otherwise failed to com- 
ply with the provisions of the ordi- 


nance, 


April Housing Starts 
Beat Last Year's Total 
Nonfarm 


housing starts rose more than sea- 
sonally in April, to 95,000 a little 


above the April 1957 figure, accord- 


Wasuincton, D. C. 


ing to preliminary estimates of the 
U.S. Labor Department's Bureau of 
Labor Statistics. Private housing ac- 
counted for nearly all of the gain 
over March, rising about 20 percent 
to 90,700 units in April. 

F. W. Dodge Corp. reports that the 
April construction contract total for 
the United States was $2.881,011.- 
000, an increase of 4 percent over 


(Continued from page 19) 


Engineer Groups 
Elect Aeberly to 
Life Membership 


CHICAGO The Chicago Association 
of Consulting Engineers has awarded 
a life membership to John J. Aeberly. 
chief, Bureau of Heating, Ventilating 
and Industrial Sanitation for the City 
of Chicago. Mr. Aeberly is known 
locally as the father of the Chicago 


Ventilating Code and has worked 


John J. Aeberly 


with all segments of the industry to 
develop the present code, which was 
1957. 


The rewritten code, summarized in 


completely rewritten late in 
the February 1958 issue of American 
Artisan, is expected to become the 
basis for future revisions of existing 
codes in all major cities. 

Mr. Aeberly has also been honored 
with a life membership in the Ameri- 
can Society of Heating and Air-Con- 
ditioning Engineers. He served as a 
member of the society’s council dur- 
ing the period 1937-39 and has been 
active in the society's technical ad- 
visory committees. He has also 
served as president of the Illinois 
chapter of ASHAE and has been a 


member of its board of governors. 





April of last year. The residential 
building category showed its first in- 
crease of the year in April, rising 1 
percent to a dollar total of $1,240,- 
217,000. The 


units covered by the contracts was 


number of dwelling 


up 4 percent. However, the number 
of one-family houses in April was 
just about even with last year. The 
increase was primarily in  multi- 
ple dwellings. 


(More news on page 26) 
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controls 
r standard requirements 


service and replacements 


Here’s just a sampling of industry’s most diverse 
line of controls. Whatever your application prob- 
lem — air conditioning, refrigeration, ventilation, 
gas, oil heating —it’s under control when you 
choose from A-P’s broad line of standard controls. 

And A-P offers the backing of nation-wide serv- 
ice .. . in the refrigeration field alone, more than 
400 jobbers are conveniently located coast to coast 
for quick, competent maintenance and replacement 
service. Write today for full details. 


Model 304C Automatic Expansion Model 207C Thermostatic Expansion 
Valve offers two adjustment ranges Valve with adjustable or fixed super- 
10” vac. to 45 psig; 10” vac. to 75 heat. Pressure limit on special order. 
psig. Designed for R-12, R-22, When an external equalizer is re- 
methyl ond sulphur. quired, specify Model 207DE. 


air conditioning and 
refrigeration 


Model 65 Water Regulating Valve Mode! 410 Trap-Dri. 100% moisture Model 
meters flow of water and other and acid removal with PA 400 silica sure Regulating Valve is suitable est of 4 new A-P solenoid valves 
fivids in response to fluid pressure gel. No appreciable pressure drop for all refrigerants. 1, ton R-12, that satisfy any application. Full 


on valve bellows. Controls water Va" to %" O.D. flore and Y%4" to visual pressure setting from 0 ronge of orifixe and connection sizes 
flow to compressors and condensers 1%" solder connections. to 40 Ibs. with capacities up to 60 tons. 


235S Evaporator Pres- Model 274 Solenoid Valve — Larg- 


gas heating and 
cooking 


Series 5250 Gas Control for furnaces and 
unit heoters. Built-in pressure regulator. 
100% safe ignition and shut-off. Flow in- 
ferruptor with summer shut-down 


Series 55 Gas Control offers a choice of four 
automatic, interchangeable electric and non- 
electric thermostatic accessories. Sotisfies any 
comfort preference. 


a ss = 


Medel 2400 Oil Control! has exclusive all- Model 2700 Comfort Control Kit provides Model 2709 Flexat Th tatic Con. 
steel body. Safely maintains an even rate electric thermostatic heat regulation for heat- trol Kit easily converts A-P 240Y series 
of oil flow to vaporizing type, oil-burning ers and furnaces using A-P controls. Simple, single metering stem valves to depend- 
heaters and furnaces. fast installation. able automatic operation. 


Series 5010 Gas Control for manual or 
automatic heater operation. Nine big fea- 
tures. Available with magnetic operator. 


oil heating 





CONTROLS COMPANY or AMERICA 
Manujactmers of A-D CONTROLS 


2452 North 32nd St. © 
Cooksville, Ontario © Nijmegen, Holland 


Controls That Make Modern Living Possible 


Milwaukee 10, Wisconsin 
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GIVE "EM 
| SERIES A FOR EFFORT — 


Compact LAU Series “A" Blowers 
give you 350 to 50,000 c.f.m. 
plus a host of exclusives 


COMPACT — that’s the word for Lau Series “A” blowers. 
Their compact design gives you more c.f.m. from less 
blower space so you'll have greater design freedom in plan- 
ning your equipment. We know from experience (over 27 
years now) what an unhappy compromise an extra inch 
of over-all blower width can mean in the design of heating 
and cooling equipment. That’s why a host of special ad- 
vantages has been designed into Lau Series “A” blowers. 


For instance: Reinforced beading which strengthens 
each scroll side. Or Preslok® Wheels that increase operat- 
ing speed maximums at least 50%. And that’s just the 
start of Lau advantages! Versatile motor mounts give max- 
imum lateral and rotational motor movement. Exclusive 
tripod bearing brackets permit maximum air movement 
with great support stability. And don’t forget Lau designed 
bearings, shafts and pulleys which are recognized leaders. 


On Econo-Pak® and “Budget” versions of Series “A” 
blower assemblies, pre-punched scroll sides permit all 4 
discharge angles and housing supports are applicable to 
every discharge angle without adjustments. 


Isn't it time you benefited from all these advantages? Lau 
Blower Company, 2027 Home 
Ave., Dayton 17, Ohio. Other 
plants in Irwindale, Calif. and 
Kitchener, Ont., Canada. 


Econo-Pak® Blower Assemblies. Series 
“A” blowers shipped with housing sup- “A” blowers less housing sup- 
ports and motor mounting unassem- ’ ports and motor mounting. 
bled. Shipped in separate cartons or a ns Shipped in separate cartons or 
palletized in units of 24. palletized in units of 24. 


“Budget” Blower Units. Series 


Here's the Man to Call... 


Cincinnati 30, Ohio Dearborn, Michigan Kansas City 14, Missouri Seattle 55, Washington 
Don G. Jensen J. B. Wallace Charles L. Sigman William M. Peistrup 
6422 Glade Avenue 9 Byfield Lane 8906 Holly Avenue 19246 Lago Place 
Cleveland 24, Ohio Denver 2, Colorado Irwindale, California Syracuse, New York 
Charles C. Mile Ben T. Clark G. R. Mergenthaler Henry Seebach 
1561 Woodrow Avenue 1421 Court Place 15601 Arrow Highway 560 Allen Street 
Cranford, New Jersey Elmwood Park 35, Illinois Prairie Village 15, Kansas York, Pennsylvania 

. C. Wolford William J. Lohrey Victor Stewart E. F. Humphrey 
11 English Village 2047 77th Avenue 7112 Buena Vista 327 Lambeth Drive 


The BIG Wheel in air moving 


® 





TS A- gery 5 


BAR : 
Compact UP-FLOW AND COUNTER-FLOW 
COZY FORCED-AIR MODELS give zero ee 
clearance; let you use 4" piping or conventional 
ductwork. Has exclusive Heat Wringer 


Heat Exchanger. Adaptable for air conditioning. 
75,000, 105,000, 140,000-BTU input capacities. 


Mr. J. W. Hamilton, Jr., v.p., Steel City Supply 
Company, Birmingham, Alabama, distributor for 
Cozy Forced Air Furnaces and other quality equip- 
ment since 1946, says: “Our Alabama dealers tell 
us that the Cozy line is the line that they can hon- 
estly sell and install as the finest heating equip- 
ment available, dollar for dollar.” 


From coast to coast, regardless of climatic condi- 
COZY HORIZONTAL tions, Cozy has a unit to fit the need of any area. 
FORCED-AIR MODELS C—lrT vox For over twenty-five years, Cozy has been the 
$0,000 BTU to 140,000 BTU. high-quality, gas-fired line that delivers complete 
tapes. Tale apace» ond satisfaction with virtually no service calls from 
installed in attic, utility the installer. 
a— If you're missing out on sales and profit, get the 
facts on the Cozy high-profit, year-around sales 
plan. Write today! 


COZY WALL HEATERS, 
available in four capaci- 
ZY CHALLENGER ties, single- or dual-wall 
buy in fleer fure installations; three — 
ion, ent temperature controls 
hes four capacities: ere available. AGA ap- 
proved under 1957 central 
heating stondards. 


THE ADVANCE FURNACE CO. 


WICHITA KANSAS 
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WHAT'S HAPPENING ... including Washington Letter 





Manufacturer, College to Construct 


House Designed for 


Los ANGELES A home designed 
especially for air conditioning is to 
be built in the San Fernando Valley 
as a joint study project of California 
State Polytechnical College and Util- 
ity Appliance Corp. As part of the 
project, student architects were as- 
signed the problem of developing 
plans for the home, which was to 
be designed to provide maximum 
comfort with lowest possible initial 
and operating costs. Students were 
required to: 

1) Specify correct size heating 
and air conditioning equipment for 
a house containing three or four bed- 
rooms, living room, family room, din- 
ing area, kitchen and two baths 

2) Take full 


overhangs to shade exterior 


advantage of roof 
walls 
and glass 

3) Make use of landscaping for its 
effect in reducing heat gain 

1) Provide insulation 


for maximum efficiency of air condi- 


adequate 


tioning unit 

5) Specify construction materials 
designed to help reduce heat gain 

Houses were to be in the $19,500 
to $21,500 price range if built in 
tract quantities, or $22,500 to $25,- 
500 if custom built. Lot size was to 
be 60 X 125 ft. 


Home Improvement Group 


Adopts ‘Code of Ethics’ 


New York Citry—The Home Im- 
provement Council 
“Code of Ethics” 
representation in 


has adopted a 
prohibiting mis- 
advertising and 
selling. In announcing the code, HIC 
pointed out that “homeowners every- 
where have been frightened away 
from spending for home improve- 
ments because of the unscrupulous 
acts of a few companies. Now, more 
than ever, they need to be encour- 
aged to invest in their homes. Our 
program is strengthened by this as- 


surance. 


26 


Air Conditioning 


Thirty-two designs have been sub- 
mitted. The winning plan will be 
chosen by a jury of Los Angeles area 
architects and builders, and construc- 
tion will begin some time after Jan- 
uary l. 

The Utility firm underwrote design 


costs and will finance construction. 


(Continued from page 22 


Home Modernization 
Gets Local Promotion 


New York City Over 1400 news- 
papers and 1500 radio and television 
stations have been sent copies of 
public service advertisements which 
stress the importance of modernizing 
the home. Heating and air condition- 
ing are among the subjects promoted 
by Home Improvement Council who 
is handling the promotion. 


Report Analyzes '57 Failures; Shows 
60% of Firms Less Than Five Years Old 


New York City Dun & Brad- 
street's failure index shows that 52 
concerns failed in 1957 for every 
10,000 listed in the firm’s reference 
book. This rate has edged up from 
8 a year ago, but falls well below 
the 70 per 10,000 recorded in 1939. 

Casualties of medium size ac- 
counted for a sharp rise in dollar 
losses, according to the index. 
Neither very small casualties, those 
under $5000, nor exceptionally large 
ones, in excess of $1 million, were 
as numerous as in the preceding 
year. 

Businesses over 10 years old con- 
tinued to claim a growing portion of 
total failures. They comprised 9 per- 
cent in 1947, but have edged up in 
each succeeding year until they ac- 
counted for 19 percent of the total 
in 1957. Failures among enterprises 
in their first five years of operation 
are still large 60 percent of the 
1957 casualties fell in this group. 

In all functions of business, fail- 
ures exceeded 1956 levels, but the 
rate of increase eased appreciably in 
every group except manufacturing. 
Construction and retail businesses 
continued to feel the brunt of the 
postwar uptrend in mortality and 
wholesalers again showed the least 
year-to-year change. 

In the construction industry, gen- 
eral building contractor failures in- 
creased from 708 in 1956 to 805 in 
1957, a rise of 13.7 percent. The fail- 


ures of building contractors were 


responsible for a 14.1 percent  in- 
crease in subcontractor failures 
1030 in 1956 as compared to 1175 
in 1957. 

A tabulation of apparent causes of 
business failures indicates that the 
inability to avoid conditions which 
resulted in inadequate sales, receiva- 
ble difficulties or competitive weak- 
ness was responsible for the greater 
part of the failures. Of these, inade- 
quate sales is shown as causing 49 
percent of the failures; receivable 
difficulties, 9.8 percent; and com- 
petitive weakness, 21.8 percent. 

Failure statistics compiled by Dun 
& Bradstreet do not include all dis- 
continuances of business. Reported 
failures include only those concerns 
involved in actions likely to end in 


losses to creditors. 


Sets Up Sheet Metal 
Scholarship Program 
The Los Angeles 


Trade-Technical Junior College now 
offers Bill Hart sheet metal scholar- 
ships sponsored jointly by labor and 
management groups in the sheet 
metal industry. Winners of scholar- 
ships will be offered summer employ- 
ment in a sheet metal shop at $2.04 
per hr, with other benefits. They will 
receive $25 per month while attend- 
ing sheet metal classes, which begin 
September 15. 


Los ANGELES 


(More news on page 32) 
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water... 
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This i¢ Landmark 


New! LANDMARK ty LENNOX 


--- MODULAR “BLOCK" SYSTEM FOR 100% TAILORED INSTALLATIONS 


“Spectacular” is the word for this new Lennox develop- 
ment. It’s spectacular in quietness...in installation 
versatility ...in operating efficiency! Blower, heating 
section and cooling coil are separate packages—yet fit 
together as a compact unit to deliver the exactly right 
comfort. No guesswork—no “make-do.”’ 





| 


: 


| 
é 
i Likh Sane 


It’s as simple as ABC. Just choose the blower with the 
proper Cfm capacities—and add whatever heating and/or 
cooling units that best suit the need (as well as your 
customer’s fuel preference and budget). 


mM 








| 


a. . 2 





| LENNOX industries inc. 
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bai | A “LANDMARK” IN AIR CONDITIONING AND 
@ HEATING... IN SALES OPPORTUNITY, T00! 


e Heating units in gas, oil, \ . ys SECTIONS OR 
electricity and HEAT PUMPS pa | “BLOCKS" STACK 


e Complete flexibili ES=e; » TOGETHER 
rte easy as\AlB7e] 
e Reduces installation costs <s Bash evstinn te hausel te 


beautiful 20 gauge steel 
cabinet. Centering pins assure 


e Quietest units on the market ——— perfect alignment—give 


appearance of a single unit. 

, P i. ey Capacities—heating: 68,000 

¢ Commercial and residential Be Sas to 378,000 Btu input. 
d = mF 


Cooling. 2 to 10 tons. 


e Simplifies your inventory 


e Up-flo or down-flo 


in the BIG race 
the facts about L N 
dealer opportunities 


Lennox Industries Inc. 
(Address nearest branch. See locations at left) 


Without obligation, send me information about the dealer 
ad opportunities with the new Landmark. 
ee 
Pam bc 2 





Marshalltown, lowa * Columbus, Ohio + Syracuse, N. Y. 

Fort Worth, Texas * Salt Lake City, Utah + Los Angeles, Calif. 
Decatur, Georgia * Des Moines, lowa 

Lennox Industries (Canada) Lid.—Toronto, Montreal, Calgary and 
Vancouver 
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eee. The Herman Miller Building 


DAYTON’S 
NEWEST 
COMMERCIAL 


DIFFUSERS 


PROBLEM: 


Proper Comfort Distribution of heating and air 
conditioning over 130,000 sq. ft. of office space. 


ANSWER: 


Approximately 1000 Lima Ceiling Diffusers will 
distribute balanced heating and air conditioning 
comfort . . . quietly, evenly . . . from the gigantic 
490-Ton Air Conditioning System. 


Lima Ceiling Diffusers have extra strength . . . no hum, no whistle in high velocity air streams! 

Step-down design, air-foil fins and dampers that open away from center to assure least resist- 

ance — provide extra performability. For extra beauty, Lima’s harmonizing finish is applied 
electrostatically for evenness . . . then baked on for lasting beauty. 


For every heating instaliation . . . residential, industrial or commercial . . . from ceiling to 
floor . . . Lima’s standardized line of Diffusers, Registers and Grilles answer every need .. . 
BETTER . . . at no extra cost! 


* 

The Herman Miller Building, 333 W. 1st St., Dayton, Ohio. Owners and Builders: Albert L. Miller, Norman 
ral: Miller, Zimmel Miller. Mechanical Engineer: Charles Dondican, Dayton, Ohio. Heating, Air Conditioning 
Ea Wholesaler: M. J. Gibbons Supply Co. Duct Work: Schrieber Sheet Metal & Roofing Co. 

ai 


LIMA REGISTER COMPANY  vsen.cabiera, LIMA, OHIO 
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At left, new high-capacity 2, 3 
or 5 H.P. Air Cooled Condensers 
Compressor Unit has weathere 
proof construction for installation 
out-of-doors. Underwriters’ Listed! 
Less complicated design! Easier to 
install and service! 


Below, new Duct-type Evaporator 
Coil is encased in insulated, en- 
ameled Heavy-gauge cabinet, 
having flanges for connection 
of ducts. 


Above, radically different and vastly 
superior new Round Evaporator Coil 
is more compact and adaptable, with 
greater cooling surface in smaller 
space! Pictured in inexpensive acces- 
sory Plenum that provides easy, slide- 
in installation. 


Advanced New Moncrief Units are Priced for Volume Selling ! 


7 | 
= 


f 
. . . . . oh Gas Fired 

Air Cooled Condenser-Compressor Units and and Oil Fired 
Add-On Evaporator Coils, cooling costs are 


down and cooling profits up! 


—" 
{ 
1 


| FS. Conversion 


- 

Units | sy 

Completely Horizontal Furnaces ey 

Assembled 4 Gas Sizes ‘ a 
& Y 


Effective with the all-new line of Moncrief | 


Counterflow 
. o- 
' 


|| 


Moncrief has taken the lead in changing hae 


the opinion of thousands of homeowners, : 
. ° “..° one Gas Fired and 
builders and architects that “air condition- oii Fired Winter 


; . h” A.C. Units Com- 
ing costs too much”, Beh whe 


Call your Moncrief Wholesaler, today, ae wee 
for the startling prices and sales-stimu- 
lating catalogs. 


J and Wired 4 Oil Sizes 


Use these prices to convince prospective L124 | Ges or Oil 
buyers that Moncrief Air Conditioning does Fired Winter 


A.C. Units Gas or Oil Gas Fired 
not cost too much! J Fired Unit hie oe Wares waer Goat 


: Air or Water Water Cooled 
, 9 ° ° Gravi Heater: 
You'll discover profit rewards beyond Pare ne 5 Sinee Cooled Gas Add-On Summer 
° | or Oil Fired A.C. Units 
your fondest expectations! Year ‘Round 
A.C. Units 


THE HENRY FURNACE COMPANY 
Medina, Ohio 


MONCRIEF WBE veewsce rire ane riniines 
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The 
complete line 
of 


* Residential 
- Commercial 
- Industrial 





se Air 
Conditioning 
Products 


CORPORATION 


National-U. S. Radiator 
its 











HEATING AND AIR CONDITIONING DIVISION 
Johnstown, Pennsylvania 





WHAT'S 
HAPPENING... 





Launches Program 
To Speed Upturn 
In U.S. Economy 


BLoomrie.p, N, J. General Elec- 
tric Co. has launched “Operation 
Upturn,” a nationwide campaign 
which the company says is designed 
to “build more sales, and thus create 
more jobs, in 1958 by building extra 
values into every GE product.” Cit- 
ing the growth of the country’s 
economy since 1937, the company 
notes increase of population from 129 
million to more than 171 million; 
increase in annual income from 7] 
billion in 1937 to 300 billion in 1958; 
increase in yearly savings from un- 
der four billion dollars to close to 
20 billion. 

According to GE’s Don Herbert, 
“We can all have confidence in a 
growing America. What is needed 
right now is positive action, based 
on this confidence, to build jobs.” 

Participating in the program, in 
addition to the firm’s 250,000 em- 
ployees in more than 100 plant com- 
munities across the country, are in- 
dependent suppliers and retailers who 
sell or service GE products. 


NEMA Forms Room 
Air Conditioner Section 


New York City—The National 
Electrical Manufacturers Association 
has formed a room air conditioner 
section, according to Joseph F. 
Miller, NEMA’s managing director. 
Announcement of the formation of 
the new section followed a meeting 
called for representatives of room 
air conditioner manufacturers who 
are members of the association. At- 
tending the meeting were representa- 
tives from the Kelvinator Div., 
American Motors Corp.; Fedders- 
Quigan Corp.; Frigidaire Div., Gen- 
eral Motors Corp.; General Electric 
Co.; Hotpoint Co. (a division of 
General Electric Co.) ; Phileo Corp.; 
O. A. Sutton Corp.; Westinghouse 
Electric Corp.; and Whirlpool Corp. 
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AAR AMER-G/1S disposable air filters 
OFFER SIMPLEST MAINTENANCE! 


. Filter pad 
encased in 
easily-handled Sturdy 
fibreboard | steel 
casing! holding 
frame! 


filter unit 
replaced 
when dirty! 


Filtering pad 
of amazing 
AMERglas! 


for 
Bulletin 
installation, vals 
simply fasten 
frames together 
with furnished 
rivets! 


b 


AAF Dust Control = E ‘ AMERglas Replaceable 
Equipment 1} ne | Air Filters 


- 7 * 
Deiatininn Ax Litter —— BETTER AIR IS OUR BUSINESS —— 
COMPANY, INC. 
355 Central Avenue, Louisville 8, Kentucky Py 
American Air Filter of Canada, Ltd., Montreal, P. Q. senna Weleon Hermen Nelees 
ro ns * Unit Blowers 
0 NS 
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All from one source 
...and fast 


a - 
af fl 


o 


A 7/ “ore than 20 kinds of sheets 


A single sheet or a truckload. Pattern sizes or cut-to-order. You get 
what you want—on time—when you order from your nearby Ryerson 
plant. 

Ryerson offers an unusually wide range of gauges and patterns in 
more than 20 kinds of sheets, including: tight-coat galvanized you can 
form without fear of flaking or peeling . . . bright-finished stainless in 
time-tested Allegheny metal... hot and cold rolled carbon steel... 
Ryex Expanded Metal, standard, flattened and grating. Ryerson also 
offers bars and band iron, tubing, angles, channels, etc. 

In addition, Ryerson can supply machinery and tools to meet every 
requirement of the sheet metal shop. 

For all your steel requirements, it pays to call Ryerson. 


© RYERSON STEEL 


Principal products: Carbon, alloy and stainless steel—bars, structurals, plates, sheets, tubing—industrial plastics, metalworking machinery, etc. 


JOsifH T. RYERSON & SON, INC. PLANTS AT: NEW YORK + BOSTON * WALLINGFORD, CONN, * PHILADELPHIA * CHARLOTTE * CINCINNATI * CLEVELAND 


DETROIT + PITTSBURGH * BUFFALO + INDIANAPOLIS * CHICAGO + MILWAUKEE © ST, LOUIS * LOS ANGELES * SAN FRANCISCO * SPOKANE « SEATTLE 
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Quality Story Holds Up 


IT’S BEEN MOST GRATIFYING to us as we made the 
rounds of state and national conventions this year to learn 
about the many ways dealer-contractors are using availa- 
ble sales tools in an endeavor to maintain their profits at a 
satisfactory level. Recently at the convention of the Sheet 
Metal and Air Conditioning Contractors’ National Asso- 
ciation, a dealer-contractor from Kansas City said he found 
American Artisan’s Standards for Rating Heating Systems 
the best source for answers to prospects’ questions when 


they start talking about the price of a job rather than the 
comfort they can buy. 


This dealer-contractor doesn’t attempt to avoid dis- 
cussing price, but each time the subject is brought up he 
immediately presents one of the 12 points on the Standards 
for Rating Heating Systems card as a reason why his price 


may be higher than that quoted by other dealer-contrac- 
tors. 


The strongest points a dealer-contractor can use to 
back up the “quality, not price’? story on the standards 
card are his company’s reputation for installing heating 
systems that will provide the comfort the prospect expects, 
and the advantages of the product he recommends. 


Salesmen can use the standards card, the Kansas City 
dealer-contractor continued, to point out that the pros- 
pect is buying not just a heating system, but comfort — 
and the price of comfort cannot be out of line when com- 
pared on an equal basis with other proposals. 


He also observed that a prospect often will say he can- 
not afford to pay the price asked. To this the heating sales- 
man can counter that the prospect cannot afford not to pay 
the small additional amount for a well-installed and well- 
balanced heating system that can meet the specifications 
spelled out on the standards card. 

He said he has found that most “price”? objections ou 
not based on price at all. They really amount to a lack of 
understanding of the differences between heating sys- 
stems. American Artisan’s heating standards card is one of 
the best tools available for emphasizing these differences. 
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VARIETY OF EQUIPMENT dis- 
played in the home show \ooth at- 
tracts interest in the heating dealer- 
contractor's services. Spot lights fea- 
ture equipment and signs explaining 
its application 


HEAVY TRAFFIC requires full 
complement of booth attendants to 
avoid 


overlooking hesitant pros- 


pects 


- 


Standards 


and Check-Lists 


HRICAY | 
AM aN j 
fom! BEY PRICE ALONE 
BUY STANDARDS 
and SAVE / 
ee freee Ce 


1 AN INTEREST-CREATING DISPLAY stops passersby who are 
asked to fill out registration cards which are placed in prospect file 


for follow-up later on 


Curious visitors become good modernization 


Arresting display of equipment, signs and literature 


plus full use of American Artisan’s two sales tools 


adds up to lots of visitors and productive leads 


THE 


producti e 


KEY TO SUCCESS in attracting 


leads with displays at 


home shows and county fairs has 


been found by Don Lacey, Home 
Co., Jackson, Mich. Mr. 


Lacey creates interest at his booth 
with a double-barreled approach: 1) 


Furnace 


a well-lighted area displaying a vari- 
ety of equipment and literature, and 
2) handout copies of American Arti- 
san’s Standards for Rating Heating 
Systems cards. 

The standards are prominently dis- 
played on the counter at the front of 
the booth and on a poster at the rear 
of the booth. The poster states, “Don’t 
American 
Artisan’s standards to make a selec- 


buy on price alone—use 


tion and save in the long run.” Be- 
neath this message is the explanation 
that is the lead- 
ing trade magazine in the warm air 


American Artisan 


heating and residential air condition- 


ing field—*the voice of the indus- 


try.” 


Display Exposed to 7000 


The Jackson home show, sponsored 
by the Jackson Junior Chamber of 
Commerce, is open six nights from 
6:30 to 10:30 and Saturday and 
Sunday afternoons from 1:30. The 
population in the 
of Jackson is approximately 
120,000. Show attendance runs about 
7000. 

A 320 sq ft booth was rented by 
for $210. Last 


with the same size booth, at 


general market 


area 


Home Furnace Co. 
year, 
least 10 heating system sales were 
traceable directly to inquiries at the 
booth. 

The booth is stocked with highboy, 
lowboy, gas- and oil-fired furnaces, 
electronic air cleaners, a counterflow 
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2 WHILE THE PROSPECT is registering, 3 COPY OF THE HEATING STANDARDS CARD 


is offered 
booth attendant opens a conversation about 


prospects as its authoritative background is pointed out on large sign 


how to buy a warm air heating system 


in the background 


prospects in five-step sales presentation 


furnace, conversion oil burners, a 
demonstration unit showing the ef- 
fectiveness of electronic air cleaners, 
a variety of literature on all products 
handled by the Home Furnace Co., a 
cutaway model of a furnace and both 


cleanable and throwaway air filters. 


Signs Are Eye-Catchers 


Several signs attract attention and 
point out the highlights of the vari- 
ous pieces of equipmeni. One sign 
invites passersby to “Ask for free 
demonstration.” Another sign pro 
claims, “Equipment displayed here 
can be financed conveniently and 
economically at your local bank.” 
These signs are placed so people pass- 
ing the booth will notice them. Spot- 
lights are focused on the signs to 
make reading easy. The booth is 
manned at all times by three of the 
company’s employees. 

Another device used to create in- 
terest is a 24 in. high doll that sells 
for $50 in toy stores. This colorfully- 
displayed doll attracts the attention 
of children, who get their parents to 
stop. Women also have shown con- 
siderable interest in the doll. When a 
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person has stopped to look at the doll, 
he is asked to register on one of the 


cards on the counter. 


Ease Into Standards Story 


While the visitor is completing the 
registration card, a booth attendant 
asks him how his heating system is 
performing. If the registrant does not 
own a home, but is contemplating 
buying one, he is asked about the 
specifications being considered for 
the heating system, This conversation 
leads into a discussion of the Stand- 
ards for Rating Heating Systems, 
published — by Artisan, 
which provides this information for 


American 


prospective home owners or home 
owners desiring to have their systems 
modernized. 


Displays Dramatize Sales Talk 


During this conversation, the at- 
tendant points out that there are 
many ways to buy a heating system 
and that price alone is the poorest 
yardstick to use. Early in the conver- 
sation the attendant invites the reg- 
istrant to step behind the counter 


4 PROSPECTS ARE INVITED to 
examine the equipment on display as 
the salesman points out features that 
will provide the conditions stressed on 
the standards card 


5 DETAILS OF THE EQUIPMENT 
are pointed out on a cutaway model 
to demonstrate the difference between 
high and low priced equipment 





Pre-show promotion 


DIRECT MAIL PIECE invites prospects 
to check their heating systems against 
the conditions listed on American Artisan 
modernization check-list, bring check-list 
to home show for discussion 


show visitors 


INVITE EVERYONE TO REGISTER 
Mr. Lacey's advice. He says you can never 
tell which prospect will be the best until 
you have had an opportunity to visit them 


in their homes 


for post-show follow-up 


is TICKLER FILE aids in 


following up on appoint- 
ments developed during 
interviews at the home 
show 





and see how the Home Furnace Co. 
line of equipment has been designed 
to meet the requirements as outlined 
in American Artisan’s Standards for 
Rating Heating Systems. 

Taking the visitor to a cutaway 


furnace which reveals all the major 


components, the salesman points out 
specific features and explains their 
contributions to comfort in the pros- 
pect’s home. The company has found 
that many people use the standards 
cards to check against contracts for 
installation or modernization work. 





Use Standards to Sell Modernization 





THIS ARTICLE describes an- 
other way the Standards 
for Rating Heating Sys- 
tems card has been used 
to sell modernization. The 
standards card, introduced 
in July, 1957 American 
Artisan, is ideal for use 
with the Heating Check- 
List promotion tool pre- 
sented in the March, 1958 





American Artisan Modern- 
ization Issue. Attractively 
designed and written in 
language the home owner 
can understand, the stand- 
ards card lists the 12 
points which contribute to 
complete winter comfort in 
the home, and rates the 
prospect’s heating system 
as “Good,” ‘‘Fair’’ or 
‘‘Poor’’ in terms of each of 
the 12 comfort conditions. 
The card adds authority to 
the sales presentation, and 
proves conclusively to the 
prospect the advantage of 
buying for quality rather 
than price. Copies of the 
standards card are avail- 
able at two cents each 
from American Artisan. 








This year, Home Furnace Co. ex- 
pects to surpass its 1957 home show 
sales performance (10 heating sys- 
tem sales), because on the second 
night of the show 15 appointments 
were made with people who were 
quite interested in the systems rec- 
ommended by the salesmen. This is 
more than twice as many as were 
made 


during an evening at any 


previous home show. 


Standards Cards Draw Crowds 


Mr. Lacey says the standards cards 
have proved to be excellent conver- 
sation interested 
naturally hesitant 
about approaching the booth “cold” 
and asking vague questions about 
the company and equipment which 
they don’t understand. The cards 
seem to stimulate interest and hold 
the prospects at the booth while the 
attendants lay the groundwork. 


openers for pros- 


pects who are 


Ads Offer Free Passes 


Pre-show promotion consists of 
newspaper ads that appear two weeks 
ahead of the home show. Some of the 
ads offer free passes to the home 
show. The passes, of course, must be 
picked up at the company showroom. 
This offer not only builds interest in 


the Home Furnace Co. display but 
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also gives Mr. Lacey an opportunity 
to talk with prospects in the selling 
atmosphere of his showroom with its 
operating 


displays, manufacturers’ 


literature and other sales aids. 


Check-Lists Set The Stage 


Another 


begins before the home show is the 


promotion activity that 
mailing of American Artisan’s heat- 
ing modernization check-lists (pub- 
lished in the March 1958 Moderni- 
zation Issue) to an active mailing list 
of prospects for modernization work. 
These check-lists are reproduced on 
one side of a letter which invites 
prospects to examine their heating 
systems, compare their performance 
with the points listed on the check- 
list and bring the completed check- 
lists to the home show, where com- 
pany representatives will be on hand 
to discuss the points covered in the 
check-lists. 


Salesmen Stress Comfort 


The salesmen also use this oppor- 
tunity to point out what can be done 


via modernization—to improve the 
level of comfort in the prospects’ 
homes. 

This type of promotion is ideal for 
the Home Furnace Co., which spe- 
cializes in modernization work, mak- 
ing about 80 percent of its installa- 


tions in existing bomes. 


Advise Future Home Owners 


Check-lists for warm air heating 
systems are sent to prospective 
buyers of new homes with a letter 
that advises them to consider the 
points mentioned on the check-list 
when planning to build new homes. 
Frequently, people who are planning 
to build later in the year indicate 
that they will be interested in a heat- 
ing system at that time. These people 
are usually quite receptive to a dis- 
cussion of the principles set forth in 
the standards card because, as Mr. 
Lacey says, “They have already been 
introduced to the principles of good 
heating—it’s only a matter now of 
pointing out how essential it is to 
apply these principles in the system 
being considered.” 


THE HEATING, air conditioning and 
sheet metal check-lists published in 


the March American Artisan Mod- 
ernization Issue can be used as di- 
rect mail pieces, for presentation 
by salesmen, as giveaway items for 
home shows, etc. Designed to re- 


To: The Editors 
American Artisan 
6 N. Michigan Ave. 
Chicago 2, Ill. 


mind home owners of their mod- 


ernization needs, 


lowing prices: 


the two-color 
check-lists are available at the fol- 


*Tickler’ File Schedules Calls 


Leads obtained during the home 
show are followed up as quickly as 
possible—in some cases, the next 
morning. If a prospect indicates that 
he will not be ready to talk heating 
for a week or longer, his name is 
entered in a “tickler” file for future 
contact. This file is broken down by 
date so appointments set up in ad- 
vance will not be overlooked. When 
people decide, after leaving the booth, 
that they must wait longer than they 
previously intended (three or four 
months) to make their purchase, Mr. 
Lacey always tries to get some com- 
mitment or evidence of a sincere in- 
terest. Occasionally, he asks permis- 
sion of modernization prospects to 
take measurements of the house so 
everything will be ready for presen- 
tation when they are ready to go 
ahead with their plans. 

Mr. Lacey betieves he has found 
an ideal promotion tool—a well-or- 
ganized display capitalizing on the 
natural appeal of American Artisan’s 
two sales aids—the standards card 
and the check lists. 


Please rush the following quantities: 


Heating check-lists 


Summer air conditioning check-lists 


Sheet metal check-lists 





Quantity Cost 


Standards for Rating Heating Systems cards 





50 $ 0.85 
100 1.35 
200 2.70 
300 4.05 
400 5.40 
500 6.75 

1000 13.50 
2000 27.00 
3000 37.00 
4000 48.00 
5000 59.00 


Standards cards are two cents each 
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Enclosed is my check for $. ... to cover reprinting costs. 
(Please print) 





Company 





Street Address 





City and State 





lam a dealer 


wholesaler 


manufacturer ——. 





HEAT PUMP takes supply air for the out- 
side air coil from ventilated attic space. 
Lower insulated duct discharges “used” air 
to the outside 


MODERNIZATION OF existing heating systems—remodel- 
ing of the air distribution systems and replacement of 
furnaces with complete heating-cooling packages in 
houses less than six years old has become a major busi- 
ness activity of many warm air heating dealer-contractors 
and has proved well worth the cost involved to home 
owners. The following case history describes such a mod- 
ernization job completed recently in Atlanta. 

This system is being used as a demonstration installa- 
tion to point out to prospective buyers of year *round 
systems that it may be to their advantage to have a com- 
plete modernization job rather than add-on air condi- 
tioning, which in this case would not have been satis- 
factory because the original system was not designed to 
handle the cooling load. This of course is not true in all 
cases but is one of the factors dealer-contractors must 
weigh in recommending the addition of summer air con- 
ditioning to existing warm air heating systems. 

The house, a ranch style building with attached garage, 
has seven rooms on a concrete slab floor. The attic is 5 
ft at the peak over the main section of the house. The 
distance between the garage ceiling and the roof peak 
is 714 ft. A trap door in the garage provides access to 
the attic. The garage has no doors. 


Old Furnace Feeds 16 Diffusers 


The original heating system included a_ gas-fired 
counterflow furnace in a closet. Heated air was supplied 
to 16 diffusers in the outside walls beneath or near win- 
dows from a radial trunk system embedded in the con- 
crete floor. Six ceiling return air grilles connected to 
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Heat Pump 


Year “Round 


branches from a return trunk duct in the attic. This duct 
work was insulated with 114 in. thick blanket type 
insulation. 


Nine Supplies, Two Returns Added 


Modernization of this system required the addition of 
nine more supply openings and two additional returns to 
handle the air volume necessary for summer air condi- 
tioning. Supply openings, which could not be added at 
the perimeter because the house was built on a concrete 
slab, were cut along inside partition walls, fed from a sup- 
ply duct system in the attic. The additional two returns 
needed were located in the ceiling. 

An air-to-air heat pump was selected to replace the 
gas-fired furnace. The capacity of the heat pump is 
60,000 Btu on the cooling cycle and 105,000 Btu at 10 F 
outdoor temperature for the heating cycle. The closet 
which had housed the furnace was too small for the heat 
pump, so the new equipment was installed in the 714 ft 
space between the garage ceiling and the peak of the 
roof, 


Heat Pump Installed in Attic 


The trap door from the garage was enlarged to admit 
the 980 lb unit to the attic. After the unit had been set 
in its permanent location, this doorway was remodeled 
and a disappearing stairway installed. 

The heat pump was hoisted with a sling and chain 
hoist fastened to a section of 114 in. pipe strapped across 
six rafters of the roof directly above the enlarged attic 
entrance. Regular strap iron and lightweight lag bolts were 
used to fasten the 114 in. pipe to each rafter. Once the 
heat pump had been hoisted to the attic space, it was set 
on 34 X 4 X 4 in. angle iron sections laid across five of 
the garage ceiling joists. Spring type vibration absorbers 
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to prospects of the advisability of complete 


modernization when the existing system is inadequate 


to handle add-on air conditioning 


were installed to reduce noise transmission produced in 


operation of the mechanical equipment. 


Outside Air Comes from Garage 


To provide the 3400 cfm of outside air required by the 
air-to-air heat pump, five grilles were cut in the attic floor 
over the garage entrance. Because the garage does not 
have doors, a constant supply of outside air to meet the 
heat pump’s requirements is assured. Otherwise, the 
grilles could have been cut into overhanging eaves out- 
side the building walls. The grilles, selected to handle air 
at a velocity of 300 fpm, supply the volume required for 
the heat pump without producing air movement noise due 
to velocity as it enters the attic space. 

The air discharged to the outside from the heat pump 
passes through an insulated duct which terminates at an 


outside grille in the vertical wall at one end of the attic. 


Installation Helps Sell 
Modernization J ofia 


**Demonstration” installation is visible proof 



















ADDITIONAL SUPPLY air 
needed for glass-walled rec- 
reation room is provided by 
adding high wall register 
near outside wall 


This air is discharged at a velocity of approximately 850 
fpm. Weather-resistant louvers in the grille prevent rain 
from beating into the discharge duct. The grille is orna- 
mentally camouflaged to preserve the original appear- 
ance of the wall. No complaints have been reported about 
the velocity of the air discharged over the driveway. 


Old Plenum Becomes Supply Duct 


Modernization of the air distribution system called for 
a trunk duct capacity of 2000 cfm. The main supply trunk 
splits shortly after leaving the air conditioner. One 
trunk supplies air to the six new diffusers located in 









Wii 







< 


EXTRA AIR quantity needed to meet 
summer requirements is supplied 
through new register connected to 
new duct brought through closet 


% 





several rooms 
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NEW RETURN air duct and opening 
were added by lowering the ceiling in 
a connecting hallway which adjoins 












DISCHARGE AIR grille is located 
inconspicuously as possible and camo- 
flaged with shrubbery. Air discharges 
over driveway 








OUTSIDE AIR for air-to-air heat pump 
is drawn through grilles in floor of at- 
tic above open garage 


FOUNDATION for heat pump consists of 7 ft lengths 
of 4 X 4 in. angle iron laid across joists. Unit rests on 
spring type mounting bases 


the partition wall; a second trunk connects to the original 
duct system in the slab floor to supply the original 16 
diffusers. This trunk was connected to the slab duct sys- 
tem by converting the old furnace plenum (located in the 
closet) to a downcomer duct. The supply trunk that feeds 
the six new registers is a graduated duct system, which 
was selected over an extended plenum arrangement be- 
cause it provides the required velocity at each register 
outlet to mix conditioned air with room air. 
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The discharge air velocity was carefully calculated to 
avoid drafts as well as maintain even room temperatures. 

The six new registers are 614 ft above the floor level 
on partition walls, as close as possible to outside walls to 
direct air streams toward high heat loss or heat gain areas. 
In several cases, openings were cut in clothes closet ceil- 
ings and the duct brought down to the 614 ft level before 
the hole was cut in the partition wall. In several other 
cases, the ceilings in halls between rooms were lowered 
and ducts were installed between the original and new ceil- 
ings. Ducts brought into this space were turned horizon- 
tally to the register openings in the partitions. 

In both cases, the new return openings were cut in the 
lowered hallway ceilings so they could serve more than 
one room. The new return ducts were connected to the 
modified existing return air system. All duct work in the 
attic was insulated against excessive heat gain or loss. 

Makeup air for the air distribution system is taken 
from the attic space into the return duct through an 8 in. 
round collar containing a manually-controlled damper 
which is adjusted to provide 10 percent outside air. 

A condensate drain connected to the bottom of the heat 
pump runs through the garage to an outside rock well 
which is an 18 in. deep hole filled with medium sized 
rocks and covered with a perforated metal plate. 


Ample Work Space in Attic 


There were two reasons for locating the heat pump in 
the attic space above the garage: 1) ample space was 
available for installation work by mechanics and for 
periodic inspection of the equipment by servicemen; and 
2) the location provides for an adequate air flow through 
the attic space. The attic air is approximately the same 
temperature as the outdoor air because of the volume 


used. This reduces the heat gain normally to be expected 


through an insulated ceiling where the attic is ventilated. 

All duct connections to the equipment, for supply and 
return ducts of the air distribution system as well as the 
discharge air duct to the outside, are flexible. The duct 
connections are enclosed in the insulation covering the 
duct system. 
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12 Points Add Up to Productive 
Air Conditioning Advertisements 


THE INTENSE COMPETITION which prevails in all areas of 
business activity has produced some remarkable new 
ideas and variations of old ideas for telling the product 
story. Warm air heating-residential air conditioning-sheet 
metal dealer-contractors themselves have come up with 
some highly effective promotion ideas for their products. 

Regardless of the technique used, advertisements 
placed in local newspapers continue to produce as many 
or more prospects than any other medium of promotion, 
per dollar expended. 

A wealth of ready-made ad mats featuring summer air 
conditioning is available from manufacturers, wholesalers, 
associations, and national promotion organizations such 
as Home Improvement Council. 

However. there are times when such general ads don’t 
quite meet a dealer-contractor’s needs, and he feels his 
newspaper ad campaign should be a little more personal, 
or specific, to tell his particular story. 

The summer air conditioning check-list, published in 
the March Modernization Issue, is a natural subject for 
a dealer-contractor’s summer modernization advertise- 
ments in his local newspaper. It shows the home owner 
what needs to be done to his air distribution system to 
provide summer comfort. 

Following are 12 points which should be considered 
by the dealer-contractor who elects to produce his own 
modernization advertising campaign to increase his sum- 
mer air conditioning sales volume. These considerations 
are presented as check points to keep the dealer-contrac- 
tor on the right track to effective advertising based on 
the air conditioning check-lists. Obviously, each point 
must be considered from the standpoint of location, type 
and size of operation, budget, market to be reached and 
other individual factors which vary among dealer-con- 
tractors, 
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Here’s how to get full results 
from modernization advertise- 


ments in your local newspaper 


ARE YOU ELIGIBLE FOR 
SUMMER COMFORT? 


a Chances are, a few minor 


- ia . . * 4° 
alterations in your existing 
; heating system will qualify 
your home and family for all 


the advantages of central 


Remember the sweltering days and 


sleepless nights in your home last summer? 


Banish discomfort from your home now with clean, cool, de- 
humidified air supplied through your heating system ducts 
by a central summer air conditioning unit. No home need be 


without the advantages of controlled comfort 24 hours a day 





Please rush me a Summer Air Con- 

ditioning Check-List so | can analyze 

: = my modernization needs before the 
\ om next heat wave 

Send for this free 


check-list today to 
see what's needed 


to beat the stifling 
heat in your home Sy 

















YOUR COMPANY NAME 


123 South Main St. Phone 5-6789 











SAMPLE AD meets requirements for effective modern- 
ization advertising: question headline intrigues reader; 
illustration depicts comfort; copy amplifies theme, sug- 
gests reader action; signature associates company name 
with summer comfort theme of the ad. Dimensions are 
standard, can be adapted to any size ad 








/. Subject 


The accent is on comfort, not machinery. Home owners 
who remember—or are experiencing—the discomforts 
of stifling days and nights will respond to a promise of 
cool, clean, circulated and dehumidified air a lot faster 
than to a brand name or technical dissertation. 

American Artisan’s Summer Air Conditioning Check- 
List, which is institutional in nature, is an ideal subject 
for a cooperative advertising program. It spells out the 
requirements for summer comfort, adding impact to the 
selling message, and prompting the reader to take action. 


2 Market 


The area to be covered with modernization promotion, 
and the estimated productivity of the leads he expects to 
uncover must be the dealer-contractor’s first considera- 
tion, because it affects most of the other points to be 
weighed. The problem differs with locality, of course; the 
small town dealer-contractor will want and can handle all 
the business he can extract from the community. On the 
other hand, a firm in a large city must weight the factors 
of distance, competition, type and number of residences, 
extent of coverage by local newspapers and other factors 
before it can define the market area it can roe prac- 
tically. Time and distance factors involved i 
many remote jobs can nullify profit. “<<a if com- 


petition is severe or home owners are largely in low in- 


1 handling 


come brackets in his immediate area, the dealer-contrac- 
tor may have to cover a larger territory to get more leads. 

Once he has his sights set on what he considers a pro- 
ductive area, his problem becomes that of finding the 
neighborhood or sectional newspaper or supplement 
whose circulation most nearly coincides with the geo- 
graphical area he has selected. Circulation figures are 
published in all newspapers. Circulation and advertising 


departments of each paper will also help him. 


a Cost 


The amount of money he can and should spend to 
bring the highest ratio of return is also of paramount im- 
portance to the dealer-contractor. It depends on cash 
available, the extent of other types of promotion em- 
ployed, the degree of concentration on summer air condi- 
tioning the company plans to apply, the ability of the 
firm to handle the leads which are produced and other 
factors. The cost factor was covered in detail in an article 
in the June issue, entitled Budgeting Makes the Most 
of Modernization Advertising, which offers suggestions 
based on successful sales promotion campaigns. 

Don’t overlook the possibility of sharing costs with the 
manufacturer, wholesaler, local association or other deal- 
er-contractors, or taking advantage of advertising mats 
and copy suggestions available from these and other 
sources, 


At 


Cooperative advertising brings the dealer-contractor 
more for his money, in size and number of insertions. 
True, he must share the rewards if the venture is in co- 
operation with other dealer-contractors, but a little plan- 
ning can minimize overlapping of market areas. 


4. Frequency 


Agreed that newspaper advertisements feauring sum- 
mer air conditioning should be concentrated ahead of and 
following the peak season, how often should ads be run? 
If newspaper advertising is the only form of promotion 
used and if the business is geared to handle as much 
work as can be found, this is the time to pull out all 
stops and run as many ads as the budget allows. Every- 
body knows about summer air conditioning by now, and 
constant reminders, increasing numbers of satisfied 
owners and vivid descriptions of the benefits to be gained 
will kindle public desire for summer comfort and dispel 
apprehensions about price. Daily insertions in the paper 
or papers selected not only reach more prospects but also 
keep the idea of summer comfort fresh in the minds of 
regular readers. This subject was also covered fully in the 
article on advertising budgets in the June issue. 


S Size 


The budget will be the determining factor in selecting 
the size of the advertisements, once frequency of inser- 
tions has been determined. Of course, a full page ad 
would be ideal, but this would not be practical for many 
residential air conditioning dealer-contractors. Short of a 
full page, the size of the ad diminishes in importance, 
down to a certain point. A two-column ad 5 to 7 in. deep, 
attractively presented and separated as far as possible 
from other advertisements will hold its own in any news- 
paper. Size can be varied, depending on the function of 
the ad. A new or special promotion, for example, would 
be introduced via a large ad and followed up with 
smaller “reminder” 


insertions at regular intervals 


throughout the campaign. 


6. Position 


The importance of right-hand pages, outside columns 
and other 
among advertising experts, and some publications charge 
extra for special positions. It’s best to have the ad located 
near some special interest reading such as sports pages, 


“preferred” positions is a controversial point 


comic sections, important news stories, ladies’ pages or 
other well-read features, depending on the availability of 
these positions and on the audience to which the ad 
slanted. If the advertiser has no choice, or if he knows 
his ad is to be thrown in with others of about the same 
size (newspapers try to keep competitive ads on similar 
products as far apart as possible), its pulling power can 
be increased by setting it apart from the others through 
special emphasis on the following three factors. 
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/. Layout 


This term applies to the positioning of the elements— 
headline, copy, illustrations and signature—attractively 
and forcefully, in such a manner as to catch and direct 
the reader’s eye from one element to another within the 
ad. White space, used intelligently, can add emphasis to 
type and illustrations—it’s not necessary or wise to jam 
type into every available area of the ad. The elements 
should balance; type, and even white space, can be used 
to balance illustrations. Eye camera studies have proved 
that the eye travels normally from left to right and down- 
ward, so elements should be placed to take advantage of 
the natural movement. The company name and address 
are usually located prominently at the bottom of the ad 
and can be used effectively to balance the “heavy” illus- 
trations and headlines at the top. 


8. Headline 


All other things being equal, the headline can make or 
break the advertisement from the standpoint of arresting 
the reader’s attention away from other ads on the same 
page or spread. Attractive and unique layout can draw 
the eye to the ad, but the headline has practically the 
sole responsibility of stopping the eye and arousing the 
scanner’s interest to the point where he wants to find out 
more. The head should be brief, in large bold face type, 
and intriguing. If possible, find a “gimmick” to use in 
the head—play on words, current event, weather, a 
question or any other feature that will make the modern- 
ization ad just a little more enticing than the others on 
the page. A question (see sample ad) is an excellent tool 
for leading the reader into the ad. Obviously, it should 
be a question which arouses the reader’s interest and one 
which requires further reading to find the answer. 


. Illustrations 


In a small ad, one illustration is usually sufficient; 
in fact, if other techniques such as reverse blocks (white 
lettering in a black block) and Ben Day (gray) areas are 
used decoratively, an illustration may not be needed. 
However, an appropriate illustration can do a lot toward 
conveying the comfort theme. A reproduction of the Sum- 
mer Air Conditioning Check-List itself would be an ex- 
cellent illustration if the check-lists are to be offered to 
readers. Line or wash drawings symbolizing the summer 
comfort theme can be obtained from the newspaper office 
or made to order by an artist. The closer the illustration 
ties in with the head, the more effective the ad will be. 


10. Copy 


This is where the real “pitch” is made for summer air 
conditioning. The major elements have brought the 
reader to the sales presentation. He’s interested or he 
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wouldn’t be reading the “small print.” The job of the 
selling message is to develop his interest and get him 
to contact the firm for more information. Therefore, the 
message should be clear, concise, hard sell copy which 
promises a benefit, and sells this benefit well enough to 
prompt the reader to take action. Make it easy for him 
to get in touch with you. A coupon is the best device for 
encouraging reader response, but position, space and 
other limitations may rule out the use of a coupon. The 
Summer Air Conditioning Check-List fills the bill nicely 
as “bait” for reader response. A few words about how 
the home owner can use it to check his summer modern- 
ization needs should bring response. 

The copy should be well-worded and brief enough so it 
does not present a reading chore for the newspaper 
scanner. It should be in as large type as possible and 
still tell the whole story in the space available. It’s. good 
to break up long blocks of copy with lists, ornaments or 
lines of bold face or italic type to avoid a monotonous 
appearance. The type should match the headline type and 
be light or bold enough so it will not overwhelm or be 
overwhelmed by the illustrations and headline. 


17. Signature 


The fourth element of the ad is the company name, 
address and telephone number. It should be conspicuously 
located at the bottom of the ad, in as large type as pos- 
sible, consistent with the rest of the advertisement. This 
is the only reference the reader has for making his re- 
sponse and it should be prominent enough to register in- 
delibly in the reader’s mind, associated in his memory 
with the promise of comfort in the headline and illustra- 
tion, even though he may not immediately respond to the 
ad. Here, too, is an opportunity to test the power and 
coverage of a particular advertisement. Many advertisers 
key their ads in different publications, or at different 
times, with variations in company address or department 
number. For example, a reply addressed to Dept. AC 
might mean the reader was responding to a summer air 
conditioning ad placed in the weekly neighborhood news- 
paper on June 18. 


12. Effectiveness 


After the campaign has expired in late fall, it would 
be wise to go over the entire insertion s-hedule and meas- 
ure the individual effectiveness of each ad or series to 
establish a basis for next year’s campaign. Discounting 
elements such as weather, vacations and other factors 
which would have affected response, which ads were re- 
sponsible for the most leads? Did size, position, approach 
and publication used affect the lead-producing qualities 
of the ads? Was the campaign adequate; or on the other 
hand, did it produce more leads than the company could 
handle? Any adjustments made on the basis of review 
will pay off in increased effectiveness and economy in 
subsequent campaigns. 








PRACTICAL APPLICATIONS 


for engineering, installing and servicing 


residential cooling systems 





By S. W. Reid 
Air Conditioning Engineer 


once Gilbert Associates, Inc. 











Incomplete Cooling Proposal 


Actual account of a small commercial air con- 


ditioning job emphasizes the responsibility of 


the dealer-contractor, not only to his own 


business, but also to the industry, to prepare 


careful and complete proposals which instill 


the confidence of the prospect 


THE OWNER OF a factory decided he 
wanted to air condition his office. It 
was a small office, about 20 X 40 X 
10 ft high. He was an informed man 
who knew he had two choices to get 
the project underway. He could either 
employ a consulting engineer to pre- 
pare plans and specifications which 
would be used as the basis for obtain- 
ing bids from air conditioning dealer- 
contractors or he could go to the 
dealer-contractors directly and ask 
for proposals. Since the job was 
small, he chose the latter approach. 

Four dealer-contractors were called 
in, at different times. Their four dif- 
ferent proposals are summarized as 
follows: 


de 


1) Three proposals offered 5 hp 
air conditioners. One offered a 3 hp 
unit and guaranteed to maintain con- 
ditions. 

2) One of the 5 hp units was of- 
fered with an air cooled condenser. 
The other units were water cooled. 

3) Three proposals included duct 
layouts. One showed the duct with 
ceiling diffusers down the center of 
the office. The other two showed the 
duct outside the long wall of the of- 
fice. Of these, one showed three side 
wall registers while the other showed 
six. 

4) One 
side wall registers high in an attempt 
to throw conditioned air over existing 


dealer-contractor located 


which are 
mounted 3 in. below the ceiling. 


fluorescent _ fixtures 

5) One proposal located side wall 
registers so they would throw air 
under the lights. 

6) Of the two submittals showing 
the supply duct outside the office wall, 
one showed without a 
vapor barrier. The other made no 


insulation 


mention of insulation. 

7) One estimate figured 1100 
watts for lights. Another figured 4500 
watts. The other two called for 2800 
watts. 

8) One proposal multiplied the 
north window area by a factor of 110 
to get solar heat gain. The other 
three 


through these windows. 


showed no solar heat gain 


9) One dealer-contractor said 714 
cfm per person was enough air for 
ventilation. The other three specified 
15 cfm per person. 

10) One proposal had a decimal 
point error which made one item 10 
times larger than it should have been. 

11) All four calculations ignored 
process steam and condensate lines 
running the full length of the office. 
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These lines are hot constantly and 
are poorly insulated. 

12) Two men used an inside de- 
sign temperature of 78 F with an 
outside temperature of 95 F. The 
other two used short form calcula- 
tions based upon 95 to 80 F but did 
not specifically mention tempera- 
tures, 

13) None of the calculations 
showed any heat gain from the air 
conditioner blower motor. 

Put yourself in the owner's place. 
You know nothing about air condi- 
tioning. You have on your desk four 
different and inconsistent proposals 
to air condition your office that will 
cost you up to $3000. The next move 


is up to you. 


Customer Calls for Help 


Since this case is based on actual 
facts, it is not necessary to imagine 
what the outcome was. The owne1 
was thoroughly confused and rightly 
so. He knew some of the proposals 
were bound to be better than others 

but which? To help him decide he 
called a consulting engineer for im- 
partial advice. 

Good engineering is based on facts 

as many as are available. Some 
facts are established by direct ob- 
servation, while others are derived 
from basic values by calculation. In 
either case, care and good judgment 
are essential if the conclusions are to 
be correct. 

The engineer started by question- 
ing the owner about his requirements. 
What space is to be air conditioned ? 
What temperature is to be main- 
tained in the space? How many 
people normally occupy the office ? 
What space has been allocated to the 
air conditioning unit? Are water, 
drain and power facilities available 
in the space chosen? Is there any ob- 
jection to duct work in the condi- 


tioned space? 


Short Forms Used Carelessly 


The next step was to review the 
cooling load calculations. All four 


dealer-contractors had used printed, 


short-form, calculation sheets—the 


type with tables of factors to plug 
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Section A-A 


1 PROPOSAL FOR AIR CONDITIONING the 20 X 40 X 10 ft 
office provides choice between center supply duct with ceiling diffusers 
or side wall registers fed by supply duct outside conditioned area. Ac- 
companying proposal would describe advantages and disadvantages of 
each arrangement : 





into blank spaces. The use of these 
short-forms is quite acceptable pro- 
vided the user understands them. The 
man who inserted the 110 value in 
the calculation to determine solar 
heat gain through glass areas on a 
north exposure was not using good 
judgment. He had evidently searched 
the solar heat factor table on his load 
sheet for a value to put in the blank 
space for this item. Finding no value 
for north exposure, he chose the 
value for northeast which he thought 
was close enough. This, of course, 
would apply to unshaded northeast 
glass only when the sun was shining 


on it in the morning. 


Outdoor Air Ideas Vary 


How much outside air should be 
entered in the cooling load calcula- 
tion? This item can make a sizable 
difference in the overall load. The 
man who called for 714 cfm per per- 
son would provide, for 10 people, 10 
x 75 X 108 <X 35 1215 Btuh 
sensible heat. The man who specified 
15 cfm per person would provide 


twice this amount. In the former case, 


i 

.5 cfm represents an air change 
every 107 minutes. With 15 cfm per 
person, there is a change every 53 
With the 


sash and with normal traffic through 


minutes. industrial type 


two doors, infiltration alone could 
easily amount to more than one 
change per hour. 

The recommended procedure for 
estimating the amount of outside air 
to be admitted is to calculate both 
infiltration and ventilation and use 
the larger value. It should be kept in 
mind that commercial dampers such 
as might be installed in this job 
There- 
fore, if the outside air duct is gener- 
ously sized with the idea that the 
flow of outside air will be reduced 


allow considerable leakage. 


with the damper, it may be possible 
that leakage alone will be more than 
the minimum quantity used in the 
load calculation, especially if it is 
unreasonably small. 

There was no way to tell from the 
figures on the four load calculation 
sheets why the light wattages used 
varied from 1100 to 4500 watts. The 
lights were in place, and it was only 
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a matter of counting the tubes, multi- 
plying by the wattage of each and by 
an additional factor for heat gain 
from ballasts to obtain the correct 
figure. Ballast allowances usually run 
20 to 25. percent of the lamp watt- 
ages and should not be overlooked. 


Steam Lines Ignored 


Short form sheets do not usually 
itemize such heat sources as_ the 
steam and condensate lines such as 
those which run the full length of 
this particular factory office. Perhaps 
it was for this reason that none of 
the four calculations included this 
item. Nevertheless, the lines were 
there and contributed a substantial 
amount of heat. For example, a 2 in. 
pipe covered with 1 in. of 85 percent 
magnesia insulation and carrying 80 
psig, 324 lb of steam has a heat loss 
of about 0.31 Btuh per linear ft per 
deg F temperature difference _ be- 
tween the pipe and the air. Thus, 40 
ft of pipe X 0.31 X (324 — 80 F) 

3026 Btuh. Add to this the gain 
from the condensate pipe, and the 
total is substantial. Methods for cal- 
culating heat gains such as this for 
various insulations are given in the 


ASHAE Guide. 


In addition to overlooking the heat 





What Is 
‘Air Conditioning’? 


True air conditioning pro- 
vides comfort in all seasons 
of the year, according to 
the American Society of 
Heating and Air-Con- 
ditioning Engineers. The 
ASHAE defines air condi- 
tioning as follows: 

“Air conditioning is the 
process of treating air so 
as to control simultane- 
ously its temperature, 
humidity, cleanliness and 
distribution to meet the 
requirements of the condi- 
tioned space.’’ 











gain from the hot pipes, none of the 
estimators showed any item for mo- 
tor heat, although all forms included 
a blank space identified for this en- 
try. This item is small, but small 
items add up. If all were ignored, 
there would be no true total. The fan 
motor of a 5 hp packaged air condi- 
tioner might be 14 hp. Since it is 
usually located in the conditioned air 
stream, all its input becomes part of 
the cooling load. In this case it is 
close enough to multiply the horse- 
power by 2545 to obtain Btuh. Thus, 
the 14 hp motor will contribute 0.5 
xX 2545 1272 Btuh to the office 
cooling load. 

When all errors and omissions in 
the various cooling load calculations 
were accounted for, the engineer was 
able to show substantial agreement 
between them. The owner was then 
able to see which dealer-contractor 
had used the most care in making 
his analysis. Needless to say, the ex- 
perience pointed up the importance 
of this phase of a proposal in estab- 
lishing customer confidence. 


Choose Oversized Unit 


The actual cooling load in this case 
fell between the capacities of a 3 and 
a 5 ton unit. The final choice was a 
5 ton unit operating with reduced 
air flow. Thus, the unit would create 
fewer air changes and would tend to 
run longer with a higher percentage 
of latent heat capacity than would 
the unit with full air flow. All these 
consequences of reduced air flow 
were desirable for this job. 

The next question to be settled was 
whether or not an air cooled con- 
denser should be used. The office is 
in a factory building in an industrial 
part of the city. City regulations per- 
mitted connecting units’ up through 
5 tons to the water supply and sewer. 
Since the office and unit were on the 
third floor of a five story building, 
there appeared to be no good place 
for an air cooled condenser. The ad- 
ditional fact that the owner was told 
he would get somewhat less Btu per 
watt with the air cooled unit than 
with the water cooled unit clinched 
the decision in favor of water as the 
cooling medium. 
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The proposals for air distribution 
were studied by the engineer. Should 
the registers be in the side wall or 
should ceiling diffusers be used? A 
check of the arrangement using three 
side wall registers showed that the 
registers had been selected for very 
low velocities and that the air stream 
would drop into the occupied zone 
(from the floor to the 5 ft level) less 
than half way across the room. The 
drop is a function not only of the dis- 
tance from the register but also of the 
temperature difference between the 
conditioned air and the room. 

Studies of several other arrange- 
ments indicated that at least six reg- 
isters were required if side wall dis- 
tribution were to be used. These reg- 
isters selected to 


were throw air 


about three quarters of the room 
width before the air stream entered 
the occupied zone, They were also 
selected for velocities which would 
not cause objectionable noise for the 


intended service. 


Light Fixtures Pose Problem 


The fluorescent fixtures suspended 
below the 
drawback to the 


3 in, ceiling created a 


side wall register 
distribution. It was felt that locating 
the registers high in an attempt to 
throw the conditioned air over the 
lights would surely cause part of the 
air stream to deflect downward from 
the lights. The best solution seemed 
to be to locate the registers so their 
tops would be at the same elevation 
as the bottoms of the lights. This 
would permit a horizontal throw un- 
der the lights and possibly deflect a 
part of the stream upward and over 
the lights. 


Duct Insulation Stressed 


The side wall register arrangement 
required that the 
duct be 
space, in the 


conditioned air 
outside the conditioned 
manufacturing area. 
The engineer noted that only one 
proposal specified insulation, and 
this proposal indicated that a vapor 
barrier was not necessary. The engi- 
neer took exception to this, pointing 
out that the dew point of the duct 


surface would be about 60 F. Sur- 
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THIS SPECIAL SERIES 


- « - on subjects of interest to 
residential air conditioning 
dealer-contractors is based 
on the author’s wide experi- 
ence and on constant analy- 
sis of the field by American 
Artisan’s editors. 


IT ALL BEGAN 


. .. with a complete rundown 
on fundamentals in 20 arti- 
cles beginning in August, 
1952 American Artisan, de- 
scribing basic operations of 
air conditioning equipment. 





SPECIFIC PROBLEMS 


... treated in the next phase 
of the series covered mainte- 
nance, service, installation 
and management. 


NOW, 
PRACTICAL APPLICATIONS 


- « »« to solve common prob- 
lems which have been expe- 
rienced by the author and by 
dealer-contractors are cov- 
ered in the current selection 
of case histories, procedure 
outlines and specific ex- 
amples. 








rounding the duct would be air rang- 
ing up to outside design conditions 
of 95 F db, 78 F wb which has a dew 
point of 72 F. It would be possible, 
therefore, for vapor to permeate the 
glass fiber insulation and condense 
on the metal. This would eventually 
lower the insulating qualities of the 
insulation, which would show up as a 


loss in cooling capacity. Incidentally, 


no load calculation made any allow- 
ance for heat gain through the ducts. 
established the 
ments for proper side wall air distri- 


Having require- 
bution, the engineer then reviewed 
the proposal for distributing the air 
through ceiling diffusers fed by a 
duct down the center of the room. He 
found that 
quired, These were selected with con- 


four diffusers were re- 
sideration for noise level, length and 


pattern of throw and mounting 
height. In this case, it was possible 
to plan on a duct wide enough to ex- 
tend at least 6 in. beyond the edge 
of each diffuser to provide the “ceil- 
ing effect” which tends to keep the 
air stream high. Diffusers would be 
located to direct the air beneath the 
lights. 


Ceiling Diffusers Chosen 


A check with one of the dealer- 
that the addi- 
tional cost of ceiling diffusers versus 


contractors revealed 


side wall registers was about counter- 
balanced by the fact that the center 


duct would not 


require insulation 
since it would be within the condi- 
tioned space. This fact, coupled with 
a reasonable assurance that in this 
case, ceiling diffusers would provide 
draft-free than 
side registers, led the 
owner to choose the former. 


more distribution 


would wall 

The problem of returning air to 
the conditioner is sometimes more 
difficult to solve than is the problem 
of distributing conditioned air. In 
this particular case, because the unit 
was located on the outside of the east 
partition of the office, it was pos- 
sible to return air directly through 
a grille and short connection. This 
connection, like the outside air duct, 
was provided with a damper for pro- 
portioning the outside and return 
air. Flexible joints were included in 
all duct 
prevent 


connections to the unit to 
vibration carryover to the 
duct. 

Although this article is based on 
only one actual experience, it is not 
unusual. It serves to point up the 
need for more care in the prepara- 
tion of designs. Errors, omissions and 
poor judgment may not be apparent 
to an inexperienced customer or pros- 
pect if he considers only one propos- 
al. However, when he shops around 
and affords himself the opportunity 
to compare several propositions, in- 
consistencies stand out like the pro- 
verbial sore thumb, and he loses con- 
fidence in the entire industry. 








WHAT DOES IT COST TO OPERATE 
SUMMER AIR CONDITIONING? 





Here are some survey results showing 
the effects of the human factor on power 
consumption which supply some logical 
the often-heard 


answers to question 


about operating costs 


By Ralph A. Gonzalez* 
Director of Technical Services 
Airtemp Div., Chrysler Corp. 


EVER SINCE THE EARLY DAYS of residential air condition- 
ing, one of the most frequently asked questions has been, 
“What will it cost to operate?” Today however, because 
of the large number of residential installations that have 
been made, it is more pertinent to rephrase the question 
as, “What does it cost to operate residential air condition- 
ing?” 

The question is particularly important when asked by 
a prospective customer. When we have the attention of 
a prospect, we particularly want useful answers to the 
questions. Now that we have an important question before 
us, let’s take a look at the available facts. 


Many Cost Surveys Made 


Many field surveys and studies of actual operating 
costs have been made on existing installations. An ex- 
ample is a summary of the operating costs of thirteen 
3 hp installations gathered by the Truog and Nichols 
organization of Kansas City for the 1955 season. Their 
survey covered installations ranging from 2 to 8 hp. This 
summary, based on 3 hp units, shows the range and 
variation of results that were also recorded on the other 


sizes. 





Name KW used 


Temperature maintained normally (deg F) 





McCaughy . 1520 aa 76 
Boley . 1800 : 78 
Douglas . 2200 80 
Baldwin ...... 2280 72 
Woolf... 2400 ee a - 75 
eee 3000 . squdeesaceees 70 
Olson .... 3800 ‘ 
Heining ...... 3800 j 73 
Goldstein 4000 a 72 
Hodson ....... 4200 78 
Fitzgerald ..... 4600 81 
Shotwell ...... 5040...... 76 
Bcc acces Petes 0c0s ees 74 





This survey confirms the range of results secured in 
other cities by similar surveys. Evidently it is not possible 
to draw any clear conclusions on operating costs from 
such data. The wide variations of this and similar studies 
can be attributed to differences that can be grouped into 
the three following classifications. 


Three Factors Account for Variations 


1) There can be significant differences in the heat gain 
of various houses of the same floor area, due to variations 
in construction, insulation, amount of glass, orientation 
and shading. 

2) There can be differences in cooling capacities and 
corresponding power consumptions by different equip- 
ment and such differences as exist can be magnified by 
the installation methods and details. 

3) There can be considerable differences in the way 
different home owners operate their equipment. 

From a practical standpoint, the facts remain that there 
are wide variations in power usage for residential pur- 
poses. In addition, no explanation of these variations has 
been proved to the point of acceptability, Yet, this matter 
of operating costs is of very real importance to prospec- 
tive purchasers and to the mortgage underwriting people 
of the governmental agencies and private concerns. 


Ideal Conditions Required 


Were it possible to evaluate the extent of variation that 
is caused by the ways different home owners operate their 


* From an address presented at the second technical conference 
J , 4 we 
National Warm Air Heating and Air Conditioning Association. 
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TABLE 1 ——- SUMMARY OF DATA taken from three groups of test houses represents typical conditions 
in various geographical areas 





CASE 1 


CASE 2 


CASE 3 





DESCRIPTION 


CONSTRUCTION 


INSULATION 


COOLING EQUIPMENT 


ORIENTATION 


TYPE OF COOKING 
SERVICE 


TYPE OF HOT 
WATER HEATING 


YEAR OF 
TEST DATA 


12 houses in Haddonfield, 
N.J. 


1100 sq ft, slab on ground, 
single story 

Triple reflective in ceiling, 
single reflective in walls 


Air cooled condensing units, 
nominal 2 hp, rated at 
1.76 tons at current ASRE 
test conditions 


Tested houses face south- 
west 


Gas 


Gas 


1955 (second season of 
occupancy) 


12 houses in Dallas, Tex. 


Eight houses in Tulsa, Okla. 


1150 sq ft, slab on ground, ba. 200 sq ft, slab on ground, 


single story 


3 in. fill in ceiling, 2 in. 


batt in walls 


Water ‘cooled “condensing } 
units, nominal 2 hp, with 
cooling towers 


Tested houses ‘face south- 


west 


Gas 


Gas 


single story 


2 in. batt in ceiling, '/, in. 
sheathing in walls 








Air cooled condensing units, 
nominal 3 hp, rated at 2.76 
tons at current ASRE test con- 
ditions 





Tested houses face south, 
large glass areas on north 


1953 (second ‘season of 1955 (first season of occu- 


occupancy) 





pancy) 








equipment, we would be considerably closer to a practical 
evaluation of one of the most important facts of this prob- 
lem. We could get such data if we could attain ideal con- 
ditions. 

Suppose we had a row of houses, all built at the same 
time with the same floor plan, the same insulation, the 
same amount of glass, same orientation and the same 
cooking and hot water heating equipment. Then suppose 
that all of these houses are air conditioned with identical 
equipment of the same manufacture. Now, if several 
different families move into these houses and operate 
their air conditioning to suit themselves, we should be 
able to get an indication of the variation in power usage 
for summer air conditioning due to the way the people 
vary in their use of the equipment. As all the other 
variables have been reduced to a minimum, the variations 
attributable to occupants should certainly be the major 
factor in the differences between the power usage under 
these circumstances. 


Projects Provide Good Studies 


The construction of housing project communities of 
air conditioned houses has provided practically the ideal 
test conditions outlined in the preceding paragraph. It is 
necessary only to select groups of houses having the same 
floor plan, orientation and equipment to minimize the 
variables to the point where variations in power use must 
be attributed mainly to the ways different householders 
operate the equipment. 
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Three groups of houses on which data has been secured 
have a considerable geographic distribution. Information 
on these houses is summarized in Table 1 at the top of 
this page. 


Control House Provides Comparison 


In Case 1 of Table 1, data for houses without summer 
air conditioning in the Haddonfield, N.J. area was ob- 
tained from a “control house” in the same row as the 
tested houses. The accumulated data indicates that the 
control residence used the same average rate of electrical 
current for the summer months as was used during the 
“non-air conditioning” months of April, May, June and 
October. 

It is also interesting to note that there is a considerable 
variation in the amount of electrical energy consumed in 
the various homes during the non-air conditioning 
months. This variation is fairly constant. That is, each 
home appears to show an individual pattern with regard 
to the amount of energy used per month in the non-air 
conditioning months. 


Data from the groups of houses in Cases 2 and 3 of 


Table 1 also shows a wide variation in power consump- 
tion for air conditioning which can be attributed to the 


ways the individual home owners operated their equip- 
ment. 


Table 2 is a summary of the calculated kilowatt hours 
of operation of summer air conditioning equipment for 
the three groups of houses. 





Four Factors Stand Out 


The study clearly shows that wide variations in power 
consumption for air conditioning do occur even when all 
differences in heat gain and equipment performance are 
eliminated, or at least minimized. These investigations 
further indicate the following points: 

1) There are wide variations in power used for air 
conditioning just as there are variations in residential 
power used for other purposes in identical houses. The 
“low” consumers used less than half as much power for 
air conditioning as did the “high” consumers in identical 
houses. 

2) There is no definite relationship between the power 
used for air conditioning and for non-air conditioning 
purposes. In other words, the higher power consumers in 
the non-air conditioning months are not always the high 
users of power for air conditioning. 

3) Many home owners are continually adjusting opera- 
ting time manually on their own air conditioning equip- 
ment. There is no evidence that the usage variations are 
motivated by reasons of economy any more than by rea- 
sons of personal preference. In other words, if economy 
were the major consideration, the power consumed for air 
conditioning would probably bear a closer relationship 
to the power consumed for other purposes. 

4) The variations in power use due to the operating 
preferences of the home owners are currently of such 
magnitude that field testing for differences in equipment 
and construction effects cannot be expected to yield con- 
clusive answers. 


How Is Information Applied? 


But how does this information help us answer the ques- 
tion, “What does it cost to operate residential air condi- 
tioning?” 

For those who have a scientific and academic interest 
in the subject, the foregoing studies will demonstrate that 
residential operating costs are currently very much in- 
fluenced by the human factor. 

From the standpoint of answering the prospective pur- 
chaser’s question, we now can prove thatthere is no 
accurate dollars-and-cents answer. With this and other 
information we have, we can evaluate the question as a 
sales problem. Among the other important items of infor- 
mation that we already have on this subject, the following 
are particularly significant. 

(1) Owners of residential air conditioning practically 
never complain of operating costs. 

(2) Analytical owners frequently find their operating 
costs are offset by savings in other categories of expense. 


Owners Don’t Complain About Costs 


From a sales standpoint, we are more concerned with 
what motivates the prospect’s question than we are with 
the question itself. In the majority of cases, the prospec- 
tive purchaser is expressing a concern or a fear that, if 
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TABLE 2 — VARIATIONS in calculated Kwh consumption 
by summer air conditioning in three groups of houses during 
July, August and September cooling season can be largely 
attributed to human factor 





Variations (Percentage) 
Group Group Group 





Group Group Group 
I 2 3 


1 2 
(Haddonfield) (Dallas) (Tulsa) 





2755 4759 4320 ) 100 100 
2696 4704 4059 9 ‘ 94 
2553 4199 3681 2 85 
2357 3556 3680 R5 
1524 3316 3133 3 72 
1425 3182 2904 2 67 
1419 3045 2401 2 } 56 
1236 2885 2093 
694 2639 
643 2625 

2224 


1972 
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he does purchase the equipment, he will later find the op- 
erating costs so high that he will not be able to enjoy the 
benefits of his purchase. From the experiences of-many 


users, we have the unqualified assurance that operating 


costs are not a subject of complaint among owners of 
residential air conditioning. 

It is interesting to note that with all the wide variations 
in operating costs given in Table 2, none of the owners 
raised any issue with the installer or power companies 
over comparisons with neighbors’ costs. 


No New Answers 


So how should the situation be handled when the pros- 
pect asks about operating costs? The answer appears to 
be very much as it has been handled in the past. 

One of the many effective methods dealer-contractors 
have reported is mentioning the operating costs of in- 
stallations in the same area. More often than not, the 
prospect reasons that if a certain neighbor does not find 
the operation of air conditioning equipment a financial 
burden, there is no reason why he himself will find it so. 


Turn Discussion To Savings 


Another frequently-used approach is mentioning the 
cost of operation per hour. This figure can be quite ac- 
curately stated and is a good starting point for introduc- 
ing the thought that the savings realized as a result of 
having air conditioning in the home are frequently 
greater than the cost of operation. 

In many areas, it is possible to handle the question 
with a comparison to the heating costs. In all cases, 
answering the prospect’s question about operating costs 
can double as a springboard for introducing facts about 
the savings which can be attributed to ownership of cen- 
tral summer air conditioning. 

On the basis of the tests we have described, we can see 
that answering the prospect’s question about operating 
costs is a sales challenge and a sales problem. Properly 
handled, the question can be turned into an advance to- 
ward the sale of a summer air conditioning system. 
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RS TO THE EDITOR’ 


AIM ‘Audit’? Draws More 


Comments from the Industry 


Here are some additional remarks by 


industry leaders about the American Institute 


of Management’s criticism of the warm air 
heating industry and American Artisan’s 


April editorial 


EARLIER THIS YEAR, the American Institute of Manage- 
ment issued its second “audit” taking the warm air heat- 
ing industry to task for “failure to perform properly.” In 
its April editorial, American Artisan analyzed the report, 
contradicting some of the statements on which the in- 
stitute based its criticism, at the same time recognizing 
that shortcomings do exist in our industry as in all other 
industries, and that well-founded criticism is valuable. 
The issue, then, is not the criticism itself, but rather 
some of the premises on which the verdict was founded. 

Pro and con comments from many industry leaders 
have been received by American Artisan, and four pages 
of their letters were published in the June issue. Follow- 
ing are additional letters containing interesting com- 
ments on the subject: 


"Good Systems Can Be Sold" 


WE CERTAINLY CONCUR with the viewpoint you have 
taken, even though we all know that there can be con- 
siderable improvement within the various functions of 
our industry. We are not too disturbed by the AIM report 
as we feel it would be possible to make a similar report 
on almost any industry selected and the fact that our 
industry does recognize its problems and has been and 
still is taking steps to overcome our problems, is more 
than can be said of some other industries. 

In spite of the highly competitive conditions which 
exist in our industry, we still find that good heating and 
cooling can be sold and our complaints and field servic- 
ing have actually reduced as a result of better engineer- 
ing and merchandising. 

We again want to commend you for your editorial 
and for the forthright position which you have taken in 
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ating 


it 


the matter—G. W. Dences, Vice President, The Wil- 
liamson Co. 


"Fail to Obtain Fair Return" 


THE WRITER appreciates your editorial relative to the 
AIM audit. I do not agree, of course, with the AIM that 
the entire warm air heating industry has failed to per- 
form properly. Such an opinion, however, can readily be 
assumed if the “failure” was the result of an analysis 
of the industry’s profit and loss statements. There has 
been and is a failure on the part of every level from 
manufacturer to installer to obtain a fair return for 
the product or the service. That our industry has devoted 
more time to the technical side rather than the merchan- 
dising side is evident. All the technical information in 
the world becomes worthless unless it can be converted 
into a profitable sale—E. A. E1cHENBERGER, Vice Presi- 
dent, F. Meyer & Bro. Co. 


"We Need a ‘Blockbuster’ "’ 


THE ONLY COMMENT that I can make about the American 
Artisan editorial, “Let’s ‘Audit’ That ‘Industry Audit’ ”, 
is that the AIM audit is, on the whole, essentially accu- 
rate and what you have become indignant about is the 
degree of accuracy of certain details. Certainly the indus- 
try has made technological progress through the in- 
genuity of its manufacturing leaders and the Association. 
In fact, the ingenuity of the leading manufacturers con- 
stantly amazes me when you consider the small increase 
in price that they have gotten for their improved products 
—compared to other consumer products — in these 
recent inflationary years. And, of course, I take my hat 
off to the sincere, honest and capable craftsmen who, 
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by installing good systems, have advanced the cause of 
warm air heating. 

However, all of this doesn’t compensate for the in- 
adequate job that manufacturers, dealers and promotion- 
al people in general have done to create desire and de- 
mand for modern heating and cooling and to take the 
emphasis off price. Everything is relative, and you cannot 
gainsay the fact that half of the homes in this country 
do not have central heating and most of the homes with 
central heating have improperly functioning systems. 
Further, what has happened to the great central air con- 
ditioning business, the business that was to help the warm 
air heating dealers’ summer slump? Less than 2 percent 
of the nation’s homes enjoy the great benefits of central 
air conditioning. Contrast this poor selling performance 
with the public acceptance of automobiles, appliances, 
etc., the quick saturation many of these products receive, 
and the tremendous replacement business built up. 

As a person who has been in the promotional end of 
this business for 10 years, | can say these things subjec- 
tively because they indicate my own difficulties in cop- 
ing with the problem. At the same time, reports such as 
the AIM audit only seem to fire.me up for added effort. 
No, the AIM report does not make me indignant. I think 
we need a “blockbuster” every once in awhile to make 
us work harder. And quite frankly, based on the total 
consumer promotion and selling job, I think our defenses 
are down.—J. W. Ream, Vice President in Charge, Gen- 
eral Div., Klau-Van Pietersom-Dunlap, Inc., Advertising. 


"If Shoe Fits, Wear It’ 


AMERICAN ARTISAN is to be congratulated for helping 
to awaken our industry. 

I have read the recent AIM audit. My observations, 
and discussions with others in the industry, indicate that 
the audit is approximately accurate. Perhaps some exag- 
geration does appear as you point out, namely “failure 
of an entire industry to perform properly.” This is strong 
language. Perhaps we need it. 

In my opinion the AIM audit should be appreciated 
by all segments of the industry because it serves as a 
management check-list. As we say, “If the shoe fits, then 
wear it.” Surely, every manufacturer, wholesaler, and 
contractor-dealer knows that both self-appraisal and in- 
dustry-wide appraisal are needed today. 

Frankly, I feel that our industry should be very much 
disturbed by its modernization-replacement sales _per- 
formance. The sale of 50 percent of all furnaces for re- 
placements means we are selling only 500,000 units an- 
nually. By the way, my own survey indicates the sale of 
less than 50 percent. 

The potential annual replacement market is approxi- 
mately 1,000,000 units, because approximately 17 mil- 
lion central warm air furnaces are in use. So if our in- 
dustry should sell only 70 percent of the potential, we 
would install 700,000 units or 200,000 more than in 
any previous year. 


Let’s hope that we will sell a bigger percent this year 
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with the aid of such good tools as American Artisan’s 
modernization issue, American Artisan’s excellent check- 
lists, and National Warm Air’s Silver Shield program. 
Your “sparking” of thoughts on fundamental problems 
is good for all of us.—Rosert V. Main, Sales Manager, 
Manufacturer Div., Viking Air Products. 


"Your Points Well Taken’’ 


RELATIVE TO American Artisan’s editorial on the Ameri- 
can Institute of Management’s “industry audit of warm 
air heating,” | believe your points were well taken and 
it certainly has been the object of the air conditioning 
companies that have entered the furnace business to pro- 
mote and sell good air distribution systems, and especial- 
ly within the last two years in going after the existing 
home market. 

For your information, our residential heating and 
cooling business has swung from three years ago where 
about 65 percent of our equipment went into the new 
homes to about 45 percent in new homes last year and 
Burton T. Kenor, Asst. 
to the General Manager, Unitary Equipment Div., Carrier 
Corp. 


the balance in existing homes. 


"Great Confidence In the Future’ 


I READ WITH A great deal of interest the April American 
Artisan editorial, “Let’s ‘Audit’ That “Industry Audit.’’ 

While in principle I don’t agree with all the statements 
made in the American Institute of Management’s audit, 
I have to admit and I am sure others in our industry 
must also admit their statements generally were true. 

As one of the major spokesmen for the heating indus- 
try, | admire American Artisan’s statements and analysis 
as given in your editorial, but I think it is time that 
those of us who are in the heating business to stay (and 
certainly we at Airtemp have a definite objective in that 
direction) recognize our own deficiencies whether they be 
brought to our attention through an audit made by an 
independent concern or that we face facts as we know 
them to be. 

There are two segments in the heating business — new 
construction and replacement. For the past 10 years, 
the one ambition of the majority of manufacturers has 
been to see how cheaply they could build a product and 
how cheaply they could get it installed to capture the new 
construction market. You cannot have quality and price 
at the same time. 

Financial statements of the manufacturers in the heat- 
ing business if available — would reveal that in the 
majority of cases the heating business has continually 
been a “loss” item or a very minor profit item. Continued 
increases in the cost of material and labor have had to 
be absorbed by the major manufacturers, in order to 
compete with the back-alley operators who have progres- 
sively crept into this heating business. 

An AGA approval stamp or an Underwriters’ label 
in no way guarantee performance, quality or integrity; 
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they merely certify that the piece of equipment tested 
meets certain operation standards. 

An analysis of competitive furnaces built 10 years ago 
vs. competitive furnaces built today will show you very 
quickly that 
needed approvals 


while Btu ratings hold pretty much to 

quality for longevity has been de- 
preciated to where today it is questionable which gives 
out first, the heat exchanger or the jacket. 

In the new home market, the industry has allowed 
and in many cases encouraged their accounts even 
to the extent of direct sales to be chiseled down by 
builders. For what reason? It is a part of the home 
and regardless of what the price might be, the builder 
still gets it back from the customer. 

The unethical competitiveness of the heating business 
is now beginning to show its influence in the air condi- 
tioning business. 

Now I would like to ask you, as a spokesman for the 
industry, the same thing I am asked many times: What 
is there about our business today that sets up goals and 
opportunities to encourage investment in business at the 
sales-installation level? An analysis of the progress in the 
heating and air conditioning business over the past 10 
years will show a high percentage of increase in manu- 
facturers with no decrease or loss in the number of 
distributors, jobbers or installers. 

The air conditioning and the heating business could 
be one of the best businesses to face present economical 
conditions that you could ask to be in, if the manufac- 
turers will stiffen their backbones, instigate integrity 
and urge their dealers to be competitive, but profitable. 

Maybe a few more articles such as that written by the 
AIM may awaken management in our business to just 
where these bad practices have put us. 

I hope you will accept these remarks in the same spirit 
that they were written. We at Airtemp have great con- 
fidence in the future of the heating and air conditioning 


business, but we also recognize that this confidence. to 


be maintained, must carry with it a reasonable profit 
at all levels 


manufacturing, distribution, and installing. 
J. F. Knorr, Vice President in Charge of Sales, Air- 
temp Div., Chrysler Corp. 


"Glad To See Your Stand" 


I WANT TO WRITE to you about your editorial in the April 
issue of the American Artisan, entitled “Let’s ‘Audit’ 
That Industry ‘Audit.’” I am certainly glad to see that 
you have taken your stand, and [| think the article is very 
well done, pointing out some mistakes of AIM. There is 
enough skulduggery in the industry without somebody 
exaggerating those faults which we admit we have and 
will continue to have until the industry is geared up to 
“providing comfort in every room” . . . a certified instal- 
lation, properly policed. To do this requires profits at all 
levels of distribution not only to pay this cost but also to 
provide funds necessary for advertising and promotion 
R. H. L. 
Becker, Managing Director, Oil-Heat Institute of 
America. 


to win public confidence and acceptance — 
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"Won't Change Overnight’ 


[ AM INCLINED to feel that Dr. Reich of the AIM came 
closer to making a valid analysis this year than previous- 
ly. I am quite sure he was reflecting the feeling of many 
within our industry who were in position to express 
themselves to him. 

This situation has been in the development stage for 
a number of years and certainly is not unknown to 
many who have been connected with the industry over 
a long period of time. 

[ am more concerned with the answer than I am 
anything else, but have pretty much come to the con- 
clusion there is no distinct panacea at the moment. 

Our industry is no different than many others, even 
though the condition as it exists today has existed for a 
much longer period of time than some others. The auto- 
mobile industry in a good example. It started out with 
many and has now resolved itself into relatively few. 

Even with all the money that the industry has spent 
on merchandising, it still is the producer of one of the 
worst products, at high prices, that could possibly exist. 
Furthermore, it too has had a serious distribution prob- 
lem not recognized by, or perhaps even ignored by, the 
manufacturer — that is, the dealer at the local level. 
Even with the minor recession as it exists today, dealers 
are going broke daily because they must, in order to 
retain the franchise, work on an unprofitable margin. 

All and all, I think the AIM has done a service to 
the industry by not hesitating to call a spade a spade. 
Circumstances as they exist today will not change over- 
night, but the report certainly has given all phases of the 
industry something to think about.—T. I. Byrp, Presi- 
dent, The Lau Blower Co. 


Agree Wholeheartedly" 


PERSONALLY, I AGREE wholeheartedly with your com- 
ments, and must commend you for having gone on 
record in defense of the warm air heating industry, al- 
though the items mentioned in the audit are true. — I. E. 
SeitH, Sales Manager, Niagara Furnace Div., Forest City 
Foundries Co. 


"We Must Be Alert’ 


I HAVE READ your editorial on the “industry audit report” 
by AIM. 

Apparently the report was written for the consumption 
of the industry itself, and the people who gleefully accept 
such a report to justify their feeling sorry for themselves. 

Research, engineering and the proper use of available 
facilities, plus all available markets, can make our indus- 
try just as profitable from the manufacturer’s standpoint 
as any other. With the present competitive atmosphere 
running through our entire national economy, we cannot 
ignore the fact that we must be alert every minute. 

I had read the report before, but not in self-pity. This 
year seems to be the best year in our history coming up, 
both in volume and profit, having exceeded our estimates 
each month. — R. C. Jaye, President, Syncromatic Corp. 
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Metal Cupola Specialty 
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CUPOLA LOCATED at top of a ranch style home architecturally complements the building’s roof 
line. Choice in weather vane styles has proven an excellent sales aid 


SELECTION OF A sheet metal specialty item to help main- 
tain an even flow of work through the shop involves con- 
sideration of several points. The item must be moved at 
a profit, easy to fabricate, easy to stock and reasonably 
priced to supply a wide market and must have sales ap- 
peal within the local market area. Often, production of 
such a specialty is the result of requests from previous 
customers. This was the case with Moody Sheet Metal 
Co., Largo, Fla., which developed a profitable specialty 
business in small metal cupolas. 

According to John C. Moody, owner of the company 
which employs six sheet metal workers, his first cupola 
was made at the request of a customer who wanted some- 
thing different from the ridge ventilators being installed 
on most residences in the area. They decided a cupola de- 
signed to complement the architectural design of the dis- 
tinctive houses would be the answer. 


Weather Vane Adds Appeal 


After designing and fabricating the basic cupola, the 
firm added an ornamental weather vane at the top. This 
added touch has attracted considerable interest among 
home owners and others who plan to build homes. 

The line of cupolas meets all the requirements of a 
profitable specialty product. The cupola is largely made 
by hand from 26 ga zinc-bonded steel. Copper and stain- 
less steel cupolas are also available. The firm has found 
that the zinc coated steel is well suited to spraying with 
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enamel to match the colors of the houses upon which the 
cupolas are erected. Cupolas on new houses are usually 
painted by the general contractor or painting contractor. 
When the cupolas are erected on existing houses, the 
painting is done by the Moody company. 

The cupolas are 30 in. square, and about 43 in. high. 
The weather vane on top can be selected by the customer 
from a number of various types and sizes. About 25 types 
of ornaments are available for the top of the weather 
vane. The ornaments, designed in the shape of boats, 
dogs, horses, fish, colonial figures and others, are cast 
aluminum and can be set upon the weather vane rod. 


Bases Fit All Roofs 


The cupolas are available with bases to fit flat roofs, 
pitch roofs and the tops of hip roofs. To assure a water- 
tight junction between cupola and roof, base flashing is 
first installed around the hole cut in the roof. This base 
flashing extends 5 in. under the roofing material and 
rises 5 in. vertically. All corners are soldered. The cupola 
base fits down over this base flashing and is soldered to 
form a watertight connection between the flashing and 
the cupola. 

In the fabricating process, the cupola is divided into 
three major segments: top, center section and base sec- 
tion. The top section is about 18 in. high, the center sec- 
tion about 15 in., and the base section about 10 in. Be- 
cause of the varying dimensions of the sections, Mr. 


American Artisan, Juty 1958 





Production of sheet metal 
cupolas with decorative 
weather vanes not only 
smooths out shop work 
but also brings in enough 


profit to warrant a new 


building with a separate 


cupola assembly room 


SEPARATE ASSEMBLY AREA in one portion of the shop enables firm to as- 
sign available employees to work on any one of three cupola sections. Work can 
be started or stopped at any time, to utilize man-hours that might otherwise 


be wasted in the shop between jobs 


Moody does not believe internal bracing is necessary. 
Therefore, all parts are fabricated from sheet metal 
braked and formed to provide rigid support of the entire 
cupola. Each of the four sides contains four metal louvers 
which, when placed into retaining brackets at each corner 
of the cupola, not only provide protection against driving 
rain, but also permit the escape of heated air from the 
ventilated space. 

To provide a base for the weather vane rod, a 14 in. 
thick steel plate is placed near the top of the cupola. An 
ordinary 5g in. nut is welded into the center of the plate. 
The weather vane is screwed into the threaded rod. 

As an extra feature, the back end of the louver is 
turned upward 14 in. to prevent driving rain from enter- 
ing the space under the top section of the cupola. 

The louvers are fastened to the metal corner post with 
sheet metal screws which are soldered into place, as are 
the edges of the louvers. This keeps rain from the space 
between the corner post and the louver edge. Inside the 
cupola and behind the louvers 14 in. square insect and 
bird screen wire is installed. 

All joints between sections are soldered to form one 
homogeneous part. 


Specialty Work Builds Business 


The increased demand for this specialty item has been 
largely responsible for Moody Sheet Metal Co.’s reloca- 
tion from a side street to a well-traveled highway. The 
new building houses two offices, a large shop which is 
equipped with tools necessary for all types of sheet metal 
work, and an assembly room in which the cupolas can 
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be fabricated at varying rates to fill orders or to build 
inventories when other work falls off. 

The cupola business has been responsible for two re- 
cent church spire jobs that may not otherwise have come 
to the attention of Mr. Moody. Among the other types of 
work performed by this company are duct work for sum- 
mer air conditioning, heating and ventilating systems. 

Because most of the buildings in the Largo area are 
single story, this type of ornamental product has a special 
appeal. Mr. Moody has installed them not only on ranch 
style houses which predominate in the area but also on 
motels, restaurants and other small commercial buildings. 


Sidewalk Display Pulls Inquiries 


Advertising consists primarily of a sidewalk display. 
Each day an array of the cupolas is arranged on the 
sidewalk near the building where passersby will see them. 
An attractive folder describes ways in which the cupolas 
can be used to enhance the ornamental design of most 
buildings. When a prospect asks about a certain type of 
building, Mr. Moody or his assistant show him a number 
of photographs of actual installations which show how the 
basic cupola has been adopted to conform to the decor 
of a similar building. 

Keeping in mind that a profitable specialty item must 
be reasonably priced to supply a wide market, Mr. Moody 
has priced the 30 X 30 in. cupola at $85 installed. He 
says people who are interested in this method of ventilat- 
ing their homes seldom consider shopping for a lower 
priced ventilator once the ornamental features of the cu- 
pola have been explained to them. 
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On-site fabrication of 
standard and special fit- 
tings for air distribution 
systems cuts costs, saves 
time and permits advance 
scheduling on a job-a-day 


basis 


ALL AVAILABLE SPACE is utilized. Bins are above 8 ft hand brake, sheet 
racks are behind it. Shop designer R. C. Willoughby points out location of 


space saving devices 


To REDUCE on-the-job costs and speed up erection time 
so schedules and commitments may be maintained, Wil- 
loughby Sheet Metal Co., Indianapolis, devised a mobile 
shop which has exceeded the original expectations. With 
the traveling shop one residential central heating system 
can be completely installed every day during the busy 
season. 

A four-man crew now completes an installation in 
about eight hours. On this basis, R. C. Willoughby, owner 
of the company, can schedule his work closely, with rea- 
sonable assurance he will have no difficulty in keeping 
his commitments with customers. 

When a four-man crew is sent with the mobile shop, 
the work is usually divided in this manner: One man 
working in the shop lays out and fabricates the duct 
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sections and fittings. A second man takes these fittings 
to the basement or some other convenient location on 
the job site and assembles them. The other two men hang 
the duct system and make the openings for the registers, 
boots, etc. 

The shop currently being used is the second made by 
the Willoughby company. It is 22 ft long, 7 ft wide and 
78 in. high inside. It weighs 8700 lb and is drawn by 
a 34, ton truck. The sides of the shop are 22 ga galvanized 
iron. Channels are 14 ga sheet steel. 


Shop Mounted on Dump Truck Frame 


The shop is set on an I beam frame which rests on 
a dump truck body. Extra springs were installed to sup- 
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port the added weight of the shop. To support the weight 
of the truck, heavy duty, 8 ply tires with 60 lb air pres- 
sure are used. 

The shop has two sliding-door entrances, one on the 
right side near the front and the other at the rear. The 
side door is generally used for entering and leaving the 
truck and removing small fittings and sections of duct; 
large duct sections and odd shaped fittings are carried 
out through the rear door. 

The shop contains an 8 ft hand brake, a lockformer, 
a cleat bender and all the hand tools normally needed in 
a sheet metal shop. The cleat bender is mounted on a 
swing support, which can be swung out in the aisle for 
use and swung back under the bench when not needed. 
Shearing is done with a portable electric hand shear. 


Tap Available Power Sources 


Electricity for operating the lockformer, electric drill 
and other electrical tools and for illumination is tapped 
from nearby electrical sources with a 300 ft coil of no. 14 


rubber-covered wire. This wire is connected at temporary 


electric meters usually provided by the general contractor 
for service to new buildings. When this source of power 
is not available, it is necessary to make arrangements 
to tap into electrical power supply lines to other buildings 
in the area. The truck is lighted with fluorescent lights 
over the 10 ft bench and the 8 ft brake. Other lights and 
outlets are spotted inside the mobile shop as needed. 

Another 300 ft coil of intercommunication wire con- 
nects a speaker and microphone set in the shop to a 
similar set in the basement or elsewhere in the building. 
When a workman in the basement requires a certain 
section of duct or fitting he “broadcasts” the dimensions 
and other needs to the man working in the shop without 
leaving his work. 

The mobile shop fabricates duct sections up to 36 by 18 
in., which includes most of the odd-shaped fittings pre- 
viously turned out in the main shop. These fittings 
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TEN FOOT BENCH gives shopman 
Thomas Sowell plenty of space to as- 
semble duct sections. Note power lock- 
former in left foreground 


previously had to be picked up by one of the installers 
or sent out in a truck. Either way, someone had to leave 
his work to transport the fittings to the job site. The 
mobile shop now makes it possible to start and complete 
the job on the spot. 


Troubles Remedied Quickly 


As Mr. Willoughby says, “Often after a duct layout 
has been completed, the sections made at the shop and 
delivered to the job, we discover a pipe or an electrical 
outlet or something else in the exact spot we planned to 
run a duct. This problem is easily overcome by the mo- 
bile shop crew, who can quickly fabricate an offset fitting 
to take it around the obstruction.” 

The traveling shop is stocked with about a ton of sheet 
iron, and about 1000 ft of nested 6 and 7 in. round ducts. 
The flat sheets are stored vertically behind the hand brake. 
The nested round ducts are stored in a space under the 
shop. Extra fittings, boots, etc. are stacked on wall shelves 
opposite the 10 ft work bench. Chicken screen wire pre- 
vents them from rolling out of their bins when the mobile 
shop is in motion. Also located under the shop are 
lockers for cement and sand to be used for furnace bases. 

The four-year-old shop is taken annually to an auto- 
mobile repair shop for a complete overhauling and paint 
job. In four years, only one major repair—a broken hitch 
rack—has been necessary. Most of the scratches on the 
mobile shop are made by trees. This is one reason it is 
necessary to repaint the shop once a year. 

A centrifugal type blower in the front shop wall pro- 
vides ventilation during the summer. 

The mobile shop is not restricted to residential applica- 
tions. Mr. Willoughby has used it several times when his 
firm provided ventilation systems and duct work for cen- 
tral summer air conditioning systems for commercial 
buildings. The firm does considerable sheet metal work 
for engineering firms which sell large cooling equipment 
but do not complete the installations. 





Stainless Steel Plays Leading 
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ULTIMATE IN UTILITY and attractiveness are achieved with 
stainless steel in cafeteria kitchen 


The owners insisted on a combina- 
tion of beauty and utility, and they 
got it, with stainless steel applied 


wherever possible on exteriors and 


interiors 


FLUTED PANELS FORM ELEVATOR SHAFT walls; LOBBY INTERIOR walls and columns are sheathed with 
smooth-surface stainless steel doors were selected for the 


fluted stainless steel sheets to provide attractive welcome for 
elevators employees and guests 
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... AND OUT 


AMERICAN Hardware 


Insurance Co. 


WHEN THE 
Mutual decided to 
build a new home office building in 
Minneapolis, its officers insisted on 
a modern appearance which would 
be maintained permanently. To 
achieve this objective, stainless steel 
was utilized wherever possible. 
Crown Iron Works Co., Minneapolis, 
was called in as advisor. 


Two Main Elements 


The building has two main ele- 
ments: 1) a four story office unit, 
topped with a penthouse, and 2) a 
low wing comprising dining facilities 
and an auditorium with a garage 
beneath. Over 100,000 Ib of stainless 
steel alone went into the supports 
for the glass panels used primarily 
as wall surfaces. 

The penthouse has a stainless steel 
skin enclosing a meeting room for 
the board of directors, a lounge for 
informal meetings and housing for 
the elevators and air conditioning 
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CURTAIN WALL PANELS sheath both lower and upper portions of pent- 
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house which contains a meeting room, lounge and machinery rooms 


machinery. The elevator shafts are 
surrounded by fluted stainless steel 
panels with matching stainless steel 
doors and moulding. 


Lobby Walls Are Stainless 


In the lobby, fluted stainless steel 
panels are used for all interior walls 
and as covering for supporting col- 
umns. The stainless steel sheets were 
brake formed in the Crown Iron 
Works sheet metal shop. 


The cafeteria, with a seating ca- 
pacity of 135, has stainless steel 
counters and food dispensers. The 
kitchen is completely furnished with 
stainless steel equipment. 

Guard panels on interior stairway 
railings are stainless steel mesh. All 
rail fittings and fastenings are also 
of stainless steel. 

Exterior applications of stainless 
steel include the front entrance cano- 
py ceiling, facings on the supporting 
columns for the canopy, and rails 
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WINDOW RETAINERS, trim and 
cafeteria roof deck hand rails, all 
stainless steel, complete the ex- 


RAILS AND WIRE MESH screen 
combine safety with decorativeness 
to staircases 


CANOPY CEILING, vertical support 
coverings and hand rails employ stain- 
less steel at main entrances to four 


story building 


terior decor 


‘Recommended practices were followed to the letter in handling 


the materials to be sure that all equipment fabricated at the shop was 


installed in the same condition as when it left the shop”’ 


surrounding the roof terrace for em- 
ployees’ lunches. 


Stress Care in Handling 


Every precaution was exercised to 
avoid damage to the stainless steel 
during both fabrication and installa- 
tion. Recommended practices were 
followed to the letter in handling the 
materials to be sure that all equip- 
ment fabricated at the shop was in- 
stalled in the same condition as when 
it left the shop. 

Precautions against scratches, dents 
and other marks on the polished 
surfaces involved checking dies at 
the brakes, shears and other me- 
chanical tools for forming joints, 
bends, etc. Adhesive tape was used 
successfully on dies where the bends 
were not severe. This type of pro- 
tection prevents direct contact be- 
tween the polished sheet surface and 
the hardened steel dies. Waxed paper, 
oiled paper and cellophane, which 
sefve as “lubricants” between dies 
and sheet, have also been used ex- 
tensively and very successfully to 
eliminate die scratches. Commercial 
spray coatings, brush-applied latex 
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base or plastic base compounds are 
also very helpful. These products 
have also proven successful in pre- 
venting marking of the finished sur- 
face. All products were wrapped in 
shipping paper before being trans- 
ported from the fabricating plant to 
the point of erection. 


Weld Areas Neutralized 


All acids were removed from 
soldered or welded areas by washing 
the entire component with a 5 to 10 
percent concentration of baking soda 
solution and a soft rag. Small parts 
were completely immersed in the 
solution if possible. (This neutraliz- 
ing action should never be over- 
looked and should be performed im- 
mediately after the joint has been 
made.) 

To protect the metal from plaster, 
cement, concrete, ashes, rust from 
adjacent steel work, as well as de- 
posits which may accumulate on the 
installed stainless steel parts from 
work done by other crafts, the stain- 
less steel is coated with commercially 
available plastics or covered with ad- 
hesive paper, which will protect the 


sheets for a long time—up to a year, 
if necessary. 

When the building was completed, 
Crown Iron Works showed the main- 
tenance staff the procedures involved 
in taking care of the stainless steel 
work. This includes periodic clean- 
ing, its frequency depending on the 
amount of service and other condi- 
tions. Where weekly cleanings are 
indicated, ordinary soap and water 
is used for hand rails, door frames, 
etc. that are often touched by office 
personnel. When soap and water is 
used, thorough rinsing and drying is 
necessary to avoid streaking. The 
building maintenance staff was 
warned never to use steel wool or 
steel brushes on stainless steel unless 
absolutely necessary; in which case, 
wool or brushes must be stainless 
steel. They were also advised to clean 
fabricated products with a number 
of corners and crevices — such as 
the kitchen and cafeteria fixtures — 
after each use. 

The editors acknowledge the co- 
operation of T. I. Adams, Republic 
Steel Corp., in obtaining the illustra- 
tions and information used in this 
article. 
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NO STRANGER to American Artisan readers 
and the heating-cooling field, Guy Voorhees 
is one of the industry's outstanding authori- 
ties. For many years, he has been associated 
with NWAHACA, assisting in the preparation 
and presentation of educational programs, 
technical manuals and government and in- 
dustry reports. Mr. Voorhees long has been 
in a position to keep abreast of latest devel- 
opments, and his reports in this continuing 
series in American Artisan reflect these up- 
to-the-minute ideas. 


Practical Perimeter Heating Jobs 


Call for Correct Diffuser Placement 


Whether or not branch 
ducts and diffusers can be 


blanket all 


cold exposed 


installed to 
surfaces, 
they must be properly lo- 
cated and sized to handle 


their specific assignments 


LAST MONTH’S “CLASSROOM” article emphasized that in a 
room with two exposed walls and one or more window or 
door openings in each wall, one or more diffusers must be 
located along each exposed wall to provide complete 
perimeter heat distribution. This is one of the features a 
dealer-contractor ordinarily should provide when he tells 
a customer he’s installing a true perimeter system in his 
home. 

Sometimes, however, especially in a modernization job 
such as we are considering in this series, we find a room 
in which blanketing each exposed wall with a rising cur- 
rent of heated air from a diffuser is quite impractical. 
This condition is found in the kitchen (room 3) of our 
problem house (Fig. 1). Personal discussions with heat- 
ing dealer-contractors in many parts of the country in- 
dicate that most of them would compromise by specifying 
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for this room a single floor, baseboard or low wall diffuser 
on the side where space is available. The reason most 
commonly given is that a kitchen such as this is much less 
critical, from the comfort standpoint, than is a living 
room where occupants are seated at rest. In the kitchen, 
the housewife is more or less active and much less con- 
scious of air temperature than when she is sitting quietly 
in the living room reading, talking or watching television. 


Duct Has Side Takeoff, Two Elbows 


Assume the branch duct supplying the kitchen diffuser 
in Fig. 1 has a side takeoff from the extended plenum, 
two 45 deg angles to carry the duct up into the joist space 
and an end boot at the diffuser. The duct itself is between 
5 and 10 ft long. Since an end boot, according to the 
capacity tables in NWAHACA Manual 4, is counted as an 
elbow and since the two angles are equivalent to one el- 
bow, we have a 10 ft branch duct with a) side takeoff, b) 
floor diffuser, c) two elbows. 

Table 1 shows the capacity of such a branch is 10,740 
Btuh. The calculated heat loss of this room (see March, 
1958 American Artisan, page 109) is 9090 Btuh so this 
branch has ample capacity. 

The Btuh values in Table 1 include those published in 
NWAHACA Manual 4, as well as the higher Btuh values* 
which were purposely omitted from the manual table to 


*The higher values in Table 1 are based on an extensive series of tests 
at the University of Minnesota under the personal supervision of Prof. A. 
B. Algren, bead of the division of heating and air conditioning. 


63 











help insure better perimeter system 
CJC) design by discouraging the use of 
only one diffuser in a room having a 
relatively high heat loss. (A number 
of very competent heating men have 











3 
9,090 Btu 





expressed the opinion that no values 
higher than 7000 Btuh should be 
shown in the manual’s capacity 
tables.) But we must face the fact 


























that, in actual heating system design, 


_—s 


we occasionally find rooms, such as 








the kitchen of our problem house, in 
which a diffuser cannot be installed 
at each exposed wall and the only 
practical alternative is to “oversize” 
a single supply duct to the room. In 
this case, the designer of the system 
should check with the manufacturer 
of the diffuser which is to be used 
Note: Btuh heat losses shown to see if it will properly handle the 
for each room are for 75 deg 
temperature difference 

1 PERIMETER SYSTEM BRANCHES in problem house have side takeoffs 
to diffusers 1-C, 3, 4-A and 5-A from extended plenum with two 45 deg angles 


to carry branch duct up into joist space. All other branches have top takeoffs ee. a . 
from extended plenum. Note that blanketing all exposed walls in kitchen (room 1) which has a calculated heat 


(room 3) would be impractical, and that exposed walls of living room (room loss (March, 1958 American Artisan, 
1) could be expected to have variable heat losses to be made up by branches page 109) of approximately 15,390 


! 
1,392 Btuh 


}+}---------- 














air volume (cfm) shown in the table. 











Since the dining room (room 2) 
presents no problem of diffuser loca- 


tion, let’s consider the living room 


Btuh. When a room is to have more 
TABLE 1—CAPACITIES OF 6 IN. BRANCHES from extended plenum trunk duct than one diffuser it has been com- 


(for side wall and floor diffusers only) supplement published data which does not monly assumed that the approximate 
show the greater Bruh and cfm capacities of the shorter 6 in. branches. quantity of heat to be supplied by 





each is equal to the total heat loss 
TOP TAKEOFF from extended plenum of the room divided by the number 
Actual Length from Extended Plenum to Diffuser of diffusers. On that basis, if three 


— diffusers are to be placed in the liv- 
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ts ——— ing room, each should deliver about 
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8810 8180 7580 7010 6000 $150 4750 4700 4070 3780 outlets. This method — first applied 
ae ee 88 6 68408382 to duct system design in non-residen- 
tial heating, especially in stores, fac- 
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tories and simi lications where 
7980 7380 6840 6340 5430 4650 4290 3970 3660 3400 d similar applicati 
85 7 


88 86 84 83 81 79 78 76 76 


there were substantial differences in 
the heat losses of various parts of a 


SIDE TAKEOFF from extended plenum large room. The results proved so 


satisfactory that some _ engineers 
11940 11000 10120 9330 8600 7930 7310 6740 6230 5800 y 8 


0 
140 135 131 127 123 120 117 114 111 109 regularly apply the same method to 
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rates of heat loss are quite different 
9930 9180 8510 7890 7300 6740 6230 5750 5310 4960 : . , 
118 115 113 110 108 105 103 = 101 99 97 in various parts of the room. It is 
9210 8540 7900 7300 6780 6270 5800 5360 4960 4610 especially helpful in locating and 
111 108 106 104 102 100 98 9 94 93 tigi : ‘tens 

sizing diffusers and ducts in modern 
8580 7970 7370 6820 6330 5850 3410 3000 4620 4300 — 
104 «6102, 100s «98 9H—«S——s9}_——s MLSs 88S houses with irregularly shaped rooms 
8080 7490 6940 6440 5960 5490 5080 4690 4320 4020 and large variations in types and 
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areas of glass surfaces in the several 
exposed walls. 
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2 EXPOSED WALLS of living room 
in problem house are broken down into 
three sections to account for variables 
which must be considered in specifying 
sizes of individual branches and diffusers 
in perimeter system 











For a residence with a perimeter heating system 
(which implies a warmed floor) the only heat losses are 
by a) transmission through the ceiling, 6) transmission 


through net exposed wall, c) transmission through win- 
dow and outside door areas and d) infiltration through 
crack around the windows and doors. In applying this 


design method to a residence, the ceiling loss is custom- 
arily ignored. The first step is to divide the exposed wall 
into sections. In this problem the wall sections A, B and 
C are shown in Fig. 2. Transmission and infiltration 
losses are figured separately for each section, full infiltra- 
tion usually being figured for each window and outside 
door. For our problem room these losses are as follows: 





Total, all 


Section sections 





Net exposed wall trans- 
mission, Bruh 7 : 4122 


Window and door trans- 
mission, Bruh 


Window and door infil- 
tration, Bruh 


Totals, Bruh 





Percent of total wall, win- 
dow and door transmission 
and infiltration . 38 21 





The total heat loss of the sections is 14,860 Btuh, 41 
percent of which is the loss of section A, 38 percent for 
section B and 21 percent for section C. The above total 
is not the same as the calculated heat loss of the room 
(15,392 Btuh) as given on page 109 of the March Amer- 
ican Artisan, for two reasons which apply to all rooms in 
which this section-by-section method is used for duct 
sizing: 1) the section-by-section method does not include 
ceiling heat loss; 2) it assumes that maximum infiltration 
occurs at each window and outside door whereas the heat 
loss of the room as a whole takes into account only the 
window and door crack through which the greatest in- 
filtration will occur with any specific wind direction. It so 
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happens that, for the particular room we're considering, 
the difference between the accurately calculated heat loss 
of the room as given in the March American Artisan and 
the section-by-section total is only about 10 percent; for 
rooms in some houses the difference may be very much 
greater. Regardless of the difference, however, the per- 
cent distribution of the heat losses through walls, win- 
dows and doors may be used effectively as a basis for 
planning the distribution of warm air to the room. 


Diffuser Makes Up Heat Loss from Its Section 


Since section A of our problem room has a total loss 
through walls, window and door which is 41 percent of 
the total of all three sections, its diffuser (1-A) should 
deliver approximately 41 percent (6311 Btuh) of the 
15,392 Btuh heat loss of the room. Diffuser 1-B should 
deliver about 38 percent (5849 Btuh) of the total and 
diffuser 1-C should deliver about 21 percent or 3232 
Btuh. These values are tabulated in line 2 of columns 1, 
2 and 3 of Table 2. 


Round Off Figures 


Manual 4 capacity tables list the lengths of the branch 
ducts in increments of 5 ft, so the lengths in line 4 of the 
accompanying table are listed in the same way; lengths 
ranging from 11 to 15 ft are listed as 15 ft and lengths 
of 6 to 10 ft are called 10 ft. Since runs 1-A and 1-B have 
top takeoffs from the extended plenum trunk, line 5 of the 
table shows no elbows in these runs. Branch 1-C has a 
side takeoff from the trunk with two 45 deg angles to 
carry the branch duct up into the joist space. Then, be- 
cause it has an end-type boot at the diffuser which counts 
as an extra elbow according to Manual 4, line 5 of the 
table shows two elbows for this branch. The minimum size 
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of round branch duct and its Btuh capacity are given for 
each branch in lines 6 and 7. 


Common Sense Determines Size of Branch 


Lines 8 and 9 show that a 5 in. branch for diffuser 1-A 
has a rated capacity 511 Btuh less than the 6311 Btuh 
requirement shown in line 2. But if we were to substitute 
the next size larger branch (6 in.), its rated capacity of 
9856 Btuh (Table 1) would exceed the requirement by 
3549 Btuh, which is 56 percent greater than this diffuser 
needs to supply. The 5 in. branch with its shortage of 511 
Btuh is only 8 percent less than the theoretical require- 
ment and common sense tells us that if we are to size the 
ducts as accurately as possible, it would be more reason- 
able to install a 5 in. branch with its 8 percent shortage. 

For diffuser 1-B, lines 8 and 9 of Table 2 show that a 
5 in. branch duct has a rated capacity only 49 Btuh less 
than desired—a shortage of less than 1 percent. Column 3 
of the table shows (lines 8 and 9) that a 4 in. branch to 
diffuser 1-C has a rated capacity of 1168 or 36 percent 
greater than the desired 3232 Btuh delivery. 


Damper Adjustment Balances Deliveries 


Line 7, col. 4 shows that the combined capacity of the 
three branches listed in line 6 is 16,000 Btuh. Comparing 
this with the calculated heat loss of 15,392, we see that 
these three branches have a total rated capacity of 608 
Btuh (4 percent) more than the calculated requirement of 
the room. Whenever deliveries from diffusers are not quite 


TABLE 2—TABULATION OF DATA from heat loss estimates 
and branch duct capacity calculations provides comparisons 
needed for accurate specifications 





a 


Diffuser n¢ 
Required Btuh 
Type of takeoff 


Length of branch, ft 


No. of elbows 


| 


Size of round branch, " 


oO 0D oO N oO UW &) oe wD 


Btuh capacity s800* $800* 4400** 16000 
Over or short short 


Amount over or short, Btuh S11 


2 


Percent over or short 





*From NWAHACA Manual 4 
**From American Artisan, June, 1958 





satisfactory we expect, of course, to balance the job by 
damper adjustment. 

If the minimum size round branch is selected for each 
first story diffuser from capacity tables in NWAHACA 
Manual 4, the accompanying table and one in the June 
American Artisan, it will be found that 4 in. branch ducts 
are adequate for runs 1-C, 4-A, 4-B, 5-A, 5-B and 6. Five 
in. branch ducts will meet the requirements for runs 1-A, 
1-B and 2. A 6 in. branch is required for run 3. 


When Is Heating System ‘Ready for Cooling’? 


A SUGGESTED policy as to what char- 


acteristics of a warm air heating 
system should be considered essential 
in order to identify that system as 
“ready for the addition of cooling” 


Utility Services—Electrical service 
will normally be 115-230-v, single 
phase and sufficient in capacity to 


include cooling. Condensate drain 


When heat exchangers are in series 
during cooling and evaporator is out 
of air stream during heating, a) 


space must be available for cooling 


has been issued by the National 
Warm Air Heating and Air Condi- 
tioning Association and submitted to 
FHA for adoption as a standard for 
loan guarantees. Following is a con- 
densation of the proposal. 

Structure and Air Distribution 
System Room-by-room heat gain, 
and supply and return air distribu- 
tion system design and installation 
for heating and cooling shall be 
in accord with appropriate 
NWAHACA manuals, the ASHAE 
Guide or ARI standards. Ducts lo- 
cated outside the conditioned space 
shall be suitably insulated, vapor- 
proof or enclosed within sealed vapor 
barrier as specified in FHA bulletin 


ME-13-A. 
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shall be located at the probable loca- 
tion of the unit. 
Equipment and _ Accessories 

When contemplated equipment has 
winter and summer heat exchangers 
located in series, a) furnace shall be 
certified suitable for use with pres- 
sures and volumes for year ‘round 
operation when cooling coil is in- 
stalled; b) 


of developing sufficient total pressure 


blower shall be capable 


and volume; c) provision shall be 
made for later installation of proper- 
ly sized evaporator. When heat ex- 
changers are in parallel, a) sufficient 
space shall be available for later in- 
stallation of summer air conditioning 
unit and bypass dampers; 6) return 
and supply duct system must be 
adaptable to installation of cooling 
unit without extensive alteration. 


unit, connecting ducts and dampers; 
b) supply duct system shall be in- 
stalled so summer air conditioning 
unit can be attached without exten- 
sive alterations of existing ducts. The 
initial heating installation may in- 
corporate only a heating thermostat, 
but installing either a heating-cooling 
thermostat or a thermostat readily 
convertible to year ‘round operation 
is desirable. Control wiring incorpo- 
rating a minimum of five conductors 
shall connect the furnace and the 
thermostat. 

The policy was prepared at the 
request of FHA by a special com- 
mittee of the association with FHA 
representation and approved by the 
NWAHACA board of trustees. Cop- 
ies of the proposal in full were dis- 
tributed by the association. 
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: If you’re looking for big, new profit opportunities without 
add to 4 Our Pr of! AY eee installation and service headaches, Sanbrel ADD-ON 


7 waterless cooling is made to order for you. 
add fo your prestige ... With the complete Janitrol ADD-ON Cooling line, you 
Tika) can adapt most any forced air furnace for really efficient central 
cooling . . . cash in on the booming market for summer comfort. 
ADD-ON COOLING components are system-engineered 
for easy installation with quiet, powerful performance that 
makes one job sell another. Evaporator coil fits in supply 
outlet duct in either upflow or downflow systems. The 
\ beautiful Janitrol PRIDE O’ YARD Compressor-condenser 
unit—styled by a leading designer—is specially engineered 
usliby ermsiiiianeniaad tia for cooling with outside temperatures to 125° F. And 
quality engineered and built waterless operation eliminates plumbing, sewage and water 
supply problems—lets you install cooling for less, and 
appeal to more prospects. 

Janitrol evaporator coil and PRIDE O’ YARD units are 
available in sizes to handle the heat gain on most any 
residential cooling job. Get the good word on Janitrol waterless 
ADD-ON Cooling from your Janitrol representative, or mail 
the coupon to us right away. Sell and grow with Janitrol! 
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Exclusive JANITROL 
PRIDE O’ YARD Compres- 
sor-condenser Unit 


adds distinctive beauty to any yard 

completely outmodes all other units of 

its type. Exclusive louvered design al- 

lows air circulation from all sides while 

shading condenser from sun at all times 

. . . boosts cooling efficiency and results 

in lower current drain. Air exhausts out 
Exclusive JANITROL Evaporator top, instead of sides . . . no damage to 
Coll design allows installation in either hori- Nearby growing things from exhaust 
zontal or vertical position. Features fast drain-off per 3 py pcan ageless gy mn 
of condensate to minimize re-evaporation into ‘a 


; . - ; page children and pets. Compressor-motor is 
circulating air during compressor off” cycle. No hermetically sealed for years of trouble- 
floor space needed, no noise or vibration because free performance — warranted in writing 


there are no moving parts inside the house! for five years! 


install Janitro! Add-on cooling in homes with or SRA-7... 22,000 btu A-403... 45,000 btu 


CAPACITIES SRA-9... 35,000 btu SRA-1]1. . 58,500 btu 
without a basement... provide full central cooling A-401.... 45,000 btu A-603*... 76,000 btu 
with big savings by using existing ducts! ‘me pews toe nk a 


To adapt a low-boy When warm air ducts In adapting a high- Here, the cooling If space permits, the In this installation, a For a Janitrol down- An auxiliary blower 
furnace for summer are placed in crawl boy furnace (up- coil adapts a hori- cooling coil can be horizontal. furnace flow furnace, used is available for in- 
cooling, the cooling space, the cooling flow) for summer zontal furnace in the used with a high-boy and the cooling coil with perimeter heat- stallation where ex- 
coil section is in- coil supplies efficient cooling, the cooling garage for summer furnace, as shown in the attic are the ing, simply raise the isting blower capac- 
stalled in supply air cooling. coil section can be cooling. here. key to summer cool- furnace and install ity 1s inadequate 
duct. mounted in the sup- ing. the cooling coil be- Here is a cooling coil 

ply air duct as shown. neath it. plus auxiliary blower 
in attic. 


























JANITROL HEATING AND AIR CONDITIONING DIVISION 
Surface Combustion Corporation, Columbus 16, Ohio 
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Idea Exchange 


for 


Dealers, Contractors 


Parts ‘Flow’ from Sheet to Site in Planned Shop 


INCREASING EMPHASIS on safety and 
eficiency in sheet metal shops has 
directed considerable attention to 
working space and interrelation of 
equipment functions. 

The diagram on this page is a floor 
plan of the new shop of the Combus 


Arlington. Va. The 


equipment was laid out to maintain 


lioneer Corp., 
a free flow of work from each piece 
of equipment through each stage of 
the fabrication of duct work for air 
conditioning systems. 

At the lower right in the diagram 
is the 10 ft doorway through which 
raw materials are brought into the 
shop and finished duct work is loaded 
on trucks bound for the job site. The 
sheets are stored in vertical racks 
(upper right). 

When a shop order for duct work 
is received, sheets are taken from the 
rack, cut to size at the shear and 
moved to one of the two 12 ft layout 
benches along the wall (top of dia 
gram). Patterns for various fittings 
are stored near the layout bench 
(upper left). 

After the layout fitting has been 
completed, the sheet is run through 
the lock forming machine to the left 
of the layout benches. From the lock 
forming machine, the piece is moved 


to the 10 ft brake. 


Pieces Go to Assembly Benches 


After the 


shaped at the brake, the pieces are 


sections have been 


moved to one of the 10 ft assembly 


henches where they are knocked to 
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Assembly 
bench 











“i | 


Storage 
cA (a 





SMOOTH FLOW OF WORK through each phase of duct fabrication is 
result of carefully planned layout of equipment in new shop 


gether. From the assembly benches. 
the various duct sections are weighed 
at the scale and placed in the storage 
area (bottom of diagram). 

As parts are needed for the job, 
they are removed from the storage 
area and loaded on trucks through 
the nearby doorway. 


As the parts for the duct sections 





Tell Others About Your 


Successful Ideas 


by writing to: 
Editor, American Artisan, 
6 N. Michigan Ave., 
Chicago 2, Illinois. 











are processed from one stage to the 
next, they are placed on tables with 
large casters and moved easily from 
one work station to the next. 


Confusion Is Minimized 


Such a layout permits orderly han- 
dling of various sized orders. Several 
crews can work in the shop without 
getting in each other’s way. Enough 
benches and tables are provided to 
enable workers to perform individual 
operations without interfering with 
the work being done by others. An 
adequate supply of benches and 
tables also allows a skeleton crew to 
work at various operations, perform- 
ing one portion of the work and then 


moving on to the next operation. 





WINNER GETS THE 
CARRIER FRANCHISE 


{ multi-million-dollar research program brings an unending 


parade of exciting new products to the Carrier dealer 


THIS MONTH CARRIER 
INTRODUCES A NEW HEAT PUMP- 
THE 2.5-TON HEAT PUMP WEATHERMAKER 





we 


Why the Carrier franchise is 
the most valued in the industry 


1. A Carrier dealer gets engineering help from 
his distributor on difficult jobs. 

2. A Carrier dealer receives continuous train- 
ing in the most modern techniques for en- 
gineering, selling, installing and servicing. 

3. A Carrier dealer can obtain expert manage- 
ment consultation on any phase of his busi- 
ness operation. 

4. A Carrier dealer doesn’t have to tie up his 
own capital in inventory. 


5. A Carrier dealer is protected against price 
reductions on unsold inventory at all times. 


6.A Carrier dealer enjoys the most liberal 
product warranties in the business. 


7. A Carrier dealer gets sales support from the 
Carrier National Buyer Organization. This 
team sells national firms who require air 
conditioning installations in the dealer's 
town, turns the order over to the dealer. 

8. A Carrier dealer is backed with hard-selling 
advertising support. Heavy national maga- 
zine and key-market newspaper advertising 
sell the Carrier dealer as the man who knows 
air conditioning best. Liberal co-op policy, 
sales promotion material, let him tie in ef- 
fectively at the local level. 


9. A Carrier dealer enjoys unequaled prestige 
—his products are well-known and respected. 
The Carrier dealer is Mr. Air Conditioning 
wherever he’s located. 


10. The largest selection of air conditioning 


equipment on the market. If it can be air con- 
ditioned, Carrier dealers have what it takes! 


WHAT'S IT LIKE? work to bring in outside air. Lower operating 


costs. Two years of extensive testing have 





The new 2.5-ton Carrie! Heat Pump Weather- 


proved that in most cases year-round operat- 
maker is a compact two-section unit similar 


ing costs of the Carrier Heat Pump Weather- 


in design to the highly successful 4.7-ton maker are substantially lower than air 


model. It delivers heating and cooling using conditioners using conventional fuels 
only air and electricity as fuel. No water is 


necessary. Its indoor fan-coil and heater sec- 
tion mav be tucked in HOW IS IT A GOOD THING 


a closet. attic or base- 
ment. The refrigeration section may be placed FOR THE CARRIER DEALER? 
outdoors in the yard, garage or on a rooftop. , tase 
\ thermostatic control is available with auto- More prosperity! The new 2.5-ton Carrier 
matic change-over from winter heating to Heat Pump Weathermaker has a tremendous 
seiiiiiities sisal market potential. First, there are the 520.000 

new homes in the 1000-1400 sq. ft. class ex- 

WHY IS IT BETTER? pected to be built in 1958. Add the thousands 
of small shops and offices as well as older 
fi homes. Taken together they mean booming Interested in becoming 
This exclusive Carrier feature eliminates the new business for the Carrier dealer. And a Carrier dealer? 
expense of more cooling and heating capacity the new 2.5-ton Carrier Heat Pump Weather- 
than is needed. Lower installation costs than 


Lower first cost thanks to “( limate Balance.” 


Talk it over with your 
maker, the last word in year-round comfort. Carrier distributor. You'll 
other heat pumps because of two-section con- further establishes the Carrier dealer as the Sad hia name in tho Yellow 
Pages. Carrier ¢ orporation, 


struction that eliminates need for bulky duct- Syracuse, New York 


man with the best air conditioning equipment. 
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YOU AND THE LAW 


Beware of Fixed-Term Oral Employment Contracts 


If the term of performance is for more than a year, 


it probably won’t be enforceable in court, should the 


employee violate it at any time 


AN OLD STATUTE adopted in England 
nearly 300 years ago and now a law 
in every state can have an important 
effect on dealer-contractors and 
wholesalers who prefer to enter into 
employment contracts with their sales 
and supervisory personnel and other 
employees. Under this law, no court 
will grant a recovery on any oral 
employment contract which is not to 
be performed within a year from the 
date of the agreement. 

The old law provides, “No action 
shall be brought upon any agreement 
that is not to be performed within 
one year from the making thereof. 
unless the agreement upon which 
such action shall be brought, or some 
memorandum or note thereof, shall 
be in writing and signed by the party 
to be charged therewith.” 


When a 


more than a year from the date of 


workman is hired for 


the contract, neither he nor his em- 
ployer can look to the courts for an 
award of damages or any other relief 
if the employee quits or is discharged 


within the year. 


Final Discussion Postponed 


Terms of employment were dis- 
cussed by a dealer-contractor and a 
prospective employee on March 30th. 
Both agreed on that day that the em- 
ployee should have the job and 
would begin work on April 14 when 
they would decide on the salary. 

When the employee reported for 
work on the agreed day he was as- 
sured that he was hired for one year 
and a_ satisfactory 


salary arrange- 


ment was made. A few months later 


the employee was discharged. He 


sued his employer for what he 
claimed was a breach of the employ- 


ment contract. 


Is Contract Void? 


The old English statute was inter- 
posed by the employer in his defense 
that the employment contract, actual- 
ly made on March 30th but not to be 
performed in full until a year from 
April 14th, was void and unenforce- 
able. The court said: 

“It is well settled that in order that 
there be a valid and enforceable con- 
tract there must be a meeting of the 
minds of the contracting parties up- 
on all the essential terms and condi- 
tions of the contract. If the contract 
is indefinite and incomplete in re- 
spect to any material term or condi- 
tion or still open to negotiation, as 
for instance, to salary or compensa- 
tion, then there is no valid and en- 


forceable contract. 


Contract ‘Completed’ Later 


“It is clear, therefore, that the con- 
tract of employment here involved 
was not made and completed until 
April 14 when the employee reported 
for work and the question of salary 
was finally agreed upon. 

“An oral contract of employment 
to commence on a future date is 
within the statute of frauds and un- 
enforceable. Here the contract was 
not made on March 30th and restated 
and confirmed on April 14th. On the 
contrary, 


preliminary negotiations 


were started on March 30th and the 


contract was not made and completed 
until April 14th.” 

Another application of this old 
statute to employment contracts illus- 
trates the scrupulous attention be- 
stowed by the courts on this provi- 
sion that a valid oral employment 
contract must be performed within 
the year following its making. In the 
second case, while it was admitted 
that the agreement extended beyond 
this period the employee maintained 
that the statute did not apply, since 
it was agreed that he “could quit at 
any time.” 

The court found the agreement un- 
enforceable, irrespective of the pro- 
would terminate the 


vision which 


employment contract within the year. 


Statute of Frauds Applies 


“Our statute of frauds and its pro- 
totypes have been on the books for al- 
most three centuries,” said the court. 
“but controversies still rage as to its 
meaning and efficacy. It was in- 
tended to guard against the perils of 
perjury and error in the spoken 
word, and to protect parties against 
unfounded and fraudulent claims. 
The policy of this statutory provision 
was to prevent leaving to memory the 
terms of a contract for longer time 
than a year. However, this policy has 
not always been applied sympatheti- 
cally. Where the oral agreement does 
bear a fixed term and is not to be 
performed within a year it is held to 
be within the statute and unenforce- 
able even though the obligations 
thereunder may be terminable by op- 
eration of law well within the year.” 

The court emphasized that fixed- 
term employment contracts should be 
in writing and signed by both em- 


ployer and employee. 


é While this discussion appli t dclued 
it should be remembered that leeal 


different } 
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BETT-MARR 


BAND SAW 


100 TO 3000 
FPM BLADE 


oe Haig Outperforms 
Band Saws 
Costing 
Three Times 
Here’s a band saw that’s _.. 
compact yet has a fulig As Much ae 


inch throat —thg@#® low 

cost yet does gfthe cut- 

ting jobs neg@#@sary in the 

sheet metafBhop — that needs no special 
wiring og@mstallation yet is a heavy- 
duty, pgiluction type saw. It’s 

the sayfou need in your shop because 
it wil y for itself quickly out 

of theliivings it makes. 


. 


¥: 


DESIGHRE 9 
EXPRESERY FOR THEE . 
SHEET MER ee 


a ” 


For Heavy Duty 
Here's why contractors report one man Production Cutting 
with a Lockformer Bett-Marr can turn out 
more work than six-men with snips. 


Model 24-S has full 24” throat, uses three 14” wheels 
MATERIAL CUTTING SPEED Bigger Throat: instead of two 24” or 26” wheels. Frame size is only 


slightly larger than a 14” throat saw. 


Simple V-Belt drive with conventional sheaves elimi- 
notes speed reducers, makes the most of available 
power. 


Approximately 6 inches 
Forgings, , un 

per minute (%” plate), 
heavy bar and . : 

depending on thickness 
rod stock, etc. 

andhardness of metal 


Speed Control: 


> Positive, friction-free chain replaces multiple belts. No 
Final Drive: . 
chatter, no slippage. 


Cemented rigid carbide blade guides replace conven- 
Stacked Blade Control: tional wheels. Alignment is excellent, blade can't twist 
sheet metal— Up to 15 inches per min- even on very small radius cuts. 
bronze, brass, ute with stacks of 50 to 
copper, aluminum, 70 sheets Special Blades can be changed quickly and easily. Flanges 
and steel Flanged Wheels: prevent blade from slipping off during operation. 


Lifetime Ball-bearings used throughout with Neoprene seals to 


Lubrication: protect built-in lubrication. 
Friction cutting stainless 
Stainless steel, 


cold or hot 3000 fpm up to 4% feet per min- 
rolled plate ute on stock up to 12 
olled pla ees 


Heavy duty castings provide the strength and rigidity 
to provide blade tension necessary for constant pro- 
duction sawing. 


Rugged Frame: 


Write for complete data and prices 


tHe JOCKFORMER company + 4615 WEST ROOSEVELT ROAD + CHICAGO 50 


ILLINOIS 
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TRAINED To MAKE a PROFIT! 


STEWART- —— FACTORY TRAINING ASSURES SUCCESSFUL SELLING 


dealers and their personnel thorough instruction in every 
phase of successful selling, installing and servicing. 
The Training Institute is housed in a building espe- 
cially designed for the purpose...furnished with cut- 
away models, working demonstrators, charts and equip- 
ment for illustrated lectures. Courses include sales 
procedures and business promotion methods proved 
most effective— including how to demonstrate a product 
and close a sale. This school saves dealers’ time in 
s 5 : training men...does a complete job with all the proper 
The Stewart-Warner Training Institute. tools. Hundreds of Stewart-Warner dealers have at- 
tended the Institute—declare it amazingly successful 
in stepping-up sales. 
Write today for complete information on the Stewart- 
Warner Exclusive Franchise and how it can revolu- 
tionize your profit picture. 


Stewart-Warner’s unvarying objective is that dealers 
holding the Stewart-Warner Exclusive Franchise must 
make money! That is the reason for the Stewart-Warner 
Training Institute...conceived and developed to give 


EVERYTHING FOR HEATING AND COOLING 


a2 


Oil and Gas Basement and 


Vertical All-year Conditioners 


'Symbol of of 


ST HEATING AND AIR CONDITIONING 


DIVISION 


STEWART-WARNER CORPORATION 


Dept. A-78, Lebanon, Indiana 
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PERIMETER DIFFUSERS 











ECONOMY MODEL P-75... 


Today’s MOST ADVANCED DIFFUSERS . . . AT A TRULY COM- 
PETITIVE PRICE. Obsolete ALL others in APPEARANCE. . . DE- 
SIGN . . . PERFORMANCE! 


Because they are FULLY ADJUSTABLE .. . the new Titus 
MODEL P-125 diffusers are today’s only baseboard diffusers that 
can provide the proper throw and spread for obtaining maximum 
performance from BOTH HEATING AND COOLING SYSTEMS. 


Years ahead in looks, too! New distinctive swept-line styling 
blends beautifully with any surroundings. 


New ECONOMY MODEL P-75 has same, superb styling and 
basic ADVANCED design as Model P-125 except does not have 
dual adjustment feature. CAN GIVE YOU THE CONTRACT 
AGAINST ALL KINDS OF PRICE CUT BIDDING BECAUSE THEY 
ARE BETTER LOOKING, ARE CONSTRUCTED BETTER, ABSOLUTELY 
OUTPERFORM COMPETITION. 


Both of these new Titus models have a large 32 sq. in. of 
free area. Both are quicker, easier to install. Provide lasting 
satisfaction — GIVE THAT EXTRA IN HEATING & COOLING 
COMFORT THAT MAKES AND KEEPS CUSTOMERS HAPPY. 


PROOF! 


Isovels from laboratory tests 
prove Titus new adjustable 
perimeter diffusers FAR SU- 
PERIOR in PERFORMANCE! 
Dotted red line shows how 
cool air is forced to ceiling 
when Model P-125 diffuser is 
set for COOLING. Solid red 
line shows that when diffuser 
is set for HEATING warm air 
is diffused in broad pattern so 
it covers entire window or 
wall area. 


TITUS MFG. CORP., WATERLOO, IOWA 


( Rush new free illustrated Titus Perimeter Dif- 
fuser Catalog 


() Send name of jobber nearest me 





NAME 





COMPANY 





ADDRESS 














ciy STATE 
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WHAT THE ASSOCIATIONS ARE DOING 





Hold First Heating-Insulation Conference 


“SELL BUILDERS AND HOME OWNERS the whole ‘comfort 
package’ both insulation and year ‘round air condi- 
tioning and you'll multiply sales and profits. Deliver 
greater over-all comfort at lower installation and operat- 
ing costs and you'll multiply customer satisfaction and 
customer volume.” This point was brought out by John 
Hewitt, president, Todd-Roberts Co., Inc., Wichita, Kans., 
at the recent Greater Comfort Conference sponsored by 
the National Mineral Wool Association in cooperation 
with the National Warm Air Heating and Air Condition- 
ing Association. The conference, held in Pittsburgh on 
May 13, was the first in a series of meetings which will 
be held in key cities throughout the country. Other speak- 
ers were Randall Nelson, public relations director of 
NWAHACA, and James P. Verhalen. a member of the 
board of directors of the National Mineral Wool Associa- 
tion. Presiding at the conference was William Boehmer. 
president of the Pittsburgh Heating and Air Conditioning 


Contractors’ Association. 


‘Minimum’ Insulation Is Expensive 


Mr. Hewitt cited the case of a builder who wanted 
minimum insulation “an inch and a half in the walls 
and four inches in the ceiling.” It was pointed out to 
him that if more insulation were used it would be pos- 
sible to reduce the size of both the air conditioner and 
the furnace. “By increasing the sidewall insulation to 
three inches and the ceiling insulation to six inches,” 
Mr. Hewitt said, “and shading a few west exposed win- 
dows, at an increased cost to the builder of $100, we 
were able to reduce the air conditioner from a 4 hp unit 
to a 3 hp model. Reducing the size of the air conditioner 
enabled us to reduce the size of the furnace because we 
did not have to have such a big fan capacity. 

“We figured a gross saving in equipment of $300, and 
subtracting the $100 for extra insulation, a net to the 
builder of $200. In addition, the family that moves into 
the house will save money on operating costs as long as 
they live there.” 


Builder, Home Owner Can Both Save 


Mr. Verhalen pointed out that closer cooperation be- 
tween heating and air conditioning dealer-contractors and 
insulation contractors would result in more sales for both 
groups. The first step, he said, “is to show both the build- 
er and the home owner how to save money.” 

Supporting Mr. Hewitt’s remarks on the savings in 
equipment and operating costs made possible by proper 
insulation, he presented the results of a study made by 


169 


John Watt. University of Texas, at the Air Conditioned 
Village. “Mr. Watt analyzed eight houses,” he said, “each 
of which used a maximum of mineral wool insulation. He 
found that the builders were able to use smaller air con- 
ditioning units, which resulted in an average saving of 
$139.60 a house. Further, the people who lived in those 
houses saved an average of $107.90 per year by using less 


gas, electricity and water.” 


Sell Comfort for More Sales, Better Profit 


Randall Nelson said that providing more comfort for 
the American consumer public would result in better 
sales and more profits for both warm air heating dealer- 
contractors and insulation contractors. He emphasized the 
importance of educating the public to understand that 
while a first class heating system costs more, the addi- 
tional comfort it provides is easily worth the extra cost. 
He warned against the fallacy of “stripped down” instal- 
lations to meet price competition, saying that such instal- 
lations all too often leave the home owner with the wrong 
impression regarding the ability of a warm air system to 
provide comfort. 

Commenting on rising prices over the past 20 years, 
Mr. Nelson pointed out that price increases in the warm 
air industry have lagged far behind those of most other 
industries. He asked: “In view of rising costs of labor, 
materials, taxes and overhead, how do your prices com- 
pare with what they were in "38 and “48? Do your cur- 
rent profits reflect the skill and technical advances made 
during the past 20 years? Are your service and salesman- 
ship strong enough in the public’s mind to provide you 
with the profit you deserve? If you've weighed these 
questions and found the answers to be satisfactory, then 
you are an exception among dealer-contractors operating 
in today’s economic environment.” 


Home Building To Grow Rapidly in °60s 


With regard to future prospects, he said that statistics 
indicate that the mid-60’s will see another period of ac- 
celerated house building activity and a corresponding 
rise in the number of warm air installations. He pointed 
out, however, that if prices and profits in the warm air 
industry did not rise appreciably during the last 20 years 
“when the greatest expansion ever known in the house 
building industry took place,” the position of the warm 
air industry in the next housing boom will be none too 
enviable “unless we take stock of our past mistakes, and 
take measures to correct them now.” 


(More association news on page 80) 
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* chalk-up bigger profits 


with the 
special 


training of 
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In this racing, competitive economy of ours, the man with 
the broadest knowledge of his field is the one who leads. In 
heating and cooling he’s the Airtemp dealer. Airtemp dealers 
and their personnel receive special training at Chrysler 
Corporation Training Centers. This complete, intensive 
instruction covers every aspect of the industry—ranges 
from product features and installation to selling, advertising 
and merchandising. On this sound foundation, Airtemp 
dealers build profitable sales volume. 


There are other reasons, too, why Airtemp dealers make more 
money 


e The Airtemp line is complete—really complete—with 297 
heating and cooling models. They can satisfy any heating 
or cooling need. 


e They sell the Chrysler name and Chrysler’s famous engi- 
neering. 


e Pre-tested merchandising helps and incentive programs. 
e Factory advertising in your local markets. 














AIRTEMP DIVISION, CHRYSLER CORP. 
DEPT. AA-7-58, DAYTON 1, OHIO 


Please send me full information on an Airtemp franchise. 





Not only stronger and thinner... but 


EASIER TO ADJUST 


QUICK, POSITIVE ADJUSTMENT 


This cut-away view shows 
joint construction with its 
extra generous bearing 
surface at the arrow point. 
Adjustment is made by 
simply “walking” the rivet 
recess over the bearing 
point with a pumping 
action of the handles. 
Easy, positive, capable 
of heavy loads. 











So easy that after a little practice it can be No. P210 will grip flat, square, hex or round 
done with one hand. Yet once adjusted to any os wate - 
of its four positions, Crescent’s P210 Utility 

Plier just won’t slip under severe loads. Yes, 
here’s a 12 ounce plier that performs like a 
pipe wrench ... is stronger than any other 
Utility plier .. . thinner than any other Utility 
Plier... and retails for only $3.00. 


CRESCENT TOOLS 


Vim LE LAUL, 


lof Cucellence 


Crescent is ovr trode-mork, registered in the United Stotes and abroad, for wrenches and other tools. Sold by leading distributors ond retailers everywhere and made only by 
CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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STAINLESS STEEL DISTRIBUTORS CAN HELP YOU REDUCE COSTS AND INCREASE PRODUCTIVITY 


Cc 





Order Republic ENDURO Stainless Steel from 
our local Steel Service Center as needed. Use 
his warehouse stocks as your own. When you 
let the local Distributor carry your inventory 
in his warehouse you can increase the produc- 
tivity from capital tied up in maintenance, floor 
space, labor, equipment, and insurance. 


Also, your Distributor can give you expert, 
objective advice in the selection of the right 
grade of ENDURO Stainless Steel from some 35 
grades at his disposal. Selection of the right 





Center. 





68 REPUBLIC STEEL 
Worlds Wider Rewige of Stawalard, Shebs and, SC, jodie 


CALL YOUR REPUBLIC ENDURO® STAINLESS STEEL DISTRIBUTOR 


ALABAMA 


Reynolds Aluminum Supply Compony 
Birmingham, 

J. M. Tull Metal & Supply Co., Inc 
Birmingham, 


ARIZONA 


Ducommun Metals & Supply Co., 
Phoenix, 


ARKANSAS 


Hammond Sheet Meta! Compony, 
Fort Smith, 
Little Rock, 


CALIFORNIA 


Ducommun Metals & Supply Co., 
Berkeley 10, 
Los Angeles 54, 
National City, 
Allen Fry Steel Company 
Los Angeles, 
£. M. Jorgensen Company, 
Los Angeles 54, 
Ocklend 23, 


COLORADO 


Marsh Stee! Corporation, 
Denver 16, 


Edgcomb Steel of New Englond, 


Coulley Steel and Supply 
Company, 
Fort Lauderdale, 
Miami, 
Orlando, 
Eagle Roofing and Art Metal 
Works, inc., 
Tampa, 
Reynolds Aluminum Supply Company, 
Miami, 
J.M. Tull Metal and Supply Co., inc., 
Jacksonville, 
Miami, 
Tampa, 


GEORGIA 
Atlantic Stee! Company, 
Ationta |, 


Reynolds Aluminum Supply Company, 


Ationta 
Savannoh, 
J. M. Tull Metal & Supply Co., Inc., 
Ationte 2, 
IDAHO 
Pacific Metal Company, 
Boise, 
WLINOIS 
Chicago Stee! Service Company, 
Chicago 32 
INDIANA 
Hubbell Metals, Inc., 
Indianapolis 2, 
Ohio Volley Hordwore & Roofing 
Company, 
Evansville, 
KANSAS 
Marsh Steel Corporation, 
Wichite, 


KENTUCKY 


Reynolds Aluminum Supply Company, 


Lovisville, 
Williams and Company, Inc., 
Lovisville 3, 
LOUISIANA 
Marsh Steel Corporation, 
Baton Rouge, 
MARYLAND 
Hill.ChaseStee! Company of 
Maryland, 
Baltimore 3, 
MASSACHUSETTS 
Howkridge Brothers Company, 
ton 10, 
MICHIGAN 
Huron Steel Company, 
Detroit 16, 


MISSOURI 


Hammond Sheet Metal Company, 


St. Lovis 5, 

Hubbell Metals, inc., 
Konsas City 16, 
St. Louis 3, 

Marsh Steel Corporation, 
North Kansas City 16, 


NEW HAMPSHIRE 


Edgecomb Steel of New England, Inc., 


Nashvo, 


NEW JERSEY 

Atlas Steel Supply Compony, 
Morris Ploins, 

Benedict-Miller, Inc., 
Lyndhurst, 

International Corporation, 
Hillside, 

Miller Steel Company, Inc., 
Hillside, 


NEW YORK 
Atios Supply Company, Inc., 
Bronx 58, 


Beals, McCarthy and Rogers, Inc., 


Buffalo 5, 
Broce-Mvueller-Huntley, Inc., 
Buffalo, 


Rochester, 
Syracuse, 
Bruce ond Cook, Inc., 
New York 38, 
Eastern Metals Warehouse, Inc., 
Albony, 
Ernst tron Works, 
Buffalo, 
Follonsbee Metals Corp. of New 


Homsley, inc., 
Brooklyn 32, 

K. & S. Metal Supply, Inc., 
Long Island City, 

Metal Purchasing Company, Inc., 
New York I, 


NEW YORK (Cont.) 
Schwarz ond Cohn, inc., 
Brooklyn, 
NORTH CAROLINA 
Metal Service Corporation, 
Charlotte, 


Reynolds Aluminum Supply Company, 


Roleigh, 
Vance Iron and Stee! Company, 
Charlotte, 
OHIO 
= Ohio Metol & Manufacturing 
°., 
Dayton 2, 
Vorys Brothers, inc., 
Columbus 8, 
Williams and Company, Inc., 
Cleveland 14, 
Cincinnati, 29, 
Columbus 8, 
Toledo 12, 
OKLAHOMA 
E. M. Jorgensen Company, 
Tulsa, 
OREGON 
American Steel Warehouse 
Company, 
Portiand 14, 
Pacific Metal Compony, 
Portiand 9. 
PENNSYLVANIA 
Hill-Chase and Company, Inc., 
Philadelphia 34 
Potts-Farrington Company, 
Philadelphia 29, 
Horace T. Potts Company, 
Philadelphia 34, 
The Warren Company, 
Erie, 
Willioms and Company, Inc., 
Pittsburgh 33, 


grade of stainless steel for right jobs can save 
you time and money. 


A metallurgical problem? Republic offers you 
the services of experienced metallurgists through 
local Steel Distributors—listed below—to help 
you get the most value at the lowest cost. 


There’s a supply of stainless steel at the other 
end of your telephone. Call the nearest Republic 
Stainless Steel Distributor—your Steel Service 


RHODE ISLAND 
Edgcomb Steel of New England, 
Inc 


Pawtucket, 


TENNESSEE 


Bristol, 
Siskin Steel ond Supply Company, 
Incorporated, 
Chattanooga, 
Reynolds Aluminum Supply Company, 
Memphis, 
Nashville, 
Vance tron and Steel Company, 
Chattanooga, 


TEXAS 
E. M. Jorgensen Company, 
Dallas, 
Houston, 


UTAH 
Structural Steel and Forge 
Company, 
Solt Loke City, 
ZCMI Wholesale Distributors 
Solt Lake City, 


VIRGINIA 
Dominion Culvert and Metal 
Corporation, 
Roanoke 5, 
Metals, Inc., 
Bristol, 
Reynolds Aluminum Supply Company, 
Ric! 5 
WASHINGTON 
Pacific Metal Company, 
attle, 
CANADA 
Drummond McCall and Company, 
itd., 
Toronto, Ontario 
Montreal, Quebec 
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WITH THE ASSOCIATIONS 





22 Apprentices Complete Courses 


THe Lake County Sheet Metal Contractors’ Association 
(Indiana) added 22 new journeyman sheet metal workers 
to the industry’s labor force on June 5. The occasion was 
the graduation of the 4th year apprenticeship class of 
local 303, Sheet Metal Workers’ International Associa- 
tion. The apprenticeship program is conducted under the 
guidance of a joint apprenticeship committee composed 
of sheet metal contractors and members of the union. 


GRADUATING APPRENTICE is welcomed into 
the industry by Lake County joint apprenticeship 
committee members. (L to r) Gene Miller, Robert 
Flossman, Howard Houchins, Chester Nowak and 
Tom Daily 


Apprentices are required to complete 7000 hours dur- 
ing a four year training period. The cost of the classes, 
which are held at night, is underwritten by both the con- 
tractors and the union; however, the apprentices must 
attend the classes on their own time. Contractors on the 
joint committee are Howard Houchins, Gene Miller and 
Tom Daily. 

Participating in the completion ceremonies was a bat- 
tery of speakers representing many segments of the indus- 
try as well as schools and other organizations connected 
with apprentice training. Presentation of completion 
certificates was made by Chester J. Nowak, business 
representative, local 303, following dinner and the speak- 
ers’ program. Speakers included Ben Flock, vice presi- 
dent, Indiana Heating and Sheet Metal Contractors’ 
Association; Tom Gannon, president, Lake County Sheet 
Metal Contractors’ Association; Howard Houchins, chair- 
man, Joint Apprenticeship Committee; H. M. Wilson, 
acting director, Hammond Vocational High School; Les- 
ter Cunningham, supervisor of vocational education, Gary 
schools; Ray Heninger, state supervisor, Bureau of Ap- 
prenticeship and Training, U. S. Department of Labor; 
Clyde M. Barnes, editor, American Artisan; Ross Ma- 
honey, Scott-Choate Publishing Co.; and Joseph J. Kaber- 
lein, secretary, National Joint Apprenticeship and Train- 
ing Committee. 
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(Continued from page 76) 


Attendance totaled 135, which included all apprentices 
now in training under the joint committee program, Lake 
County, Indiana, is located in the northwest portion of 


the state and includes the large cities of Hammond and 
Gary. 


Chicago Association Installs Officers 


INSTALLATION OF NEW OFFICERS of the Air Conditioning 


Contractors Alliance, Chicago dealer-contractor organiza- 
tion, was celebrated at a banquet held May 17. Dealer- 
contractors, wholesalers, manufacturers and their repre- 


sentatives, accompanied by their wives, were in attend- 


FOR OUTSTANDING SERVICE to the Air Con- 
ditioning Contractors Alliance, Edward N. Stahler 
(center) was presented with a commemorative 
plaque. Herb Tanis (left) and Ted Criel (right) 
offer their congratulations 


ance. Over 600 saw the installation of the new officers 
who are: Herb Tanis, Ridgeway Heating Service, presi- 
dent; Allen Verbeek, Verbeek Heating Co., vice president ; 
Larry Ingham, Aire Flow Heating Co., treasurer; and 
Theodore A. Criel, executive secretary. Edward N. Stah- 
ler, Robinson Furnace Co., the immediate past president 
who has served for two years, was awarded a commemor- 
ative plaque. 


Michigan Sets Up Group Insurance Plan 


THe MicuHicANn Heating and Sheet Metal Association has 
launched a group insurance plan for employees of dealer- 
contractor, manufacturer and distributor members. The 
program is being offered to about 200 companies now 
affiliated with the association, which employ about 5000 
workers. Charles S. Flynn, president, said that the cost 
to workers enrolling in the plan is equivalent to rates 
paid by workers employed by firms with about 250 per- 
sons on their payrolls. 

Officers and directors of the association met recently 
in Lansing to discuss projects to be undertaken during 
the coming year. Present plans call for a concentrated 

(Continued on page 84) 
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HERE’S 


(16 REASONS) 


WHY 


YOU HAVE MORE TO SELL 
WITH HEATWAVE 
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15 Aig 


THE FASTEST GROWING NAME IN YEAR pal Me cc NDITIONING 


. Gas-fired Heatwave Furnace is adapted for LP Gas use, converts 
any gas into heat more economically! 


- Heat Exchanger is of heavy gauge, die-formed steel, electrically- 
welded into a rugged one-piece, gas-tight unit, specially designed 
for rapid heat transfer. 


. Burners are cast iron with milled slots for quiet, clean, efficient 
operation. 

- Noise level is low . as a result of entire combustion chamber 
design to eliminate noise. 


- Blower is sized for both heating and air-conditioning . . - rubber- 
mounted for quiet operation—pulls out like a drawer for 


easy 
inspection. 


on enamel which harmonizes with any surrounding decorations. No 
diverter or protrudances. 


. “ADD ON” feature of Heatwave year round air conditioni bi 





homeowners to buy furnaces and add-on waterless air conditioning 
whenever they desire without alterations’ to existing ductwork. 
(Evaporator housing finish matches color of furnace; is insulated 
to prevent condensation.) 


- Vertical Hot Air Discharge in condenser allows grass and shrubs to 


grow around the unit without being harmed by discharged air. 


. Appealing design blends with any landscape, appeals to the home- 


owner. 


. Easy to service, remote condenser features oil sight glass, detachable 


valves, liquid sight glass, moisture indicator and dryer. Standard 

. Automatic Control System is silent, gives safety, comfort and con- ports used throughout. 

venience, serves both heating and cooling systems. . New, larger condenser face area gives lower operating head pres- 
sure and lower liquid temperature, resulting in lower operating cost 
and reduced mechanical failure. 


+ Insulation is fireproof fibre-glass with reflective foil facing which 
holds radiant heat in fresh air stream, keeps down noise level. 
. Air Filter of the disposable type, removes dust and pollen from air. 15. Unit is tested under A.S.R.E. conditions in Southwest's own laboratory. 


. Cabinet is of welded construction with attractive, two-toned, baked- 16. You enjoy affiliation with a nationally-known manufacturer! 


START INCREASING YOUR SALES NOW with HEATWAVE! THE LINE THAT GIVES YOU MORE TO SELL! 


Find ovt how you can become a Heatwave Dealer! 


Write for full information today! 5 


HEATWAVE 


AIR CONDITIONING 





HEATING 








Manufactured by SOUTHWEST MANUFACTURING COMPANY * Box 151 Avrora, Missouri 
16. A Subsidiary of The F. E. Myers & Bro. Co., Ashland, Ohio 
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CLARAGE FANS 


FOR YOUR 


INDUSTRIAL AIR TRAVEL 


Blowers and exhausters for 


diversified industrial applications. 
Standard models promptly available. 


Clarage builds air handling and 
conditioning equipment exclusively — 


concentrated know-how! 


When you want equipment designed 
and built for “the long pull”— 

to stretch your equipment dollar 

to the utmost — call on 


CLARAGE FAN COMPANY, Kalamazoo, Mich. 


... dependable equipment for 


making air your servant 


SALES ENGINEERING OFFICES IN ALL PRINCIPAL CITIES @ IN CANADA; Canada Fans, Ltd., 4285 Richeliey St., Montreal 
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STAINLESS COSTS LESS 
THAN ALUMINUM— 


F eer 
seeeccaGe coeneeee 
ie cer 
ddan 
mn seebiatT is 


‘ae ey i 


ALUMINUM 


si THICK Do you know that the 
square-foot cost of 


Stainless steel sheet for curtain wall panels is usually equal 
to or lower than aluminum when compared in thicknesses of 
equal indentation resistance? For example, Type 302 stainless 
Steel, .022” thick is equal to .051” aluminum and costs only 


62¢ per sq. ft., as compared to 67¢ per sq. ft. for 3003-H14 
anodized aluminum. 


_ . i WASHINGTON STEEL CORPORATION 
For additional information on ; ' 7-A Woodland Avenue, Washington, Pa. 


all gauges, fill in and mail the coupon. feet andl abies tase 
ess steel vs. i 


on comparative costs of stain 


Washington Steel 
Corporation 


WASHINGTON, PENNSYLVANIA 
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WITH THE ASSOCIATIONS 





membership campaign which will be under the direction 
of William Calverley, vice president of the group and 
an officer of the Royal Oak chapter. A statewide educa- 
tional program, which includes securing speakers and 
educational films for local chapters, also is in the planning 
stages, This will be developed in cooperation with dis- 
tributors and manufacturers affiliated with the associa- 
tion's auxiliary group. Another project involves the ob- 
taining of state approval of a code governing the installa- 
tion of heating and related equipment. A code prepared 
by the state group in conjunction with dealer-contractors, 
distributors and manufacturers will be proposed for ap- 
proval of state legislators. 

The group’s 49th annual convention is scheduled to be 
held in Detroit in the latter part of February. 


New Officers for Detroit Association 


THe Detrrorr Warm Air Heating Association reports that 
it now numbers over 200 active members. The group 
meets on the second Thursday of each month at the Fort 
Shelby Hotel, Detroit. All industry members in the area 


NEW OFFICERS of the Detroit Warm Air Heating As- 
sociation are (front row, | to r) Harold Bowie, treasurer ; 
William O. Smith, vice president; Anthony Addis, presi- 
dent; and J. Biddle, executive secretary. Standing (1 to r) 
are board members Al Keats, Stanley Craft, Wm. Van 
Damme, Earl McKenna, Al Norris, Tom McQuigan and 
Anthony Miller 


are invited to attend monthly meetings to learn what the 
association has done for the heating and air conditioning 


industry and what it plans to do in the months to come. 


Illinois Appoints Committee Chairmen 
Coat 


M. P. LaverMAN, president of the Sheet Metal, Air Con- 

ditioning & Roofing Contractors Association of Illinois, 

met recently with officers and directors to discuss activ- 

ities for the coming months and to appoint chairmen to 

head the group’s various committees. New chairmen are: 
Association Interrelations George Sturm, Macomb 

Apprentice Education Rollin Tippet, Waukegan 

Auditing Jack Rubo, Batavia 

Bulletin Lee Wagner, Peoria 

Insurance Rex Shaw, Jacksonville 


Printing Materials Rex Shaw, Jacksonville 


(Continued from page 80) 


General Convention Ek. A. Schmidt, Springfield 
Convention Finance Frank Mehrings, Peoria 
Speakers Lee Wagener. Peoria 

Banquet and Entertainment Frank Mehrings, Peoria 
Resolution J. G. Mielke, Chicago 

James Reuter, Kankakee 

Hotel Jay Harms, Peoria 

Attendance Awards 


Nominating 


M. P. Lauerman 

In a move to get more ladies interested in its activities, 
the association has set up a ladies’ auxiliary. Serving as 
chairman of the committee for the ladies’ auxiliary is 
Mrs. E. A. Schmidt, Springfield. Committee members are 
Mrs. A. H. Schroeder, Mrs. Jay Harms, Mrs. Herb Drews 


and Mrs. M. P. Lauerman. 


Grand Rapids Launches Ad Series 


GUEST SPEAKER at the May meeting of the Grand Rapids 
Heating and Air Conditioning Association was Richard 
C. Young, Behler-Young Co. Mr. Young, an attorney and 
a member of the Michigan and Grand Rapids bar asso- 
ciations, discussed the effect the city air conditioning 
license system has had on the warm air heating dealer- 
contractor. Dick Williamson, chairman of the associa- 
tion’s advertising committee, led a short discussion on the 
display advertising program which consists of 13 three- 
quarter page ads appearing in the building section of the 
Grand Rapids Press. The ads explain to prospective 
purchasers of new or older homes what they should look 
for in the home’s heating plant and the type of perform- 
ance they can expect from a modern heating or cooling 
system. Twenty firms are listed in the ads. Each company 


pays $20 per insertion, or $260 for the entire series. 


OHI Pushes Phone Book Advertising Plan 


THe Om-Heat INstiruTe reports that its project for 
including oil heating dealers under a special listing in 
the classified pages of the telephone directory, accom- 
panied by the OHI seal and under the term Oil Heat In- 
stitute, instead of under multiple listings, is progressing 
satisfactorily. The project, under the direction of M. J. 


Donahue, already has several chapters participating. 


California Group Hears Talk on Finance 


N. C. LUHMANN, vice president, First Western Bank, 
San Francisco, was the featured speaker at a recent joint 
meeting of the Institute of Heating and Air Conditioning 
Industries and the Refrigeration and Air Conditioning 
Contractors’ Association. Mr. Luhmann spoke on “Con- 
tractor Working Capital, Financing and Bank Relations.” 
The joint meeting was presided over by Kenneth N. 
Robertson, president of IHACI, and Don Kissell, presi- 
dent of RACCA. 


(More association news on page 86) 
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“We just don't worry 





about chipping 
or flaking 


when we lock-seam 


WEIRKOTE*!” 


If those difficult lock-seaming operations give you 
trouble, it’s time to take the step that fabricator 
after fabricator is taking. 

Switch to Weirkote zinc-coated steel as promptly 
as you can. 

Weirkote’s continuous process integrates the zinc 
and the steel so that the most complicated short- 
radii bends are made without chipping or flaking. 
Weirkote can be worked to the very limits of 

the steel itself — spinning, deep drawing, crimping, 
heading, twisting, the works. Comes through in 
perfect shape to give your products lasting anti- 
rust protection, such as they’ve never had before. 
Weirkote’s made that way to behave that way. 

And now it’s treated to inhibit wet storage 

(white oxide) stain. 

Can you think of a quicker, easier step to an even 
better product? To fewer rejects? To more peace 
of mind? To lower costs? And, perhaps most 
important, to the greater good will of customers 
who receive even more value for their money? 
Write today for the free booklet that will give 
you lots of food for thought on the many 
advantages Weirkote can bring to your products 
and production. Weirton Steel Company, 

Dept. J-1, Weirton, West Virginia. 


WEIRTON STEEL 
COMPANY 


WEIRTON, WEST VIRGINIA 
a division of 


NATIONAL STEEL vali CORPORATION 
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Golfers Meet at River Forest 


THE FIRST MEETING of the Chicago Warm Air Golf Asso- 
ciation was held at River Forest Country Club with 
members and guests turning in exceptionally low gross 
scores for so early in the golfing season. Jerry Anderson, 
Anderson Heating Co., reported a 77 for the 18 holes; 


Charles R. Bennett. a close second, turned in a 79. 


WINNERS OF CHICAGO Warm Air Golf Asso- 
ciation tournament are being decided by handi- 
cappers committee. Seated are Al Verbeek (left) 
and Hank Repple; standing, George Bunt and Lars 
Schulein 
The Peoria system was used to adjust other scores to 
make the tournament competitive. Neil Manny, Robinson 
Furnace Co., won first place with a net 69. Others had 
net scores in the following sequence: 
John J. Nimeth, Robinson Furnace Co., 74 
Babe Frick, Robinson Furnace Co., 74 
Otto Zeman, Barney Olson, Inc., 74 
W. MacNider (guest), Alan Furnace Co., 75 
Frank Schroeder, Austin Sheet Metal Works, 
Ivar Anderson, Anderson Heating Co., 75 
R. Shake, Arrow Petroleum Co., 76 
Al Verbeek, Verbeek Heating Co., 77 
Lars Schulein, L. E. Schulein Co., 77 
George Bunt, Jones Heating & Air Conditioning, 77 
Harry Himelblau, Himelblau Associates, Inc., 77 
Dan Heffernan, Acme Furnace Fitting Co., 77 
Hank Repple, Flo-Right Heating & Ventilating Co., 79 
J. Zalkins, (guest) Co-op Heating & Sheet Metal Co., 
79 
Art Walters, Art Walters, Inc., 80 
Larry Ingham, Aire-Flow Heating and Air Condition- 
ing Co., 8] 
Ted Criel, Air Conditioning Contractors Alliance, 81 
Harry Duerst, Lennox Industries Inc., 81 
Les Repple, Flo-Right Heating & Ventilating Co., 81 
J. Gats, Gats Heating Co., 82 
A. MacNider, Alan Furnace Co., 83 
George Zoubek, Co-op Heating & Sheet Metal Co., 84 
R. P. Johnsen, Atomatic, Inc., 85 


(Continued from page 84) 


T. Jones, Condensation Engineering Co., 88 

Two additional outings are scheduled for the Chicago 
Warm Air Golf Association during 1958. The second 
outing will be held Tuesday, July 22, at the Itasca Coun- 
try Club and the third on Tuesday, September 30, at the 
Ruth Lake Country Club. 

Recently elected officers of the golf association are 
George Anderson, Condensation Engineering Corp., 
president; Hank Repple, Flo-Right Heating & Ventilating 
Co., vice president; Allen Verbeek, Verbeek Heating Co., 
treasurer; George Bunt, Jones Heating & Air Condition- 
ing, secretary; and Lars Schulein, L. E. Schulein & Co., 
handicapper. 





Coming Events 


July 
July 22 Chicago Warm Air Golf Associa- 


tion tournament. Itasca Country Club, Itas- 
ca, Ill. George Bunt, Secretary, Jones Heat- 
ing & Air Conditioning, 305 W. Hillgrove, 
La Grange, Ill. 


September 


Sept. 30 — Chicago Warm Air Golf Associa- 
tion tournament. Ruth Lake Country Club, 
Hinsdale, Ill. George Bunt, Secretary, Jones 
Heating & Air Conditioning, 305 W. Hill- 
grove, La Grange, Ill. 


October 


Oct. 13-15 — American Gas Association, an- 
nual convention. Municipal Auditorium, 
Atlantic City, N.J. C. S. Stackpole, Man- 
aging Director, 420 Lexington Ave., New 


York 17. 
December 


Dec. 1-3 National Heating and Aircondi- 
tioning Wholesalers, annual convention. 
Hotel Statler, Cleveland. W. R. Bull, execu- 
tive director, 1200 W. Fifth Ave., Colum- 
bus, Ohio. 

Dec. 2-3 — National Warm Air Heating and 
Air Conditioning Association, committee 
meetings. Statler Hotel, Cleveland. George 
Boeddener, Managing Director, 640 Engi- 
neers Bldg., Cleveland 14. 

Dec. 4-5 — National Warm Air Heating and 
Air Conditioning Association, annual con- 
vention. Statler Hotel, Cleveland. George 
Boeddener, Managing Director, 640 Engi- 
neers Bldg., Cleveland 14. 
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GREAT PERFORMERS ace orren mirareo 


-BUT NEVER DUPLICATED 


The 
a ho highly aCCepted fF. 
soi T Controjs in Amer; P 
"tg merica, 
'eSearcheg designe’ wnat 


Coming Attractions: 
Oil Burner Primary Controls - 


Valves + Pressure Regulators + 
Damper Motors - Room Thermostats 


VAM. OTA 
ja IncorRPORATED ¢ GRanite 7-1256 « BRadshaw 2-6361 


DIVISION OF THE PAUL HENRY COMPANY «+ 11833 WEST OLYMPIC BLVD. « LOS ANGELES 64, CALIFORNIA 


CHARLOTTE, N.C., 1331 S. Mint St., FRanklin 5-5012 / CHICAGO, 6760 Stony Island, FAirfax 4-8532 / CLEVELAND, 19117 Detroit Rd., EDison 1-1010 
DETROIT, 9187 Mercedes, KEnwood 7-0449 / HAMDEN, CONN., 46 Chauncey Rd., ATwater 8-9081 / KANSAS CITY, 647 West 39th Street, VAlentine 1-2044 
MINNEAPOLIS, 3280 Gorham Ave., WEbster 9-8874 / NASHVILLE, 426 Seventh Ave. So., ALpine 6-6831 / ROCHESTER, One Flint St., GEnesee 8-6337 
SAN FRANCISCO, 375 S. Maylair, Daly City, Calit., Plaza 5.5566 / SYRACUSE, 29 Forman St., Cazenovia, N.Y., Oldfield 5-9216 / WASHINGTON, D.C., 
3313 Powder Mill Rd., Adelphi, Md., WEbster 5-5382 / SEATTLE, 501 Jones Building, ELiot 6662 / TORONTO, CAN., 12 Leswyn Rd., RUssell 1-5296 


s 
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EQUIPMENT DEVELOPMENTS 





The latest information on manufacturers’ developments is presented here with 
brief summaries of the applications of these products. For additional product 
information which is available, see this month’s New Literature department 


Remote Heat Pumps 


“WEATHERTRON line of remote heat pumps designed 
to save space required for indoor air handling section 


General Electric Co., Air Conditioning Dept.. Dept. 


14, 5 Lawrence St., Bloomfield, N.J. Air source units 
are in three sizes rated at 23,300, 33.900 and 48,000 
Btu. Indoor blower system with heating and cooling 
element is less than 2 ft square, 2114 in. high. Air is 
directed upward, downward or horizontally. Com- 
pressors have internal thermal protection and metal- 
to-glass leads; blower wheels are direct driven. Supple- 
mentary heaters can be installed anywhere in supply 
duct work. 


Electric Saw Blades 


Mopets HD-8 heavy duty and S6 contour blades for 
most electric saws for starting holes. roughing in. 
ripping and cross-cutting—Malco Products, Dept. AA, 
105 E. 48th St., Minneapolis, Minn. Heavy duty 


blades, in five models from 314 to 12 in., are de- 
signed for sawing wood, plaster and imbedded nails 
and starting holes. Each size has teeth spacings of 
6, 8, 10 and 18 teeth per inch. Blade seats itself at 
slight angle for faster cutting and less wear, the com- 
pany states. Wider set of teeth is said to prevent bind- 
ing. Contour blades for roughing-in and scroll cutting 
feature extra wide set and slight hook in teeth. Blade 
tapers toward front end to permit sharp turns, Blades 


89 


are pitched widely to alternate sides to clear chips 
and dust. 


Insulation Adhesives 


“Fastak” quick-bonding and “Ductak” slower setting 
duct insulation adhesives which are applied by brush 
or roller—Cain Mfg. Co., Dept. AA, 1111 Fifth Ave., 
V.. Birmingham, Ala. **Fastak” is designed to hold 
heavy insulating materials without auxiliary clips or 


other holding devices and set quickly so ducts may be 


brake formed immediately after application of insula- 
tion. “Ductak” requires about | hr setting time before 
duct may be brake formed. Both adhesives are water- 
proof, cover 230 to 270 sq ft per gal., and have tem- 
perature range of 30 to 325 F for blanket insulation 
and 30 to 250 F for board insulation. Adhesives bond 
glass fiber. asbestos and cork to metal ducts, seal butt 
joints, laminate various thicknesses of insulation to- 
gether and adhere laps of aluminum foil or vapor 


barrier paper facings to insulation. 


Inshot Burner 


Mover INB 75-175 insHor burner with set of drilled 
orifices from 75M to 175M and 3 in. telescopic ad- 
justment which covers variety of sizes—Columbia 
Burner Co., Dept. AA, 729 Ewing St.. Toledo 7, O. 
Installation involves securing mounting plate, insert- 
ing burner into blast tube and securing two screws. 
Pilot is removed by loosening a screw and lines con- 
nected to it without dismantling the burner, according 
to the manufacturer. 


Centrifugal Fan, Unit Heater 


Four sizes of centrifugal fans in capacities up to 
55,152 cfm, and 10 gas-fired automatic unit heaters 
in capacities ranging from 25,000 to 250,000 Btuh 
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PICK OF THE CROP 
in the 


REGISTER FIELD 


No. 1000 U.S. BASE DIFFUSER HAS PROVEN 
ITS SUPREME POSITION WITH 
PERIMETER SYSTEMS 


The Set-Lock is an origi- 

nal — Not a Copy. The Slide-Plate 

Bottom is an Original that Saves Cutting and 
Installation Time. No. 1000 DIFFUSERS are made in 


Two and Four Foot Sizes with which any desired Multiple 
lengths may be assembled. 


No. 256 U.S. A-C REGISTER 


iumaaaunnusavnaeavnagnpenoiyn 
Excels all similar lines in PRICE, QUALITY, and TTT LIETERTL LLL Lethal, 
PERFORMANCE. Very competitively Priced. Very SUUOUOETSCORODUNNNTORE TOE EDY 
adaptable for Heating and Cooling Air Condition- 


BERERHLT ELECT TRT RRL ERR Tea 


ing in all Phases and Types. Probably the most 


OOUTEREALULITUSVNT INT 
versatile of all Air Conditioning Registers. 


No. 153 U.S. A-C REGISTER 


This fine A-C REGISTER has always been FIRST 


in value among single-valve designs. Now 


equipped with BALANCING SET-LOCK 














No 











Basement dampers needed. 


‘‘MADE BY ENGINEERS WHO KNOW HOW” 


WRITE FOR LATEST CATALOG 


¢ UNITED STATES REGISTER 


BATTLE CREEK, 
MINNEAPOLIS ° 


COMPANY 


MICHIGAN 
KANSAS ciTyY * ALBANY 
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equipment developments 


(Continued ) 





Ilg Electric Ventilating Co., Dept. AA, 2850 N. Pu- 
laski Rd., Chicago 41. Fans are direct-connected o 
belt-driven. Airfoil blade reduces eddy currents and 
turbulence, shock losses and drag. Fans are suitable 
for applications up to 9 in, static pressure. Wheel, 
inlet cone and sides of housing are aluminum. Unit 
heaters have controls for all gases. Units are smaller 
and lighter than predecessors, with same structural 
features. Hanger assembly can be adjusted to any 


mounting height; no couplings or unions are required. 


Air Cooled Air Conditioners 


REDESIGNED self-contained, air cooled horizontal sum- 
mer air conditioners in 2, 3 and 5 ton sizes—Typhoon 
Air Conditioning Co., Div. of Hupp Corp., Dept. AA, 
505 Carroll St., Brooklyn 15, N.Y. Featured is air 
volume control which is set at installation to provide 


proper amount of conditioned air for each application. 


Plenum attachment with adjustable directional grille 
is available for free air delivery without duct work for 
commercial applications. Units can be _ installed 
through attic or basement wall or in crawl space in 
residences, or through wall or roof or suspended 
from ceiling in commercial applications. Several units 
can be combined for zone control jobs. The 3 and 5 
ton models have two stage controls. 


Welding Electrode 


“FLEETWELD 7MP” type E-6012 electrode for general 
production and maintenance welding operations—Lin- 
coln Electric Co., Dept. AA, 22801 St. Clair Ave., 
Cleveland 17, O. Iron powder is added to electrode 
coating for faster operation. Unit is classed as all-posi- 
tion, a-c and d-c, mild steel electrode. Features claimed 
include: operation on alternating current with low, 
open voltage machines; increased deposition rate and 
electrode life; soft arc; medium penetration; reduced 
spatter; smooth bead; convenient slag removal, Elec- 
trode is in 14, 5/32 and 3/16 in, sizes. 


Electronic Dust Precipitator 


“ELECTRO-CELL” high velocity electronic precipitator 
which operates at face velocities of up to 600 fpm 

American Air Filter Co., Inc., Dept. AA, 215 Central 
Ave., Louisville, Ky. Individual cells contain positive 
and negative collector plates fixed in position; each 


aut NL] t 
{UU 


| MF qu | 


cell has its own set of vertical ionizing wires. Alumi- 
num collector cells are available in 16 and 20 in. 
heights, 24 and 36 in. widths. Capacities are 800 
to 2750 cfm. Size and power requirements have been 
reduced from previous models. Collector plates are de- 
signed for minimum depth and minimum spacing be- 
tween surfaces, and collection efficiencies up to 97 per- 
cent are obtainable, the manufacturer states. Washing 
and oiling are automatic. 


Power Roof Exhauster 


“Dynaran” type LC roof exhauster with low sil- 
houette, designed for use where fumes are not harmful 
to motor and bearings—Penn Ventilator Co., Inc., 
Dept. AA, Goodman St. above Allegheny Ave., Phila- 
delphia 40. Designed for minimum height, unit re- 
places overhung fan wheel with a wheel which strad- 
lles both bearings. This feature is also claimed to 
provide better balance and longer bearing life. 


Hot Water Heaters 


LINE OF AUTOMATIC oil-fired hot water heaters with 
glass lined steel tanks in 30 and 50 gal. capacities and 
copper tanks in 30 and 45 gal. capacities—The Carlin 
Co., Dept. AA, 912 Silas Deane Highway, Wethersfield 
9, Conn. The 30 gal. unit, fired at 1.00 gph, heats 
water to 100 F temperature rise at 120 gph or full 
tank every 15 min. Burner flame pattern is designed 
especially for round, built-in refractory combustion 
chamber. Featured are 2 in. blanket of glass fiber in- 
sulation, three-point burner mounting, removable top 
covers and baked enamel outer tank jacket finish. Con- 
stant ignition relay and immersion hot water control 
are standard equipment. 
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“Customers are funny 
people—they expect some- 
thing mechanical like a furnace to 
run forever without any trouble. It 
can’t be done, of course, but I’ve found 
the best way to keep ’em happy is to 
use parts that are dependable. That’s 
why I’ve used McQuay-Norris valves 
for years. You know that you can 

always depend on ’em!”’ 


Features... 


e Time Tested by leading manufacturers 


¢ AGA and UL listed for use with natural 


liquid petroleum gases 


manufactured and 


Soft-seat valve with positive seal 


Fail-safe—spring pressure always closes the valve 


Operates in any position 


Resists corrosion, stands up under extremes of temperature 


yn ¢ Stainless steel working parts, special analysis aluminum die 
yy) 
casting in valve body 


soft seat of special formula Buna N 


Manufacturing Company « St. Louis 10, Mo. 


IN THE MANUFACTURE OF PRECISION PRODUCTS 
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Sell Draft King 
Chimney Caps 


You make money ... 
Customers save money! 


The Perfect Cap for all Chim- 
neys, Flues and Ventilators. 
You'll do a volume business with 
Draft King when customers learn 
of its money-saving benefits. 
Draft King turns flue gases into 
perfect heating combustion—elim- 
inates chimney clogging soot and 
costly fuel waste. No moving parts 
—nothing to wear out. Made of 
either all-weather galvanized steel 


or aluminum. 


Other DRAFT KING 
Customer Benefits: 


Wind, rain, snow and ice proof 
Eliminates damaging chimney fires 
Acts as a spark arrester 

Prevents pilot blowouts 


Easy to install 


Improves appearance of chimney 
Priced under competitive makes 





Stops ALL 
draft 
troubles! 


SIDE DRAFTS 
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= 

‘= 
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UP DRAFTS 





DOWN DRAFTS 
pert hiit}y 


Watelal hiclaiia-1o Mio} 7 


A. R. WOOD MFG. CO. 


Luverne 


Minnesota 
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Gas-Fired Furnaces 


“ECONOMATIC” LINE of gas-fired fur- 
naces in lowboy (4 models), high- 

| 
boy (2 models) and counterflow (2 


models ) Kalamazoo | 


arrangemenis 


Furnace & Appliance Mfg. Co., Dept. 
1A, 100 Rochester Ave., Kalamazoo. 


Vich. Designed for minimum space 
requirements, units have sectional 
heat exchangers, heavy-duty motors 
and blowers mounted on rubber and 
pressed steel burners. Model GL low- 
boys range from 64,000 to 120,000 
Btu; GH highboys are rated from 
80,000 to 100,000 Btu; GC counter- 
flow units range from 80,000 to 
125,000 Btu. Units burn either natur- 


al or propane gases, 


Hammer, Hatchet Line 


“ESTWING” LINE of one-piece forged 
hammers and hatchets, designed for 
proper balance, unaffected by usage 

W. A. Whitney Mfg. Co., Dept. 
AA, 636 Race St., Rockford, Ill. In- 
cluded are 12 and 28 oz curved- and 
straight-claw hammers as well as en- 
gineer’s, ball peen, tinner’s setting 
and riveting and masonry hammers, 
and roofing hatchets. Leather grip 
is said to be permanently bonded; 
one-piece metal construction elimi- 
nates breakage, splintering and loose 
heads. painted 
finish; polished finish is also avail- 
able. Leather grip is not affected by 


Tools have blue 


oil, perspiration or grease, the com- 
pany reports. 


G-B DUCT 
DISTRIBUTORS 
(See ad on facing page) 


AMARILLO, Morrison Supply Co. 
ATLANTA, Reynolds Aluminum Supply Co. 
AUGUSTA, Ga., Noland Co. 
BALTIMORE, Leroy Insulation Co. 
BILLINGS, Mont., Big Horn Supply, Inc. 
BIRMINGHAM, Hall-Newsome Co. 
Hart-Greer, Inc. 
Shook & Fletcher Supply Co 
BROOKLINE, Mass., Homans-Kohler, Inc. 
BUFFALO, industrial insulation Sales, inc 
CHARLESTON, Dunbar Metal & Supply Co., Inc. 
CHARLOTTE, N. C., Guy M. Beaty & Co. 
CHATTANOOGA, Guy M. Beaty & Co. 
CHICAGO, E. C. Carison Co. 
CLEVELAND, The Miles Materials Co. 
COLUMBUS, Santeler Brothers 
CORPUS CHRISTI, Precision Insulation Co. 
DALLAS, Insulation Supply Co., Inc. 
Payne-Ladewig, inc 
DAVENPORT, Republic Electric Co. 
DECATUR, Ga., Lennox Industries 
DENVER, Gene Wright Lumber Co. 
DES MOINES, iowa Asbestos Company, Inc. 
DETROIT, J. L. Johnston Co. 
FORT WORTH, The Bracken Company 
HOUSTON, Precision Insulation 
INDIANAPOLIS, Central Supply Company 
JACKSON, Miss., Paine Refrigeration & Supply Co. 
JACKSONVILLE, Florida Air Conditioners 
Southernair Distributors 
KANSAS CITY, Kelley Asbestos Products Co. 
LITTLE ROCK, Gunn Distributing Co., Inc. 
LOS ANGELES, Western Fibrous Glass Products Co 
LOUISVILLE, General insulation & Roofing Co 
LUBBOCK, Tex., Morrison Supply Co. 
MIAMI, Crabtree Insulation Co 
Fiber Duct Distributors 
MYRTLE BEACH, S. C., Air Conditioning Supply 
NEW HAVEN, Conn., insulation Supply Co. 
NEW ORLEANS, Eagle Asbestos & Packing Co. 
NEW YORK, Eastern Steam Specialty Co. 
NORFOLK, Va., Automatic Equipment Sales Co 
OMAHA, Cardinal Supply Co. 
ODESSA, Tex., Morrison Supply Co. 
PHILADELPHIA, John F. Scanian, Inc. 
PHOENIX, Kircher Asbestos & Rubber Co 
PITTSBURGH, Dravo Corporation 
RIC¥MOND, Automatic Equipment Sales Co., Inc. 
Reynolds Aluminum Supply Co. 
ROCKFORD, Ili., Mott Brothers 
ST. LOUIS, Hollander & Co., Inc. 
SALISBURY, Md., Automatic Equipment Sales Co., Inc. 
SALT LAKE CITY, Bullough Asbestos Supply Co. 
SAN ANTONIO, The Bracken Co. 
SAN FRANCISCO, Western Fibrous Glass Products Co 
SEATTLE, Western Fibrous Glass Products Co. 
SHREVEPORT, La., Frith Sales Co. 
SOUTH BEND, Place & Co. 
SYRACUSE, Industrial Supply Co. 
TALLAHASSEE, Baker's, Inc. 
TAMPA, Eagle Roofing & Art Metal Works 
TULSA, Ball Distributing & Engineering Co. 
VANCOUVER, Fieck Bros., Ltd. 
WALDORF, Md., Automatic Equipment Sales Co., Inc. 
WASHINGTON, D. C., Walter E. Campbell Co. 
Wilson Supply Co., Inc. 
WINSTON-SALEM, WN. C., Air Conditioning Supply 


gb 
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During the rush season, you’ll 
INSTALL MORE JOBS, MAKE MORE MONEY 
with new G-B DUCT! 


Don’t miss the boat during the busy months that lie ahead — see your local distributor 
of new G-B Duct right away about the first prefabricated round glass fiber duct! Actual 
cost comparisons reveal that G-B Duct, compared with metal insulated ducts, can save you 
22%-27% on application costs —and up to 50% in installation time! 


Here’s why: G-B Duct comes in one-piece 6-ft. sections, ready-to-use —no pre- 
assembly, no folding. With G-B Duct there are no longitudinal flaps or seams to be 
stapled and taped—no messy adhesives and no drying time. G-B Duct can easily be 
cut and fitted with a knife and the templates provided, and sheet metal collars and 
connections are readily available. Sizing is no problem because G-B Duct is made in the 
same nominal sizes as round sheet metal pipe and fittings. 


For every heating, air conditioning or combination job, use G-B Duct —and you'll 
save time and money. And after installation, you'll have no worries about a “tight” job. 
Uniformly thick glass fiber walls provide positive thermal insulation and maximum sound 


absorption, while the continuous airtight plastic vapor barrier sleeve positively prevents 
condensation. 


FOR NAME OF YOUR NEAREST SUPPLIER, SEE ADJOINING COLUMN 


DSTI BACON suger Zao GBT 


Thermal and acoustical glass fiber insulations ¢ Pipe couplings and fittings ¢ Molded glass fiber pipe insulation 
226 W. 10th St., Kansas City, Mo. 
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ee got a 


good name... 


this new fan and limit control*. Ought 
to be worth something in our pitch to 
the field. Gives us a quality story... 
and the outfit’s got branch offices from 
here to the DEW line. This is some- 
thing we can sell to our key distributors. 
These guys know what a strong field 
service organization means in a pinch. 


Won’t cost us any more than the one 


we're using now—so let’s give them a 


try on the next run. Better get off a 


bulletin to our field men tomorrow. 


ao 


% The General Controls L-44 is 
available in 3 models: fan con- 
trol, limit control, and combina- 
tion fan and limit control. Gives 
you competitive price advantages, 
famous-name backing, and 42 fac- 
tory branch offices. Write today 
for full information, or check the 
yellow pages for your nearest 


factory branch office 


GENERAL 
CONTROLS 


Manufacturers of America's Finest Automatic 
Controls for Home, industry and the Military 
Glendale, Calif. + Skokie, iil. « Guelph, Ontario, Canada 


Six Plants ~42 factory branch offices serving the 
United States and Canada 
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Air Cooled Unit 


AIR COOLED summer air conditioning 
unit rated at 714 hp and featuring 
360 deg air distribution—Heating 
and Air Conditioning Div., Stewart- 
Warner Corp., Dept. AA, 1826 
Diversey Pkwy. Chicago 14. Floor 


model or suspended unit can be used 


: cu wwe ¢ 
as direct cooling unit or ducted to 
provide central cooling for multi- 
room areas. Air or water cooled free 
standing units are available in 2, 3 or 
5 hp models with remote condensing 
units; 714 hp models have cooling 
capacity of 84,000 Btu, require 3- 
phase electrical outlet. Horizontal 
units have twin blowers and four- 
way louvers. Replaceable filter can 
be removed from either side or rear; 
drain and refrigerant lines leave at 


back of unit. 


Oil-Fired Water Heater 


OIL-FIRED. packaged water heater in 
three sizes, all with 30 gal. reserve 
tanks, said to heat 135, 200 or 270 
gph Petro, Dept. {A, 3170 PW. 
106th St., Cleveland 11, O. Bottom of 
heat exchanger is exposed to direct 
radiant heat from burner and entire 
outer surface of glass-lined tank ab- 
sorbs additional heat from rising 
combustion gases, said to produce 
low stack temperature. Combustion 
chamber is lined with lightweight in- 
sulating refractory to minimize 
warm-up periods of incomplete com- 
bustion. Heater has no tubes. Flue 
liner is aluminized to reflect heat and 


prevent rust. 
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INSTALL 


Teo}, fefafe 
SONOAIRDUCT. 


FIBRE DUCT 


for slab perimeter heating or 
combination heating and cooling! 


Save installation time, labor and money—without 
lowering construction quality! Economical SoNoAIR- 
pucT handles easy, levels quickly. 23 sizes, 2” to 
36” 1.D., with the larger diameters ideal for com- 
mercial and industrial heating and cooling where 
duct is encased in concrete. Meets and exceeds 
F.H.A. criteria and test requirements for this type 
product. Free installation manual, See our catalog 
in Sweet. 


For complete information and prices, write 


SONOCO 
Construction Products 


SONOCCO PRODUCTS COMPANY 


SONOAIRDUCT 
is made in 
standard lengths 
of 18’. Other 
lengths available. 
Can be sawed on 
the job! 


HARTSVILLE, S. C. 


MONTCLAIR, N. J. 
AKRON, INDIANA 
LONGVIEW, TEXAS 
ATLANTA, GA. 
BRANTFORD, ONT, 
MEXICO, D.F. 





New Concept 
in Opposed Action 
Damper Construction 


ACCURATE! and as easy to 


fabricate as conventional dampers. 


“OPAX" Linkage Set 
is Complete as Shown 


"“OPAX" Set attaches directly to blade — No Stands. 
Accurately operates damper blades as narrow as 5" 
Extremely simple to lay-out and install. 


Neva-Bind construction assures smooth operation ... Compensates 
for damper inaccuracies. 


Write now for complete information and local distributor — 
or... send $1.00 for sample “OPAX" Linkage Sef. 


THE GREATEST NAME IN SHEET METAL SPECIALTIES 


/MA\ 














DURO-DYNE CORP., Route 110, Farmingdale, New York 
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Year ’Round Units 


“COMFORT CENTER” combination 
heating and summer air conditioning 
system which includes electronic ait 
filter—York Corp., Subsidiary of 
Borg-V arner Corp., Dept. 1A, 


Roosevelt Ave.. York, Pa. Combina- 
tion unit measures 59 & 51 X 27 
in. Built-in filter is said to trap par- 
ticles smaller than 1/25,000 in. Fur- 
nace is gas-fired unit: air condi- 
tioning coils and_ electrostatic air 
cleaner are mounted on top of fur- 
nace. Filter is mounted over return 
air opening; cooling coil is mounted 
over the supply opening of the fur- 


nace, 


Blower Motors 


SINGLE-PHASE motors for belt driven 
fans and blowers rated from 1/3 to 
l hp Electric Motor Div.. . , 
Smith Corp., Dept. AA, 531 N. Ath 
St., Tipp City, O. Motors have dy- 
namically-balanced, pressure-cast ro- 
tors, snap-action switch actuator, pre- 
lubricated and sealed ball bearings. 
“oversize” pure silver switch con- 
tactor, windings and __ insulation 
dipped and baked in synthetic resin 
varnish, resilient mounting rings on 
bearing hubs. rolled steel frame and 
cast iron end bells. Mounting base 
and shaft extension dimensions are 
same for all fractional hp motors. 
Voltages are 115 and 115/230. All 
motors are wound for rotation in 
either direction. All motors are 1725 
rpm, 60 cycle open drip-proof con- 


struction. 
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Engrs.& Consults. Gu Bert ASsOciaTEs.INC., 


Reading, Pa.; Gen. Contr. A. FriepertCH& SONSCo., Rochester, N.Y.;Roofing& Sheet Met. Contr. BARTHOLOMEW & HALL, INC., Elmira, N.Y. 


Performance of 


REVERE-KEYSTONE* 


2-PIECE CAP FLASHING 
on Milliken power station resulted in its being re-specified on many additional jobs 


When the Milliken Station of the New York State Electric & 
Gas Corporation at Ludlowville, N. Y., was in the design 
stage a set of plans was submitted to Revere’s Technical 
Advisory Service for comments and suggestions. 

After careful examination Revere recommended that the 
Thru-Wall Flashing required should be installed in accordance 
with procedures recommended in the Revere Manual, “Copper 
and Common Sense.” For the cap flashing the new Revere- 
Keystone 2-Piece Cap Flashing was recommended. 

These recommendations were oocagees by Gilbert Associ- 
ates, Inc., and the installation made. The results were so satis- 
factory that they have been re-specifying this 2-Piece Cap 
Flashing, wherever practical. Here are the reasons: 

FREE WALL—It provides the roofer with an unobstructed wall 





Revere Keystone 
3-Wey Tu Wel 











“ Pest 


PHOTO SHOWS nect-appearing, tight-hugging, easy-to-install Revere-Keystone 
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face for the placement of the base flashing. Receiver is laid in 

during construction of wall, while the insert is snapped in only 

after all roof and base flashing work is finished. 

STRAIGHT CLEAN LINE, PERMANENT GOOD LOOKS—Factory-bent 

to precise dimensions. 

PERFECT WEATHER-SEAL—Factory-formed angles on the receiver 

and insert cause latter to hug the base flashing, weather-seal 

effectively. 

NON-LEAKING DAMLOCK—Requires no soldering except for 

special conditions. 

CAN BE DISASSEMBLED—Insert can be removed with a simple 

tool and used again, with no loss of neatness or snugness, when 

the built-up base flashing or roofing has to be repaired. 
*Patent No. 2,641,203 Other Pats. Pending: 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 


Mills: Rome, N. Y.; Baltimore, Md.; Chicago, 
Clinton and Joliet, Ill; Detroit, Mich.; Los 
Angeles, Santa Ana and Riverside, Calif.; 
New Bedford, Mass.; Brooklyn, N. Y.; New- 
port, Ark.; Ft. Calboun, Neb. Sales Offices in 
Principal Cities, Distributors Everywhere. 


INSET AT LEFT SHOWS detail of Revere-Keystone 2-Piece Cap Flashing with 
combination receiver and Thru-Wall Flashing. Receiver is furnished in 49” 
lengths (48” layup), with 1” interlocking tongue which assures proper 
ali t. A standard 4” flat copper receiver with 4%” hook dam is also 


available. 





% ape $ bey 4 
SES Pe ge a 


2-Piece Cap Flashing completely installed. There were about 3,000 sq. ft. 
of Revere-Keystone 2-Piece Cap Flashing and 3-Way Thru-Wall Flashing, both plain and lead coated, used on this building housing a 135 megawatt unit 
which was put into operation in June, 1956. 
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Ventilator-Skylight 


“Conso” COMBINATION skylight and roof ventilator 
made of lightweight plastic and steel—Consolidated 
General Products, Inc., Dept. AA, 24th and Nicholson 
Sts., Houston 8, Tex. Glass fiber-reinforced polyester 
plastic hood in shape of dome passes about 2/3 of out- 


side light, admitting diffused illumination. Shatter- 


: 


proof plastic hood is resistant to atmospheric and 
chemical corrosion. No extra supporting members or 
special reinforcements of structure are required. Fan, 
sheathed by galvanized steel housing, is powered by 


heavy-duty electric motor with automatic thermal over- 








ORNAMENTAL LEADER STRAPS 


Fy oy 7 A w Rival” & “Fitrit 


Straps — Copper 

& Zinc in 6 styles 
2”, 2 a SOLD THROUGH 
Sizes JOBBERS ONLY 


‘*FITRITE’’ ROOF STRAINERS 


Bronze and Aluminum 


BEEHIVE 
3”-8" round. 
Also 3” x 4", 
@ = 5” 
square 


3 types 


dili™».* 
<q 





ADJUSTABLE PIPE SNOW GUARDS 


“PITRITE” 


“PROTECTOR” 
3 pipes, 


Yq” LPS. 2 ipo, 
fe of Yo" 1.P.S. 
¢ For smaller 
ypes roofs, new 
of steep 


vents or old. 


To Protect Trade Please Use Printed Stationery 








load cutoff switch. Counter-balanced, gravity-operated 
automatic louvers beneath hood control air flow. Lou- 
vers have nylon bearings. Ventilators are in 18 sizes 
with fans from 24 to 48 in. diameters. Hoods range 


from 45 to 8014 in. square. Complete units weigh from 
127 to 335 |b. 


Electronic Air Cleaners 


Sertes 300 or “Compact Line” electronic air clean- 
ers, raising number of models to 15 with 10 capacities 
ranging from 800 to 9600 cfm, in horizontal or vertical 
styles—Electro-Air Cleaner Co., Inc., Dept. AA, Olivia 
and Sproul Sts., McKees Rocks, Pa. All parts are guar- 
anteed for five years. “Inside curve” ionizer utilizes 
intense area of ionization, the company explains; “in- 
side curve” on face of negative electrodes provides 
maximum area of electron discharge. Plate spacing 
has been reduced by 5/16 in. to increase intensity of 
electrostatic field between collecting plates. Efficiency 


rating is 90 percent, according to the company. 


Spot Welder 


“Lectro Spot” welder with built-in electronic timer 
Viller Electric 
Mfg. Co., Dept. AA, 718 S. Bounds St., Appleton, Wis. 


Timer and handle pressure multiplier are adjustable. 


designed to produce uniform welds 


When operating handle is depressed, tongs grip work 


at predetermined pressure, start switch is actuated and 


THR 


CAIN MANUFACTURING CO. 
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alam). BUYING 
Mh QUALITY 


IS money in 
your pocket 


Increased profits for you come 
from Fraser-Johnston top 
quality engineering and con- 
struction which assure you... 








FAIR 
MARGIN 


SATISFIED 
CUSTOMERS 


EASIER 
FASTER 
INSTALLATION 


PROPERLY 
SIZED 
INSTALLATIONS 


FEWER 
CALL BACKS 


Fraser-Johnston’s basement, upflow, countarfiow and horizontal 
furnaces with matching coils and eondensing units make 
up today’s “value line of the air conditioning’ industry.” 


Write for complete catalog and prices. 





—- Fraser Jabeste 


OVER A QUARTER CENTURY OF LEADERSHIP + 1900 - 17TH STREET, SAN FRANCISCO, CALIFORNIA G& 





——) 
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ayetre 


Portable Brake 
Bar Fold 





Saves you 
time and money... 


ELIMINATES NEEDLESS 
TRIPS BETWEEN 
SHOP and JOB 


The combination brake and bar easily 
slips into the slotted stand. The stand 
folds up to a convenient 36” x 24” 
flat package, making it truly portable. 


Design provides even pressure along 
the entire 36”’ length of shoe using 
sheets up to 20 gauge. 


Sturdily built, Fayette will give you 
many years of useful, money saving 
service. Order today . . . start cutting 
costs immediately. 


PITTSBURGH SEAM e WALL STACK, DUCT 


AND OTHER PARTS AND FITTINGS 


DISTRIBUTOR + JOBBER 
TERRITORIES AVAILABLE 
Write or Wire Today. 


FAYETTE MFG. CO. 


210 MAIN ST. 
MORENCI, MICHIGAN 
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weld sequence starts. Light shows 
when current is on. Unit is available 
110-v or 220-v 1.5 
KVA models weighing 29 lb; and 
220-v 2.5 KVA size at 39 lb. the 


company reports. 


in three models: 


Gas Pressure Regulator 


| Mopet RV-31 gas appliance pressure 


regulator with outlet pressure tap lo- 
cated on top of regulator—Maxitrol 


Co., Dept. AA, 12200 Beech Rd., De- 


troit 39. Outlet pressure tap and 


smaller dimensions than 


predec "eS- 


sors make unit suitable for water 
heaters, incinerators and other equip- 
ment with limited mounting areas. 


Compressed width dimension is 
2 15/16 in.; overall height is 2 7/16 
in. Pipe turn radius is 114 in. Ca- 
pacity for main burner and pilot load 
applications is 120 (pilot flame) to 
95,000 Btuh of 800 Btu per cu ft, 


0.7 specific gravity gas. 


Gutter Strainers 


LINE OF ROOF gutter strainers in 
round and square styles and four 
types of gutter-matching wire alloys 

Wiretex Mfg. Co., Inc., Dept. AA, 
10 Mason St., Bridgeport 5, Conn. 
Wire alloys are in galvanized steel, 
copper, aluminum and stainless steel. 
Strainers are crimped and spaced for 


added strength for gutters. Strainers 


are sized to fit all types of gutters 


and are available in various wire 


size selections, according to the 


manufacturer, 


The New Look 
In Year Around 


Air Conditioning 


Weslo 


ea 


1. Filtered Forced Air Gas 
Furnaces 


2. Counter-Flo or Up-Flo- 
Twenty-four Models 


3. Heating Capacities—60,000 
to 250,000 BTU 

4. Cooling Capacities—Twe 
to 7% Tons 

5. Air Cooled Remote 
Condensing Units 


6. Matching Evaporator Coils 








“tuck-aire FURNACE COMPANY 
2045 Evans Avenue - San Francisco, Calif. 


“PIONEERS AND LEADERS IN 
AIR CONDITIONING COMFORT" 
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"This sheet has just the right stiffness and ductility: 


He’s talking about a sheet of Bethcon galvanized steel, and 
his enthusiasm is shared by an ever-growing number of 
sheet-metal workers. 


Bethcon has that very desirable combination of stiffness 
and ductility because of Bethlehem’s up-to-the-minute con- 
tinuous galvanizing lines, which include a continuous 
annealing process. This treatment turns out sheets which 
are easy to work into a strong, rigid sheet-metal product. 

Bethlehem’s continuous galvanizing process bonds the 
zinc to the steel so tightly that it virtually eliminates peeling 
or cracking of the coating. Even when you double the sheet 
back on itself, the zinc stays put. The coating is uniform, 


too, both in appearance and in thickness. Since a Bethcon 
sheet has no drip end, it has no bothersome bead. 

You can order Bethcon in 13-gage and lighter, in either 
plain open-hearth or copper-bearing steel. A Bethlehem 
representative will gladly call to discuss your sheet-metal 
operations with you, and to give additional information 
about Bethcon. Just call or write to the Bethlehem sales 
office nearest you, or write to the address below. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation. 


BETHLEHEM STEEL 
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water which comes 
through louver. Units are in direct or belt-driven mod- 
els. 





Furnace Line 


Series 10 “IMPERIAL” line of gas-fired furnaces in ° ° 
° Self-Contained Air Condi 
five sizes of counterflow models from 80.000 to 160.- Conditioners 


000 Btu and nine sizes of highboy models rated from FIVE MODELS OF self-contained, air cooled summer air 
75,000 to 200,000 Btu—The Payne Co., Dept. AA, conditioning units for residential and commercial ap- 
855 Anaheim-Puente Rd., La Puente, Calif. Featured plications, in 2, 3 and 4 hp models with 19,700 
are “Black Iron” or “Astrogard” coated heating ele- 

ments for resistance to corrosion and burn-out. “As- 

trogard” is a formula of 23 elements combined for 

fusion to metal by special process. It is applied to all 

the company’s products which have coated heating 

elements. 


Penthouse Ventilators 


Types DRP anv BRP penthouse ventilators designed 
for moving large volumes of air at low static pressures 

Power Line Fan Co., Dept. AA, Plainfield, N.J. 
Streamlining is said to reduce air turbulence; under- 
coating with sound-deadening material also cuts down to 40,000 Btuh capacities—Ilg Electric Ventilating 
noise. Anti-corrosive coating makes units weather- Co., Dept. AA, 2850 N. Pulaski Rd., Chicago 41 
proof; special insulation is available to prevent con- 


densation within penthouse, save heat during winter 


. Low 
speed blowers and glass fiber insulation are designed 
to reduce operational noise. Corrosion resistance of 
sheet metal parts permits outdoor installation. Overall 
large front overhang with built-in water — tray dimensions of 4 hp model are 5914 X 32 X24 in. 


and further reduce operational noise. Featured is 


(LEAL YOURSELF + ms ows 


ONE SELLS THE OTHER! Prospects for fuel oil filters and Cn Ee General 
furnace humidifiers are frequently one and the same. < » wea. nit woe 


Combine these two profitable lines and one gets business 
for the other! 





FAST, PROFITABLE INSTALLATIONS! No complicated 
assembling or fitting — and no service. “call-backs’’. Gen- 
eral Humidifiers and Filters are trouble-free . . . each a 
leader in its field. 


SURE, YEARLY REPLACEMENTS! Easy, added profits from 
yearly replacements of General Filters Replacement Car- 
tridges (fit all leading filter makes!) and “Porous Weave” 
Evaporating Plates. 


General Fuel Oil Filters and General “800” Furnace Humidifiers go “hand-in- 
hand” in sales—and profits. General Filter users are prime prospects for humidi- 
fiers—and vice versa. When you service one, recommend the other. Doubling up 


your sales effort saves time, service trips and money — makes handling 
GENERAL doubly profitable! 


GENERAL FILTERS, INC. 


Your Jobber Knows and Trusts Gowcea€d 43800 Grand River Avenue + Novi, Michigan 
He Stocks Both . . . How About You? IN CAMADA: Conadian General Filters, Ltd., 39 Crockford Bivd., Scarborough, Ontario 


SEE OUR DEALER INCENTIVE PLAN 


AMERICAN ARTISAN, Juty 1958 








So you wanna 


BUY DIRECT? 


You’re dollars ahead in every way with a Distributor 
behind you. He offers you J unparalleled services 
you can get nowhere else: 


COMPLETE STOCKS 


Heating, cooling, fittings, controls, repair parts, etc. 


ENGINEERING and LAYOUT 


Technical assistance for difficult installations. 


REGULAR SALES CALLS 
Personalized help by an expert. 
SCHEDULED DELIVERIES 
Material you want when you want it. 
FINANCING 
Your capital is not tied up in inventory. 
SHOW ROOMS 
Best sales-clincher for your prospects. 
PROMOTIONAL PROGRAM 
Financial and material help in your advertising. 
Your distributor can be your best friend. 
Call on him — convince yourself! 


OF UTICA 


For the name of the International Wholesaler nearest you 
and a complete International catalog, write 


International Heater Company, Utica 2, New York 


Associate Member: NATIONAL HEATING AND AIRCONDITIONING WHOLESALERS, INC. 
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Orville Wright makes the 

first flight in a heavier- 
than-air craft at Kitty 
Hawk, North Carolina 


and, ia 1903 


completes its first 
38 Years of Building 
Top Quality Heating Products 


1958 
A Brand Name of Quality 


tor QQ vears 
ANCHOR 


offers continuing Customer 
satisfaction in its 
Complete Line of Heating 
and Air Conditioning 
Equipment 


PROTECTED FRANCHISES 
NOW AVAILABLE 


Zar Qull Details 


CALL, WRITE OR WIRE 


ANCHOR 


STRATTON & TERSTEGGE CO., Inc 


P O. Box 311, New Albany, Ind 


| Briggs Dr., East 
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Metal Fastening Unit 


“But-N-HoLp” machine for metal-to- 
metal fastening without rivets, bolts, 
screws, soldering. welding, slots or 
tabs—Bar-Brook Mfg. Co.,  Ine., 
Dept. 4A, 6135 


Linwood Ave., 


Shreveport, La. Button-and-slot fast- 


ening device requires only a_ ball 
peen hammer. Die adjustments pro- 
vide for variety of button spacings. 
10 Ib. 


Lnit is especially designed for prod- 


Portable bench tool weighs 


ucts such as louvers, ducts and struc- 


tural members. according to the 


manufacturer. 


Metal Stapler 


Move. P-10 portable metal stapler 
for heavy-duty fastening jobs on 


steel, copper, aluminum, _ plastics, 
Bostich, Dept. AA, 2002 
Greenwich, R.1I. 


Stapler handles maximum combined 


fibers. etc. 


thickness of approximately 0.080 in. 


| steel, depending on hardness; unit 


fastens up to 4 in. of other ma- 


| terials. Reversible grip handles per- 


mit operation in any position. Trig- 


ger is located in handle. A 360 deg 


FROM MASTER-CRAFT 


NEW LARGE CAPACITY 
SOOTMASTER 
FURNACE CLEANER 


The engineering principles used 
to develop MODEL 581 have 
made furnace cleaning more eco- 
nomical than it has ever been 
before. 

The THROWAWAY filter bag 
provides a safe easy method of 
soot disposal. 

Lightweight, more powerful, new 
larger capacity container, larger 
filter area designed for lasting 
suction, plus new power cooling 
design make this machine quieter 
and easier to use than any other 
suction cleaner available. Protec- 
tive rubber bumper around base. 


FASTER, EASIER CLEANING 


THAN EVER BEFORE 
only *127-S0 


Slightly higher in Caneda and west of Rockies 


COMPLETE WITH 27°’ CREVICE TOOL, UTILITY NOZ- 
ZLE, 6’ FLEXIBLE METAL HOSE, 10° DUCK COVERED 
HOSE & 10 DISPOSABLE FILTERS. 


Blower MODEL 581A available at slight extra 
cost. 


Send for literature. Jobber-Distributor inquiries 
invited. 


% a ms 4 oS hy 

ae, R-CRAFT 
UPPLY CO., INC. 

W. HAVERSTRAW, N. Y. 


Manufacturers & Suppliers of Cleaning Equipment 
Distributed in Canada by Imperial Refractories, Ltd. 
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Stainless steel installations like this are a boon to prestige as well as profits. This building 
is owned by the New Jersey Turnpike Authority. All stainless steel architectural work, except 
door moldings, was done by Chris Anderson Roofing Company, Perth Amboy, New Jersey. 





























Why Stainless Steel Jobs Help Boost Profits 


Every day, more construction jobs are “going stainless 


steel” for trim, mullion covers, building fronts, signs, and 
curtain wall panels. Architects prefer this attractive metal 
because it blends naturally with other building materials. 
Owners like its rich appearance, durability, and ease of 
maintenance, 

It will pay you more ways than one to get in on this 
growing stainless business. Certainly, there are handsome 
profits for the firm that works with stainless steel. But there’s 
more than that. Eye-catching stainless installations build 
prestige for your firm . . . lead to more jobs. 

If you would like help with stainless work, just call on 
your nearby distributor of Armco Stainless Steels. He will 
gladly work with you on grade selection, fabricating tech- 
niques, and business-getting ideas. His complete stocks of 
Armco Stainless Steels mean quick delivery, too. If you 


don’t know his name, please fill in the coupon and mail 
it to us. We'll help you get in touch with him. 


ARMCO STEEL CORPORATION, 2248 Curtis St., Middletown, Ohio 
Please send me the name of the Armco Distributor 


nearest me. We fabricate 
New 





Steels are “Slax 
born at 
Armco 





POSITION 





COMPANY 





STREET 





ciTy 


ARMCO STEEL 





PRMCO 


Vi 
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Armco Division + Sheffield Division * The National Supply Company « Armco Drainage & Metal Products, 
Inc. * The Armco International Corporation * Union Wire Rope Corporation * Southwest Steel Products 
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in head _ itself, to 
increase resistance to stripping. Screws are available 





in types A and Z in production quantities. Full thread 
rotation of entire unit is provided by ball bearing 


attachment. Unit weighs 24 Ib. requires 75-90 psi 
air pressure. 


is said to eliminate “spinning” in light gage metals. 


Horizontal Heat Pump 


HORIZONTAL HEAT PUMP which can be installed as re- 
Sheet Metal Screws 
mote or self-contained unit by separating or coupling 


“Hi-THreap” self-tapping screw for use with thin sections—Lennox Industries Inc., Dept. AA, 200 S. 


gage metal sheets—Parker Kalon Div., General Amer- 


£4. 


12th Ave., Marshalltown, la. Compressor has over- 
size motor with refrigerant motor cooler; it is said to 
operate with condensing temperatures up to 145 F 


ican Transportation Corp., Dept. AA, Clifton, NJ. and with evaporator temperatures below zero F. De- 


Qcrew is threaded full to the head with last thread frosting in compressor section is controlled by thermo- 


Prod uction Be n di 11 for duct sections and long, light-gauge work 
CHICAGO SPEED-BENDER 


8 feet of 24-gauge or 5 feet of 
20-gauge galvanized steel 


Adjustable front gauges; 
disappearing pin gauges for bending 
from notches; and spring-loaded 
gauge pins to make \-inch edge for 
Pittsburgh lock 

Hydraulic operation 


Foot-switch control 


Can be arranged for automatic 
cross- breaking 


Full particulars upon request 


EHICAG® DREIS & KRUMP MANUFACTURING CO. 


Press Brakes + Press Brake Dies + Straight-Side-Type Presses * Bending Brakes * Special Meial-Forming Machines 
DREIS EKRUMP 


7404 South Loomis Boulevard + Chicago 36, Iilinois 
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*Before you take a spin—check the oil 


Stainless Steels lend themselves readily to cold spinning. When 
you spin Stainless Steel, be especially generous with the lubricant. Use 
lubricants with sufficient body to withstand the high pressures and 
temperatures that may develop. Because of Stainless Steel’s superior 
toughness, greater pressure is required than that used for carbon steel. 
A good spinning tool is made of hardened alloy steel. It should have a 
large bearing surface to distribute the pressure as widely as possible. 

Spinning Stainless Steel will give you accurate and uniform wall thick- 
ness in one operation not readily obtainable in drawing. Certain shapes 
can be spun more economically than drawn, which may require several 
operations and heat treatment. Remember, too, that certain types of 
steel are more adaptable to spinning than drawing. 

You’ll find that Stainless Steel isn’t difficult to spin, it’s just different. 
You can do a top-notch job with ease when you follow our 130-page 
manual. If you haven’t received your free copy, write on your company 
letterhead for our “Stainless Steel Fabrication Book,” United States 
Steel, 525 William Penn Place, Pittsburgh 30, Pa. USS is a registered trademark 


United States Steel Corporation — Pittsburgh 
American Steel & Wire — Cleveland 
National Tube — Pittsburgh . 
Columbia-Geneva Steel — San Francisco UJ n ited States Steel 
Tennessee Coa! & Iron — Fairfield, Alabama 


United States Stee! Supply — Steel Service Centers 
United States Stee! Export Company 











“I’m the best 
informed man 
in the business 


...thanks to 





“I’ve been in business long enough to think I know 
everybody around, but I’ve learned never to be sur- 
prised when my Dodge Reports show up good jobs 
I didn’t know about.” 

Even the best informed old-timer can’t match 
Dodge Reports for knowledge of all that’s going 
on in the construction industry. That’s because no 
successful contractor can spend all his time getting 
construction news. But Dodge reporters do just 
that—it’s their only job. And every day the news 
they gather is mailed to contractors who use Dodge 
Reports. If you want to know what’s going to be 


F. W. Dodge Corporation, Construction News Division, Dept. 16078 
119 West 40th Street, New York 18, N. Y. 


I want to know how to get more new construction business. Please 


let me see some typical Dodge Reports for my area. I am inter- 
ested in the markets checked below: 


House Construction General Building 


| Engineering Projects (Heavy Construction) 


Area_ 
Name_ 
Company_ 


Address__ 


built, where it’s going to be built, who the owner is, 
who’s designing it and even when the bids are 
wanted, you can get this information for any area 
in which you operate within the 37 Eastern States. 

This is not a year to gamble on getting your 
share of business and making a profit. Use Dodge 
Reports for the assurance of having the business 
opportunities you need. Send the coupon now for 
your copy of “Dodge Reports—How to use them 
effectively,” including the famous “Dodge Specifi- 
cation Form” to help you figure out the kind, size, 
location, etc., of jobs you should go after. 


A 


- 
- 


ports 


struction Industry 


“Hohn 
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equipment developments 


(Continued ) 





stat. Extra coil is provided in indoor section for heat- 
ing function; during cooling cycle, a portion of indoor 
coil is automatically cut off to preserve high rate of 
heat removal. In cold weather, entire face area of in- 
door section is activated. Coils are copper and have 10 
aluminum fins per in. Control center provides choice 
of manual or automatic regulation, permits running 
indoor blower continuously or only when compressor is 
operating, regulates auxiliary strip heater segments 
which are optional equipment. Units range from 3 to 
5 tons nominal cooling capacity and from 12,500 to 
21,500 Btuh heating capacity without strip heaters at 
zero F. 


Dimple Slotter 


Deep THROAT dimple slotter for fabricating louvers, 
turning vanes, air extractors and other sheet metal 
products in shop or on the job—-Airo Industries, Dept. 
4A, 1712 W. Florence Ave., Los Angeles 47. Portable 
machine makes dimple 7, in. in diameter with slit 
across bottom in 18 ga and lighter metal, in single op- 
eration. Portion of product to be fastened is slid into 
slit and metal is peened over for rigid connection. 
Slotter is all steel, weighs about 50 lb, has 6 in. throat. 


Slit size is adjustable to any width from 1/32 to 14 


The new A& | “AIR-WASTER” is 


The most flexible air register — diffuser to reach 
the market in years! Only one unit to stock and 
install for both heating and air conditioning. 

An ideal replacement for registers in older homzs 
where air conditioning systems are being added. 
Installs on wall or baseboard on inside or outside 
walls. 


The A&A “AIR-MASTER” diffuses evenly ... 


degrees, half right and half left . . 
settings can be changed. 


Write for details on the M-series “AIR-MASTER" 


We make a complete line of registers, grilles and dif- 
fusers for all types of heating and air-conditioning in- 


your copy of our new 


stallations. Write today for 
catalog 58, just off the press. 


. and the 35° 


in. Die blade is visible; center spacing gage is ad- 


justable up to 7 in. Punch adaptor is available for 





punching 3/32 to 14 in. holes with standard punches 
and dies. 


Air Cooled Units 


AiR COOLED residential and commercial air condi- 
tioning units rated at up to 254,000 Btuh cooling ca- 
pacities—A merican-Standard, American Blower Div., 
Dept. AA, Detroit 32. Matched performance ratings 
with oversize condensers provide wide range of sizes. 
Each base unit is rated not only with condensers of 
matching size, but also with oversize condensers: re- 
sult is expansion from 6 to 12 capacities available, 
with 6 base units. Cabinet has water-shed design: 
shafts of motor and blower are plastic coated. Cen- 
trifugal fan turns at low rpm. Adjustable motor 
sheave is designed for applications with increased 


s‘atic pressure. 


ideal for home modernization johs! 


=| 


gl 
| UP FOR 
COOLING 


. anywhere! 
Effortless change from summer cooling to winter heating. 
Air flow is adjustable by lever from 35° up to 35° down. 
Vertical fins are factory set to diffuse air to both sides 22 


DOWN FOR 
HEATING 








“he A & A REGISTER COMPANY 


8327 CLINTON ROAD .- 
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Oil-Fired Furnace Line 


Mopets OSU 85 horizontal, OHB 85 highboy, OCF 
85 counterflow and OFB 85 floor model oil-fired fur- 
naces all rated at 84,000 Btuh output at bonnet 
Federal Heating and Cooling Corp., Dept. AA, Char- 
lotte, N.C. Featured are flue outlets on either side, 
ceramic combustion chambers, large belt-driven winter 
and summer circulating blower, and cold air return 
knockouts. Model OFB 85 has gun type burner; 550 
cfm twin blowers. extends 317. in. below floor, burns 
no. 2 fuel oil. Other models have 800-1000 cfm blow- 
ers with 1/6 hp motors, 


Air Conditioning Equipment 


MopeEL G&S- 3TPC air cooled, 3 ton self-contained air 
conditioner; model G&S-4T, 4 hp condensing unit; 
and models G&S-AC75FDF-3 and G&S AC86FDF-3 
furnaces in “Gaffers & Sattler” line—Utility Appliance 
Corp., Dept. AA, 4851 S. Alameda St., Los Angeles 58. 
Air conditioner consists of 3 hp compressor, four-row 
condenser coil, large capacity condensing air fan, and 
evaporator served by twin blowers. Condensing unit 
has capacities of: 48,000 Btuh with 5TD or 5TS evapo- 


rator in connection with three furnace models; 13.000 


DIAMOND 


Btuh with 3 TD or 3 TS evaporator. Furnaces, de 
signed for special area loads, have 75,000 and 86,000 
Btu inputs and two-speed, 1/3 or 14 hp motors, which 
provide 1250 and 1450 cfm to accommodate summer 


air conditioning in semi-arid regions. 


Louvers, Penthouses 


LINE OF weathertight extruded aluminum louvers and 
louver penthouses in standard stationary, “stormproof™ 
stationary and adjustable models—E. Van Noorden 
Co., Dept. AA, 126 Magazine St., Boston. Units feature 
vertical gutter with controlled return designed to pre- 
vent dripping or penetration of water from outside. 
“Stormproof” model has baffles at middle and top 
of blades for added protection against extreme weather 
conditions. Adjustable type has blades which may be 
operated by hand quadrant or chains with spring 
releases. Different finishes and bird or insect screens 


are available. 


Narrow Furnace 


“Micuty Mitre” 58,000 Btu gas-fired furnace which 
is only 10 in. wide—Holly-General Div., Siegler Corp., 
Dept. AA, P.O. Box 2098-D, Pasadena, Calif. Requir- 
ing | ft or less space, unit can be installed in cornet 
or closet in older home where space is at a premium. 
Unit has automatic wall thermostat, factory wired con- 


trols, adjustable speed blower and air filter. 


NYA PV ife) a mJ al | ol 


DIAMOND TOOL 4/14 /0/6Sh0o(), 


DULUTH: MINNESOTA 


TORONTO -CANADA 
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Test Shows Fuel Savings 


up to 15.38% 
with New HUMPHREY 
MD Unit Heater! 


Top Mounted Fan Eliminates Overheated Ceilings 
SE Me OE Um Sl eee ee 





Maintains Temperature within 3 
from Floor to 
18-Foot Ceiling 


Engineers taking 
readings from free- 
hanging thermome- 
ters in warehouse, to 
determine differential 
between floor and 
ceiling. Readings 
were taken at many 
places over the entire 
floor and ceiling 
area, while heating 
first with a conven 
tional type unit heat 
er and second with 
the new MD unit 
heater. 








Humphrey engineers made a comparative test of the new MD Unit Heater with 
top-mounted fan, and a conventional unit heater, both installed in a 50 x 80-foot 
warehouse as pictured above. Results were astounding! 


The MD unit heater maintained a 3-degree temperature differential between 
The completely new Humphrey MD auto the floor and the 18-foot ceiling, as compared with a 17 


-degree differential when 
matic gas unit heater, with top-mounted 


using the conventional heater with horizontal air delivery. 
fan, blows straight down through open 


Calculating actual heat loss for the building, Humphrey engineers found that 

top heat exchanger. Has new type “free ‘ : é 2 é : 

‘cs the MD heater produced substantial fuel savings, by saving those 14 degrees of 
flow” heat exchanger for ultra-quiet op * Pag. ) Q é 
cialtens saw gtielaln. encnded tad heat wasted at the ceiling level. With a 70-degree rise, the fuel saving was 
burners; and interchangeable and op 9.62%. A 60-degree rise produced a saving of 12%. With a 50-degree rise, the 
tional louvers for front, bottom, or side MD used 15.38% less fuel! 
heat discharge. Available in 11 sizes, These tests also prove that the desired indoor temperature in many installa- 
from 60,000 to 270,000 btu. American tions could be naintained with smaller or fewer MD units. 
Gas Association approved. : , - : $ 

Write for the full story of these tests. Find out about this completely new 
type gas fired unit heater that can be installed in less than ideal locations and still 
deliver heat where it is needed, with economies heretofore impossible. 


ST ER A UE. ee I eR RRS 


Originators of GENERAL GAS LIGHT COMPANY 
Gas Unit Heaters KALAMAZOO, MICHIGAN 
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NATIONAL LOCK 


CONTINUOUS 
mites 


for all types 
of heating and 
air conditioning 
cabinets...and 
other metal 
applications 


UNEQUAL WINGS — PARALLEL HOLES 
(ON SPECIAL ORDER) 


SPRING HINGES 


Available in steel, brass, stainless steel 
and aluminum, National Lock hinges 
are offered with equal and unequal 
wings... 3/,” to 31/2” widths ... up 
to 97” lengths . . . with and without 
holes. Write for complete information 


HANDLES - PULLS - LATCHES 
w~ rm CATCHES - HINGES - SCREWS 


IN, NATIONAL LOCK COMPANY 


Y Rockford, Illinois 


new literature... 





Building Insulation 


Four New types of “Alfol” aluminum foil reflective 
insulation are described in a brochure written for 
dealer-contractors, architects, builders, and others in- 
terested in developments in the insulation field. Data 
is given on thermal efficiency, uses, and methods of 
application. Types 44 and 44F are especially designed 
for ceiling applications; types 22 and 22F feature a 
polyethylene backing to provide extra vapor resistance. 
Of particular interest is a tabulation of the comparative 
efficiency of five insulating materials in order of their 
decreasing effectiveness based upon a report compiled 
by the National Bureau of Standards—Reflectal Corp., 
Dept. AA, 200 S. Michigan Ave., Chicago 4. 


Standardized Duct and Fittings 


Two 28 pace CATALocs describe standardized duct 
and fittings for heating and cooling. Part and code 
numbers, size, shipping weight, packaging and net 
prices are given for each type of fitting. Described 
are newly added sizes in 214, 5 and 10 ft lengths of 
“Snap-Lock” small round duct as well as new sizes 
of rectangular duct. Information is also given on 
universal type plenums, stack and register boots with 
“Hem-Tru” collars, universal register boxes with 
hemmed collars, round ceiling diffuser boxes in 
straight and increaser types, round butterfly “snap-in” 
type dampers and wye joints. Send request on com- 
pany letterhead. Specify dealer catalog No. 458-D or 
jobber catalog No. 458-J—Standard Furnace Supply 
Co., Ltd., Dept. AA, 714 S. 72nd St., Omaha, Nebr. 


Filters 


AIR FILTERING PRODUCTS for commercial and indus- 
trial applications are described in a four page illus- 
trated brochure. Included are reproductions of eight 
photographs illustrating standard filters for air con- 
rs and heating units—Owens-Corning Fiberglas 


Corp., Dept. AA, National Bank Bldg., Toledo 1, O 


Blowpipe Nozzles 


“Cut Your FiamMe-Cuttine Costs,” describes how 
quality nozzle construction and proper nozzle selection 
can reduce gas consumption and nozzle replacement. 
Ask for Form 1057—Linde Co., Div. of Union Carbide 
Corp., Dept. AA, 30 E. 42nd St., New York 17. 


Duct Silencer 


CaTaLoc covers “Quiet Duct” sound absorbers for air 
conditioning and ventilating systems. Selection data is 
included—/ndustrial Acoustics Co., Dept. AA, 341 
Jackson Ave., New York 5A. 
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“fast spot heating” 


NOW YOU CAN 3 


F dae 9 


| “QUT-SELL” © 


is IN BOTH 
~ % THE HORIZONTAL 
ee =» = FURNACE AND 


‘4 BLOWER-TYPE 


DOWN-BLO = 
MODEL 4. UNIT HEATER 


“a 


x 


MARKETS 


“Norman 
Three Sixty ° 


UNIT HEATERS > he 


enswer more cbs bene | NOW MORE COMPETITIVE THAN EVER 


The Norman Southerner — today’s leading horizontal furnace value 
—is yours to sell at competitive prices! 


ki Norman Products Company was first to design and produce a com- 
RADIAL-FLO _ pact, gas-fired horizontal furnace. Today the Southerner is the most 

& - advanced furnace of its kind... time-tested and performance-proved 
both as a unit heater and a central heating system. 


Now Norman gives you the competitive prices that will open the 
way to greater sales volume... greater profit-opportunities. 
Completely assembled for fast, lower-cost installation 


bb Residential, commercial and industrial applications in new construction and 
U mM b re | la modernization 


of 10-Year Warranty @ Five sizes: 70-85-100-120-140 thousand BTU input 


Approved by A.G.A. for use as either central heating system or as blower-type 
comfort” unit heater with any type of gas. Also approved for attic installations. 


Write us today for 
descriptive literature 


NORMAN PRODUCTS CO. 
1164 Chesapeake Ave. 


© Patented Sealed-Combustion 

System ... 100% outside 

air for combustion . . . flue Columbus, Ohio 

ae expelled outside un- ; Sr o 
er pressure HBL 

BMS = 

Inputs of 85,000 or 100,000 = 


- he. 4 Norman: PRODUCTS COMPANY 
merican Gas Association 


approved 1164 CHESAPEAKE AVE. COLUMBUS 12, OHIO 
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Direct-Fired Heat Diffusers 


ILLUSTRATED BOOKLET covers direct-fired heat dif- 
fusers installed as central systems for schools, churches, 
warehouses, factories and other large area buildings. 
A step-by-step formula for selecting the proper ca- 
pacity unit is included as well as tables showing rat- 
ings and physical data, fan performance and _ resist- 
ances of filters and other accessories. Ask for catalog 
No. 46 AF 91-—Unit Heater Department, Carrier 
Corp., Dept. 14, 300 S. Geddes St.. Syracuse 1. N.Y. 


Prefabricated Refractory Smokestack 


CrrcULAR describes refractory smokestacks for indus- 
trial applications designed to eliminate necessity of 
frequent replacement. Smokestacks are available in 
3 ft sections with inside diameters ranging from 10 to 
0 inches. Illustrations show typical applications as 
well as installation procedures—Van-Packer Co., Div. 
of the Flintkote Co.. Dept. AA, P. O. Box No. 306, 
Bettendor{, lowa 


Two Furnace Heating System 


THE ADVANTAGES of using two furnaces in residential 


heating applications are described in an eight page « 


consumer brochure. The booklet points out that struc 
tural design of present day homes rambling layout. 
two or more levels, large glass areas create new 
problems in heating. It is explained that by using two 
furnaces the home owner can divide his house into 
zones, each of which is served by its own heating 
plant. In addition to providing greater comfort, the 
company says, a two-furnace system offers the ad- 
vantages of savings in fuel bills, longer furnace life. 
and easy addition of summer air conditioning—Ameri- 
can-Standard Air Conditioning Div., Dept. AA, 40 W. 
Wh St.. New York 18. 


Arc Welding 


How TO KEEP electric arc welding circuits operating 
properly is explained in a 24 page booklet written in 
non-technical language. Ask for “Reducing Costs by 
Proper Care of Are Welding Circuits’—Lenco, Inc.. 
Dept. {4.350 W. Adams St.. Jackson. Mo. 


Flexible Shaft Machines 


ENLARGED EDITION of industrial catalog No. 58 in- 
cludes data on flexible shafts and flexible shaft ma- 
chines. Also described are “Wyco” angle heads, wire 
brushes, grinding wheels and mounted points—W yzen- 
beek & Staff Inc., Dept. AA, 223 N. California Ave., 


Chicago 12. 








In the New York market 
...Where price is 
an important fact 
and rigid building 
codes exist... 
Empire Ventilators 
outsell all others. 





Empire Ventilation Equipt. Co. 


35-39 Vernon Boulevard 
Long Island City 6, N. Y. 
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PARKER-KALON DIVISION, General American Transportation Corporation, Clifton, New Jersey 


For the first time in fastener 
history — Parker-Kalon intro- 
duces Self-tapping screws 
THREADED FULL TO THE HEAD 
. .. THE LAST THREAD ACTUALLY 
TERMINATING IN AN ANNULAR 
ORIFICE IN THE HEAD ITSELF 
. . - the new P-K “Hi-thred’’ 
fastener! 


It’s a completely new idea in 
fasteners—a screw that reduces 
annoying and costly slow- 
downs—holds securely without 
spinning or slipping—even in 
very thin gage metal sheets. 
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PARKER-KALON 


Self-tapping Screws 


Compare the new P-K® “Hi- 
thred” with any conventional 
fastener. See for yourself the 
incomplete last thread on ordi- 
nary screws. Then see how the 
revolutionary P-K “Hi-thred’’ 
is constructed to give you firm, 


dependable fastening right to 


Pat. Pending 


the head of the screw. 


You can obtain samples from 
your nearby Industrial Supply 
Distributor, or write direct to 
P-K. ‘“Hi-thred”’ fasteners are 
available in Types “‘A’’ and 
“Z”’ in production quantities in 
non-countersunk head styles. 





LARGE OR SMALL 


JO-BLAST 
POWER GAS BURNERS 


SAVE MONEY 


THE 
ECONOMITE 
FOR RESIDENTIAL 
INSTALLATIONS 
Capacities from 
75,000 to 700,000 
BTU/hr. input. 





THE 
STANDARD 
Lo-BLAST 


Capacities from 100,000 
to 20,000,000 BTU/hr. 


DUAL FUEL 
Lo-BLAST 


finest oil burner now com- @ 

bined in one great unit. 
Capacities from 600,000 to 

2,500,000 BTU/hr. input. 


AVERAGE 10% LESS IN OPERATING COST 


Lo-BLAST Power Gas Burners save money because 
they eliminate the fuel waste caused by uncontrolled draft. 

When a power type burner shuts off, there is no rush of 
draft air to carry heat up the chimney, a condition which 
would cause a serious fuel waste. The Lo-BLAST Burner 
does not depend upon natural draft, but upon air sup 
plied by a small quzet blower. It provides combustion air 
only when the burner is on! When the burner shuts off, the 
flow of air shuts off. The heating plant thus retains much 
of its heat between operations. 

That’s why Lo-BLAST Burners cost substantially less to 
operate. 


SEND TODAY FOR COMPLETE INFORMATION 


MID-CONTINENT 


\ 8 oe 0 Fae 2-1) DB) OL On hae OO) 
1960 N. Clybourn Ave., Chicago 14, Ill 
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Direct Fired Unit Heaters 


ILLUSTRATED DATA SHEET includes information on 
horizontal discharge gas fired unit heaters— Young 
Radiator Co., Dept. AA, Racine, Wis. 


Blowers for Residential Applications 


Data ON “Vari-Basic” BLOWER UNITS designed for 
use in residential air conditioning and warm air heat- 
ing equipment is given in a four page technical bul- 
letin. Units are equipped with Type CJ spider-inlet 
wheels. Specifications are given for four sizes in each 
of four discharge positions top horizontal, bottom 
horizontal, upward and downward. A set of perform- 
ance curves for each size gives static pressure and 
brake hp as functions of flow rate output at four motor 
speeds—Air Impeller Div., Dept. AA, The Torrington 
Ufg. Co., Torrington, Conn. 


Gas Vents, Prefabricated Chimneys 


BROCHURE ON VENTING titled “Modern Heating De- 
mands Modern Venting” details the functions of Type 
B gas vents and factory built chimneys. The brochure 
points out that use of the vent or chimney increases 
efficiency of gas heating, also cuts the cost of heating 
installations—Gas Appliance Manufacturers Associa- 


tion, Dept. AA, 60 E. 42nd St., New York 17. 


Gas-Fired Winter Air Conditioners 
“CoMEtT-572” factory wired and assembled gas-fired 
winter air conditioners are described in a three color 
data sheet punched for catalog insertion. Keyed photo- 
graphs show components. Line drawings and tables 
give dimensional information, engineering data and 
capacities—Thatcher Furnace Co., Dept. AA, Centre 
St., Garwood, N. J. 


Insulation Stapler 


CATALOG contains information on “L3-CS” outward 
clinch staple tacker for fastening insulation to heating 
and air conditioning ducts. Illustrations include both 
product and application photographs—Markwell M/g. 
Co., Ine., Dept. AA, 200 Hudson St., New York 13. 


Ventilating Fans 


BuLLetin UVS-104 covers belt-driven ventilating units 
with either forward curve wheels or backward blade 
non-overloading wheels. Included are performance 
tables, engineering data, selection and installation in- 
formation and specifications on 12 basic size package 
ventilating fans—General Blower Co., Dept. AA, 
Morton Grove, Ill. 
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AIR CONDITIONING IS PROFITABLE BUSINESS! 


e After 25 years in sheet-metal work, Mr 
Jordan’s business showed tremendous ex- 
pansion after he took on air conditioning 
in 1953. Here he is shown inspecting a 
residential installation in Macon, Ga. Mr 
Jordan handles Carrier equipment exclu- 
sively and uses “Freon” refrigerants to 
help assure trouble-free performance. 


FREON 


*Freon and ¢ 
Du Pont's regi 
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e A carefully worked out seliing plan has helped this business grow. Mr. Jordan is 
shown with sales literature and the Du Pont survey on which his sales plans are based. 


‘Planned selling helped our air conditioning 
business grow more than 4007 in three years” 


Reports Mr. Culver Jordan, President, Culver Jordan, Inc., Heating and Air Conditioning Contractors of Macon, Ga. 


‘“‘With intelligent advertising, an enthusi- 
astic sales force and trained technicians to 
do a topnotch job, air conditioning has 
become our fastest-growing source of in- 
come,’’ says Mr. Jordan. ‘“‘We’ve doubled 
and redoubled our sales in the last three 
years and we’re looking for a quarter of a 
million dollars’ worth of new business in 
1958. With the help of Du Pont’s market 
research on central residential air condi- 
tioning, we’re sure we'll meet this goal . . . 
despite talk of a recession. 

“‘We believe in selling a quality job, so 
we’re happy with Carrier equipment which 
uses Freon* refrigerants,’ continues Mr. 
Jordan. “‘With ‘Freon’ we know we've got 
the world’s best refrigerant.” 

Air conditioning is profitable business —espe- 
cially when you know who the best pros- 
pects are .. . where they are located .. . 


REFRIGERANTS 


of Freon 
tered trademarks for it 


mbinations and F- followed by 


huorinated hydrocarbon refrigerants 


numerals are 


and how to reach them. Thanks to Du Pont 
market research, this information is avail- 
able to you free—plus a wealth of tech- 
nical information on the use, storing and 
handling of “‘Freon’’ refrigerants. For more 
information, contact your complete air 
conditioning and refrigeration wholesaler 
or write: E. I. du Pont de Nemours & Co, 
(Inc.), ‘Freon’? Products Division 177, 
Wilmington 98, Delaware. 





Always ask 
for “Freon” 
from the 
wholesaler 
who displays 
this sign... 











BETTER THINGS FOR BETTER LIVI THROU 


SALES AGENTS: Ansu!l Chemical Co., Marinette, Wisconsin; 
® and Virginia Smelting Co., West Norfolk, Virginia 


REG. U.S. PAT. OFF 


N 


3H CHEMISTRY 


7 
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Hand Tools 


PiFTIETH ANNIVERSARY CATALOG No. W-22 illustrates 
several pliers recently added to the company’s line. 
Also offered is catalog No. HL112 illustrating 12 in. 
“Super Groove-Joint” six-position tongue and groove 
plier with parallel jaws opening to 2-1 inches. Other 
models are offered in 4, 6 and 10 in. sizes. Catalog No. 
DN56 covers 6 in. short nose duck bill plier available 
with or without scoring on the tips—Diamond Tool 
and Horseshoe Co., Dept. AA, 4702 Grand, Duluth, 
Vinn. 


Oil Heat Servicing 


OHI-4853 consumer promotional folder (four pages) 
promotes annual check-up of oil heating plants, 
stresses the importance of periodic adjustment and 
maintenance of oil heating equipment—Oil-Heat I[n- 
stitute of America, Inc., Dept. AA, 500 Fifth Ave. 
Vew York 36. 


Angle-iron Shear 


HYDRAULIC ANGLE-IRON SHEAR designed to shear angle 
iron up to 1x4 1 { in. is described in a two page, 


illustrated circular. Only 26 in. high. shear is said to 


‘Exclusively 
f Yours ° 


aaelicia t-te 
Territories 


have an 18 ton capacity. It may be used on floor o1 
bench. Also described is No. 95 hydraulic punch press 
available in both bench and cabinet models—V. A. 
Whitney Mie. Co.. Dept. 14, 636 Race St.. Rockford. 
lil. 


Dust Control 


BuLLetin 270-A2 describes the operation and applica 
tion of dust control equipment, Installation photo 
graphs illustrate how different combinations of dust 
control units can meet specific job requirements. Basic 
units featured are “AAF Skimmer” and “AMERclone” 
dry centrifugal collectors and “Type N Roto-Clone” 
wet type collector—American Air Filter Co. Ine.. 


Dept. PD. { 1. 215 Central 4ve.. Louisville &, Ky. 


Air Diffusers 


THE FEATURES of “TMD” square and rectangular ai 
diffusers are presented in a 20 page illustrated catalog 
designated TMD-6-58. Two basic types 


one-pret eS 
and removable core models 


are available in various 
sizes and patterns. Photographs illustrate units for 
standard and drop frame installations as well as models 
designed for applications requiring surface mounting. 
Engineering and performance data is included to fa 
Titus Mfg. Corp., Dept. AA, Boa 
810, Highway 20 West. Waterloo. lowa. 


cilitate selection 


41 Models of 


Gas @ Oil ® Coal-Fired 
WARM AIR CONDITIONERS 


Cleanliness « Comfort ° Safety 


The Patented 
OCTAGON Radiator 


“Exclusively yours .. . 
that go into every Kalamazoo Furnace to 
make them the best buy, by far, on the 
market today! ' 
It will pay you to investigate this profit- 


all the fine features 


packed story. Write for information on 


(GLamazoo 


FURNACE & APPLIANCE MFG. CO. 


100 ROCHESTER ST. KALAMAZOO, MICH 
Phone Fireside 5-2149 


available territories. 


Phone « Wire °* Write 


TODAY! 
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This handy guide shows you, instantly, the filter 
refills which may be used, interchangeably, in all 
leading filter units. 


Filtration For Every Known Fluid 


PURQLATOR 


PRODUCTS, INC. 


Rahway, New Jersey and Toronto, Ontario, Canada 
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Reduce 
your 


inventory 


problems... 


THESE 4 PUROLATOR REFILLS 
SERVICE 98% OF ALL 
OIL BURNER FILTER INSTALLATIONS 


With the addition of three new sizes, the 
famous PurOlator line of Micronic® filter 
refills (including gaskets) will now fit 98% 
of all oil burner installations. 

In addition to supplying most requests from 
a minimum stock of four sizes, you can give 
your customers the five outstanding benefits 
of PurOlator Micronic filtration—no matter 
what filter is installed on their job. 


. Water and acid resistant element. 

. Uniform density filtering to .0005”. 

. No channeling or ‘‘soft'’ spots. 

. Will not shrink, distort, stretch, flake 


or deteriorate. 


. A guaranteed filtering capacity of over 
100 gallons per hour U.L. approved. 


r~~MAIL COUPON FOR FREE CROSS-REFERENCE CHART-— 


Dept. OBS-730 Purolator Products Co., Inc. 
Rahway, New Jersey 


Please send me ____.__ copies of your Oil Burner Filter 
Element Cross-Reference Chart. 


Name 





ey ee ie rem 
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ero eee 





“Best Iron? Inland TI-CO 
...it hammers flat and stays-flat!” 


says Ernie Kolpin 


“There are no razor blades or clock springs in TI-CO. 
It’s hard enough to take rough treatment but soft enough 
to hammer down quickly and stay down!” 


—Ernie Kolpin, Shop Foreman, 
BUDD the Furnace Man & Sons 
Hammond, Indiana 


Ask your distributor for the TI-CO 
Brand .. . the galvanized sheet 
tailor-made for sheet metal work . . . 


INLAND STEEL COMPANY 


30 W. Monroe St., Chicago 3, Illinois 


new literature 


(Continued ) 





Year ’Round Air Conditioning 


CATALOG contains information on “Climate Changer” 
central system residential equipment for heating, sum- 
mer air conditioning, or year “round conditioning. In- 
cluded are illustrations, product descriptions, selection 


information, dimensions and 


engineering details, 
mechanical specifications. Furnace input ratings listed 
range from 77.000 to 154,000 Btuh. Ask for residential 
catalog DS-363—The Trane Co., Dept. AA, LaCrosse, 


Wis. 


Stitching Machine 


“Metat Stircuinc, a New Idea in Fastening” (16 
pages) gives information on stitching metal to metal 
or metal to non-metallic materials. Photographs show 
typical applications including attaching insulation to 
duct sections, fastening sheet metal seams on registe1 
feme Steel Co., Dept. AA, 135th St. and 
fve., Chicago 27. 


heads, etc. 


Perry 


Oil and Gas Furnaces 


ILLUSTRATED FOUR COLOR LITERATURE covers oil-and 
gas-fired warm air heating equipment. Specifications 
are given for highboy, lowboy, counterflow, horizontal, 
Thermo-Products, Inc.. Dept. AA, 


and floor furnaces 


North Judson, Ind. 


Mechanical Draft Fans 


CATALOG 1321 entitled “Mechanical Draft Fans” con- 
tains information on airfoil bladed fans with inlet 
boxes for industrial process supply and exhaust appli- 
cations. Fans are available in volumes ranging from 
10,000 to 700,000 cfm, in pressures up to 45 inches. 
Installation photographs and general engineering data 
are included—W estinghouse Electric Corp., Sturtevant 
Div., Dept. G-A06 AA, 200 Readville St.. Hyde Park, 
Boston 36. 


Air Conditioning Equipment 


BULLETINS 133, 137 and 138 describe the company's 
type ga Me 


air conditioners (coil surface type). refriger- 
ant condensers and fan coolers 


Niagara Blower Co., 
Dept. AA, 405 Lexington Ave., New York 17. 


Duct Insulation Adhesive 


CircuLar describes 1A-22 adhesive designed to pro- 
vide quick, strong bond of insulation to metal or in- 
sulation to insulation (at joints). According to the 
company, tack time is only 10 seconds. Adhesive may 
be applied with either brush or roller—Duro-Dyne 
Corp., Dept. AA, Route 110, Farmingdale, N.Y. 
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we hear that... 










CORRECT TOOLS for installing oil burner noz- 
zle are demonstrated by Ralph L. Dennis (center) 
to ( r) I. M. Nelson, Lars Schulein, Charles 
Atkins and J. C. Sloan 






































SCHULEIN CO 


> LE. Chicago area representative 
for Boston Machine Works Co.. cei 
Filters, recently sponsored a three 
day oil burner school 


Peerless Electric 
and General Inc.. 
Subjects covered included “Good Profits in Modern- 
ization,” “Burning Oil Completely.” and “Draft Con- 
trol Is Important.” Sixty-five dealer-contractors, serv- 
ice managers and wholesalers’ salesmen attended the 
school, with one dealer-contractor coming from as far 
away as Lansing. Mich. 
x0 in the 


Classes began at 8: morning and ended at 


5:30 in the evening. with lunch being served on the 
premises by a catering service company. Classes were 
conducted by Ralph L. Dennis and I. M. Nelson of the 
Boston Machine Works Co 
Class participation was the 


key 


tion, each student having the opportunity to adjust 


method of instruc- 


and handle the various equipment covered in class- 
The students were asked to set up 


various conditions and were then asked to make the 


room discussions. 


necessary adjustments to correct such conditions. Nota- 
tions were made of CO, readings, stack temperatures 
and smoke ratings before and after adjustments to 
bring out the effectiveness of proper diagnosis of mal- 
functions. 

In pointing out the importance of proper combus- 
tion, Mr. Dennis demonstrated how the correct angle 
and spray rate of nozzles are related to many of the 
problems encountered in complete burning of oil in a 
He listed 


shape, area and height as well as chimney capacity as 


combustion chamber. chamber 


combustion 
important factors to consider in selecting oil burner 
nozzles. 

>» WestincHouse ELectric Corp. employees had 
proportionately fewer accidents at work last year than 
in any other year in company history, according to R. 
D. Blasier, vice president in charge of industrial re- 
lations. Four divisions received the award of honor 
of the National Safety Council. 









“TI-C0’s coating stays put too 
.. It rolls with the punch!” 


says Bert Leininger 











“You don’t have to worry about flaking with TI-CO. Even 
on the lock-seamer TI-CO’s zinc coating flows with the 
base metal. . . never fractures.”’ 


—Bert Leininger, President, 
Winnetka Heating & 

Air Conditioning Corp. 
Wilmette, Illinois 








Ask your distributor for the TI-CO 
Brand . . . the galvanized sheet 
tailor-made for sheet metal work . . . 


INLAND STEEL COMPANY 


30 W. Monroe St., Chicago 3, Illinois 
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TYPE \ REMOVABLE 


HEADER 
WATER COILS 


¢ Complete Drainability 
¢ Easily Cleaned 
¢ High Heat Transfer 


Completely drainable and easily cleaned, Aero- 
fin Type “R” coils are specially designed for 
installations where frequent mechanical clean- 
ing of the inside of the tubes is required. 

The use of %” O.D. tubes permits the coil to 
drain completely through the water and drain 
connections and, in installations where sediment 
is a problem, the coil can be pitched in either 
direction. The simple removal of a single gas- 
keted plate at each end of the coil exposes every 
tube, and makes thorough cleaning possible 
from either end. 

The finned tubes are staggered in the direc- 
tion of air flow, resulting in maximum heat 
transfer. Casings are standardized for easy in- 
stallation. Write for Bulletin No. R-50, 


EROFIN 


CORPORATION 





101 Greenway Ave., Syracuse 3, N.Y. 


Aerofin is sold only by manufacturers of fan system 
apparatus. List on request. 





M. H. THOMAS (right) receives certificate 
from H. P. Mueller Sr., president of Mueller 
Climatrol, in recognition of outstanding 
sales achievement 


> Muevrer Cuatro. has named M. H. Thomas 
regional manager of the year. Territory served by 
Mr. Thomas comprises Ohio, Indiana, Michigan, Ken- 
tucky and West Virginia. 

Long-time salesman EF. H. Saunders, Detroit, re 
cently received a gold watch from the company in 
recognition of his 30 years of continuous service. 
Frank J. Nunlist, former executive vice president, 
made the presentation during ceremonies held at the 
firm’s executive offices in Milwaukee. 


> THe W. A. Wuitney Merc. Co. now handles dis- 
tribution of the entire line of “Estwing” hammers and 
axes, including tinners’ riveting and setting hammers. 
curved claw and straight claw hammers, and engi- 


neers. and machinists’ hammers. 


> THe INTERNATIONAL NickeL Co. has begun con- 
struction of a new addition to its Huntington, W. Va. 
works. The new building will house additional seam- 
less tubing and other cold draw equipment and facil- 
ities, will increase existing cold drawing production 
capacity by about 50 percent according to E. M. 


Kline, general manager of the Huntington plant. 


> THe Steet Ciry Furnace Corp... founded 14 
years ago in Springdale, Pa., recently expanded its 
manufacturing space with a new 18,000 sq ft building 
to accommodate the demand for its gas-and oil-fired 
furnaces. The company now has more than 45,000 sq 
ft of production area. Ever since Steel City was 
founded, according to Thomas O’Shaughnessy Sr., the 
firm's president, it has been provided with technical 
assistance in the selection of the proper type of steel 
for its furnaces by Jones & Laughlin Steel Corp. Jones 
& Laughlin also supplies the recommended types of 
steel—_12 and 14 gage hot rolled sheets for heat ex- 
changer assemblies and 20 and 22 gage rolled sheets 
for cabinets, 
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TRION, INC.’s “Clean Air Laboratory” is sched- 


uled to visit all major cities in the United States 


* TRION, INC, has designed a mobile laboratory for 
the testing of air filtering equipment. Main feature of 
the traveling laboratory is air testing equipment which 
duplicates that used by the National Bureau of Stand- 
ards. Air filtering demonstrations will be given to 
yxroups of dealer-contractors, ait conditioning engi- 
neers, architects, engineering students and others in- 
terested in solving air cleaning problems. One piece of 
equipment of particular interest is the American [ron 
and Steel Institute’s automatic smoke sampler which 
is designed to sample city atmosphere automatically 
for determination of smoke and haze concentration. 
Charts on all cities visited will be available for com- 
parative purposes, the company says. The testing 
equipment is portable and may be taken from the lab- 
oratory into industrial plants for demonstrations and 
tests under actual operating conditions where a parti- 


cular air cleaning problem exists. 


> SOUTHERN ScREW Co.. Statesville. N.C.. producers 
of sheet metal screws. tapping. drive and machine 
screws, is now shipping bulk fasteners on standard 
ized 30 X 30 in. disposable, two-way entry pallets. 
The new packing is designed to facilitate handling and 
storage. Individual units can be easily moved or 
stacked by one man, the company says, or may be 
moved as received on the 36-unit pallet by mechanical 
or power equipment. Storage requires a minimum of 
floor space as both pallets and individual packages are 
designed for stacking. A chart showing packing quan- 
tities of various types of screws in cartons and on 


pallets is available from the company. 


> CHAMPION FuRNACE Pipe Co. of Peoria, Ill, has 
recently moved to 120 Morton St. The move not only 
provides larger office space but doubles the ware- 
housing space—made necessary by expanded opera- 
tions, 


> A NEW MERCHANDISING PROGRAM on “General 
800” humidifiers has been announced by General Fil- 
ters, Inc. Dealers mailing humidifier warranty cards to 
the company will receive a free humidifier for every 


12 cards sent in before July 31. 
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“a here’s no 
need to 
“fish around”’ 


THE 


Is Complete! 
SElbows 
eCut-Offs 
STite Top Funnels 


— AND — 


It’s No “Fish Story” 
... The Way 
GALVAN PRODUCTS 


= oe 











*FAST INSTALLATION TIME 


, 


YY 


AVAIL 


MANUFACTURING COMPANY 
NEW ALBANY, INDIANA 


YY 





we hear that 





> Joun M. Kane, manager of American Air Filter 
Co.’s dust control products department, has been 
elected a director of the American Industrial Hygiene 
Association. AIHA is a national organization of plant 
engineers, industrial hygienists, governmental health 
and labor officials who are interested in improving in- 
dustrial environments. Mr. Kane is known to readers 
of American Artisan as the author of the articles 
“Selecting Dust Control Equipment” and “How to 
Evaluate Collectors for Dust Control Jobs.” 


> PLAaNs To ENTER the aluminum coated steel sheet 
market have been announced by Richard F. Sentner. 
U. S. Steel Corp.'s executive vice president, commer- 
cial. Commercial production will follow a facility mod- 


ification program at the company’s Irvin Works near 


heating dealer-contractors, distributors, utilities, code 
authorities and other groups, the film explains how 
correct gas venting utilizes “waste heat’ to remove 


harmful wastes. Total running time is 27 minutes. 


“= 


> Wesster Evectrric Co.'s heating division held its 
annual sales meeting recently in Racine, Wis. William 
J. Wenszell. the division’s new sales manager, told the 
representatives that “sales prospects for 1958 look 
good. We fully expect more than a half million gun 
type oil burners to be manufactured this year. It’s our 
job to see that Webster components are in as many 
of them as possible.” 


> Leicn Meta Propucts Lrp., 72 York St., Lon- 
don, Ont., Canada, plans to begin producing Air Con- 
trol registers, grilles and diffusers in the near future. 
The company has already started to manufacture 
Leigh building products. Distribution of both the Air 


‘ Control and Leigh lines will be made throughout Can- 
Dravosburg, Pa. 
ada. 
> THe Mitter Evecrric Mrc. Co., INc., reports 

; E. Sur “r assist ational serv- 
thet the conicciilies mend to cecil the ite of Oh cee > CHarves EF. Smirn, former assistant national sery 
try’s first satellite, Explorer I, is a Miller model SRTA- 
2AP machine built in Appleton. 


ice director, has been appointed national service di- 
rector of Robertshaw-Fulton Controls Co. Mr. Smith 


will be in charge of the company’s traveling training 
> THe Meracsestos Div., William Wallace Co., has 


produced a color slide film titled “Heat in Harness: 


The Story of Gas Venting.” Available for showings to 


schools for instructing dealer-contractor service per- 
sonnel in new installation, maintenance and repair 
tec hniques. 


Cincinnati Elbows 
really get around 


To “cut corners” on tricky installations, specify 
Cincinnati Elbows, for quick, trouble-free connec- 
tions. Shaped and tapered on fully automatic 
machinery, Cincinnati Elbows fit together per- 
fectly, even on complicated jobs. Once in- 
stalled, they look better and last longer, for 
they’re hot-dipped after formation to give you 
a smooth, rust-resistant finish. So, next time 
specify Cincinnati Elbows. There’s a wide 
choice of sizes, angles and gauges in copper, 
aluminum, stainless or galvanized steel. For posi- 
tive uniformity ask for Cincinnati Elbows. 





\ 
CINCINNATI ELBOW CoO. 


4730 Madison Road e Cincinnati 27, Ohio 
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RAY KENDALL, Rheem Home Products Div., 
shows Bud Beberich and Al Wagner of B & I 
Heating, Downers Grove, IIll., how to check out 
an air conditioning installation 


>» Acme Furnace Firtincs Co., Chicago, recently 
sponsored a “Kheemaire” service and _ installation 
school for service personnel of its dealer-contractor or- 
ganization. Ray Kendall of the Rheem Home Products 
Div. used a demonstrator unit to show servicemen 
how a “Rheemaire” system works and how to correct 


malfunctions that can occur 


> Axuison-Erwin Co., Charlotte, N. C. will handle 
distribution of Fedders-Quigan air conditioners and 
dehumidifiers in the state of South Carolina and part 
of North Carolina. Allison-Erwin maintains warehouse 


branches in Charleston, Greenville and Columbia. S. C. 


and in Asheville, N. C. 


» Durinc THE MONTH OF May, the Harry Alter Co.. 
Inc., Chicago wholesaler, published a series of ads in 
Sunday and daily newspapers urging home owners to 
get their air conditioning equipment serviced or in- 
stalled before the hot weather rush. The ads suggested 
consulting the yellow pages of the phone book for the 
names of neighborhood dealer-contractors. The Alter 
company does no service or installation work itself; it 
ran the advertisements in an effort to stimulate pre- 
season activity for its trade accounts. Commenting on 


the program, Harry Alter said: “Everyone in air 


conditioning must continue to inform the public that 


better workmanship and lower prices are obtainable 
before the hot weather comes. We suggested to all of 
our air conditioning customers that they, too, should 


build their promotional efforts around this theme.” 


> James Martin Co., 405 S. 60th St., Philadelphia 
distributor, will represent Autoflo Corp. in eastern 
Pennsylvania, southern New Jersey and the state of 
Delaware. Principals of the Martin firm are Leonard 
Woldoff, Martin Lipton and Lee Ruttenberg. 


> CentraL Distrisutinc Co., San Antonio, Texas 
has been named a distributor of Waste King incin- 
erators in the San Antonio trade area. 
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GEM 
Gas Fired 


Furnaces 
CGA Series 


HIGHBOY 
LOWBOY and 
COUNTERFLOW 


With 10 Year Warranty sec- 
tional heat exchangers .. . 
front position built-in draft 
diverters . . . long life slotted 
cast iron burners. Blower 
readily accessible on track 
for easy servicing. 














Heavy gauge steel cabinets 
flush on all sides with front 
accessibility, are finished in 
lustrous baked gray enamel. 





HIGHBOY and LOWBOY in 5 sizes; 
70M, 100M, 135M, 165M, 200M, Btu inputs. 


COUNTERFLOW in 3 sizes; 
70M, 105M, 135M, Btu inputs. 











AGA and UL approved 


Write for literature and price list 


THE COLUMBIA BURNER CO. 
729 Ewing Street Df) (-1-(- a Ae Lil) 


ALUMINUM | 
TURBINE VENTILATORS 





LESLIE... 


FIRST to offer Aluminum Turbine Ventilators at the same 
price as galvanized steel units. Rubber cushioned rotor 
suspension for quiet, vibration-free operation. Low head 
inertia and lifetime lubricated deep groove ball bearings 
assure positive exhaust under all conditions. All- 
aluminum—no maintenance. Also available in galva- 
nized steel at same price. 


LESLIE... LEADERS IN VENTILATION SINCE 1939 


<a SS 
hing | es ae ee Coe On © mn. 1 Om 


2933 WEST CARROLL AVE., CHICAGO 12, ILL 











appointments... 





> KaLtpH ERLANSON as sales manager for the Stor 
Heat Div. of the A. M. Hexdall Co. Mr. Erlanson was 
formerly with the Weather-Seal Co. of Illinois. 


Ralph Erlanson Fred Mulcahy 
> FreD Muccany as sales manager of Delavan Mfg. 
Co.’s Heating Div. He was previously assistant sales 


manager for oil heating products. 


> Ray Wuairexeapd as district manager in charge of 
the eastern seaboard for Copeland Refrigeration Corp. 
Mr. Whitehead was formerly associated with Carrier 
Corp. and with F. H. Langsenkamp Co. He will have 


headquarters in Syracuse, N. Y. 


> Ray Brictiwart as head of the new Chicago dis- 


trict sales office for General Products Co.. Inc. Mr. 


THE NEW MILLER 
ALL-IN-ONE SPOT WELDER 
for 
ALL NUMBER ONE WELDS 


Built-in Timer Turns the Trick 


Sheet metal shops ready for new speed, 

economy and completely uniform spot 

welds will want the new Lectro Spot. 

Here's why: 

Operator depresses lever and, 
1—2—3: 

Tongs grip work at pre-set pressure; 

Starter switch is actuated; 

Weld sequence starts and stops 

automatically; 

Result: EVERY WELD IS IDENTICAL! 

Pressure adjustment and electronic timer 
controls instantly accessible. 
Three models in 115 or 230 volts weld 
mild steel of 1/8" to 3/16” combined 
thickness; 1.5 KVA weighs 29 Ibs., 2.5 
KVA weighs 39 Ibs. 


Wide choice of tongs available. 





x 











Brillhart will be in charge of all sales in Illinois and 
Indiana, and will also supervise the activities of manu- 
facturers’ representatives in Wisconsin. Michigan. 


Ohio. Kentucky and West Virginia 


>» Wooprorp D. MILLER, a vice president of Robert- 
shaw-Fulton Controls Co., as general manager of the 
companys Fulton Sylphon Div. Mr. Miller, a director 
of the company, was formerly attached to the firm’s 
headquarters at Richmond, Va. He replaces vice presi- 
dent Freeman G. Cross, who will continue to supervise 
marketing and product development for the division. 


> Wittiam H. Neekamp as general sales manager 
for Universal Diffuser Corp. Mr. Neekamp was form- 


erly a regional sales manager for Anemostat Corp. 


> Jack SEARLS as general sales manager of the Betz 
Div. of Bohn Aluminum & Brass Corp. Mr. Searls will 
have headquarters at Danville, Ill. 


> Wayne F. Koppes, an architect and specialist on 
curtain wall design, as a consultant on the staff of 
Washington Steel Corp. Mr. Koppes’ services will be 
available to stainless steel fabricators as well as archi- 
tects and designers who are using or are planning to 


use stainless steel for architectural purposes. 


> Braz A. Lucas Jr. as manager of sales for the In 
gersoll Products Div. of Borg-Warner Corp. Mr. Lucas 


LECTRO SPOT 


© Wisconsin 
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REFRACTORIES 


" Cost Less 
COMBUSTION | <a 
CHAMBERS 


4 ENGINEERED TO 
GEM Combustion Chambers YOUR REQUIREMENTS 
are engineered refractories 
built for performance and de- . .. GEM engineers are at your 
signed for easy, fast installa- service for special designs . . 
tion . . . highest combustion developing new units or re- 
efficiency for high of low- Coulguieg So vetace casembly Special tail piece has retractable snap end 
pressure burners. costs. Send us your prints. beoring .. . eliminates need to bend damp- 
er or spring duct to insert damper. 











You pay less and get more features with speedy 
E-Z-ON damper regulators, because they’re de- 
sign engineered to do a better job... quicker. 
Here's Proof: ® Lower Price...Means Lower Cost to You 
® Double Prongs Mean Double-Grip ...No chance of swiveling 
® Washer is Permanently Attached ...No loose washer to drop 
or fall in pipe © Modern “Swept'’ Wing Nut is Eye-appecling 
...Adds new beauty to installations © Balanced Construction... 
Prevents possible binding of damper in duct. 


weuee ’ Call on GEM GEMCO BOND 
, y sie Engineers for refractory cement 
= M Vi our Refractory insures maximum 
ney bonding strength. 


INC. 
SEBRING, OHIO . YE 8-210! 














Low-Cost, Trouble-Free 
HEALTH-AIRE FURNACES 


Full Line of Gas or Oil-Fired Warm Air Units 


10 year Warranty with Heat Ex- 

changer—"Heart of the Furnace” 

COUNTER-FLO Nationally known and approved 
UNITS _ controls 


Fully insulated for minimum fuel 
consumption 

“Whisper-Quiet” blower for abun- 
dant air circulation 








Burner and controls mounted and 
fully wired 


Be b a” : . ne F 

s S 3 : V “a 
Complete Package — ready for in- 
stallation ; an 
Firewel’s liberal PROFIT-MAKER Prompt Deliveries 
PLAN means satisfaction for custom- 


ers, profits for Dealers. Modern pro- 


duction line methods and engineering 
know-how enables you to buy for less 


MONCRIEF offers a complete line of Prefabricated 
pipe and fittings for any type of Heating or Cool- 
ing system. All precision made, at low mass pro- 
and sell competitively. Write for de- | duction cost. Prompt shipment from Atlanta Fac- 
HI-BoY tails, choice territories available. tory makes MONCRIEF the South’s most depend- 
able source of supply on Duct Work, Registers, 
Grilles and Diffusers. Save time and money by or- 
dering from your jobber TODAY. Write for cata- 
logue showing fittings and prices. 





FINGER-TIP SELLING DATA AVAILABLE 


To help promote sales, Firewel has 
created colorful catalog literature, 


Gout Gangle Rk on seq _ MONCRIEF FURNACE CO. 
P. O. Box 1673 Atlanta, Ga. 


The Firewel Company, Inc. 3689 Broadway, Buffalo 25, N. Y. | 
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BEVERLY SHEARS SAVE 
TIME - LABOR: MATERIAL 


Make any cut— 

curved, straight or ir- 

regular, faster, easier 

and better with less 

material waste on a 

Beverly Throatless 

Shear. You can turn B-3 with 
work to any position ae 
and make a clean cut 

as you go. Handles 

heavy gauges with 

ease — lighter metals 

without distortion. 4 

models—capacities 18 

gauge to 4° mild 


INSIDE SLOTTER 
8” Reach—16 ga. capacity 
Makes inside slotting cut- 
ting faster. easier, cleaner 
Punch and die arrange- 
ment of 5 blades assures 
accuracy. clean cutting 
action. Cuts 2'2” x 's” or 
2'2” x 45” slot at one 
stroke. Throat design per- 
mits pivoting work at any 
point in stroke for special 
inside cuts. Note sample 
cuts at left 

See your Beverly Dealer or 
write for illustrated catalog 


SHEAR MFG. CO. 


3020 W. 111TH STREET * CHICAGO 43, ILLINOIS 





DO ALL These Jobs 
with ONE TOOL 


SMITH'S 
> 180 UNIVERSAL BRAKE 


ay 


YY 


Smith's 180° Universal Brake is the answer to the need for 
one low cost tool that can handle a wide variety of bending 
and forming jobs with speed and accuracy. Designed to 
permit selective bending of portions of a workpiece without 
restriction, the Universal Brake'’s application and use is 
literally unlimited. It will handle 18 gauge mild steel 26” 
wide to 7 gauge 1%” wide, at any angle, up to 180° in one 
operation. It has adjustable angle stops and back gauges to 
assure precise duplication of work pieces, making it a very 
valuable production tool. Write for illustrated circular and 
more details. U.S. Patent No. 2,651,349 


Pe ee 
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has been associated with the division since 1956, serv- 
ing first as director of procurement and later as fac- 
tory manager. He succeeds Robert A. Anderson, who 
is retiring as vice president, sales, after more than 25 
years of service. 


W. Donald Braden John W. Hall 


> W. Donatp Brapen as manager of packet sales 
and builder promotion for the Heating & Air Condi- 
tioning Div. of National-L. S. Radiator Corp. In his 
new capacity, Mr. Braden will supervise the promotion 
of all residential packaged heating units, with special 
emphasis on the new home market. John W. Hall has 
been named manager of field promotion for the divi- 
sion. Mr. Hall formerly managed the company’s ad- 
vertising programs and has held positions in the 
engineering and research departments. 

>» Donatp H. Ninow as manager of the Moline, IIl.. 
branch office of American Air Filter Co., Inc.. sue- 
ceeding Frank Tyler, who recently retired. Mr. Ninow 
has been with the firm since 1948. 


7 


Donald H. Ninow Ernest M. Webb 


> Ernest M. Wess as a sales engineer for the Dura- 
Vent Corp., an affiliate of Peerless Mfg. Div. of Dover 
Corp. Mr. Webb has been active in the wholesale heat- 
ing and air conditioning field for the past nine years. 


> Rorert J. Rose as district sales manager in cen- 
tral Illinois for the Heating and Air Conditioning Div. 
of Stewart-Warner Corp. Mr. Rose has been with the 
division since 1952, serving as a field engineer. 


>» Crawrorp RoBeRTSON as eastern division sales 


manager for Continental Air Filters, Inc. Mr, Robert- 
son will have headquarters in New York City. 
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Bond Insulation), ME" E@- JEEIE:! 
SS PERMANENTLY win| \ TURBINE VENTILATOR 


Sw a special get-acquainted offer 
ST. CLAIR 


Specially Formulated Order 7 — 
Insulation Adhesives pay for 


ST. CLAIR Insulation Adhesives pro- Order 12— 
vide excellent coverage, high heat pay for 11 
resistance and easier handling of in- and get an extra 
sulation which can be bonded im- 10% off dealer's net 
mediately or up to 45 minutes ofter 

applying adhesive. 

These insulation adhesives afford 
fine results for bonding insulation to 6” to 48” 
ducts. They supersede pins and clips, 
wires, screws, and caps, because 


they save on installation cost while For a limited time we will give 
providing a better, neater and more 


bond you a top-quality, ball-bearing, 
permanent bond. 4 ' ; 
ST. CLAIR also produces clear and Triangle Turbine Ventilator 
white adhesives for bonding lap absolutely free when you order six 
seas ae ae Se oe at the regular low dealer's net. If you 
Sokaste chan are not completely satisfied you 
facings to glass fibre. d 
, can return the regular order an 
Send for keep the free turbine for your trouble. 
Free Write now for complete price list 
Sample & and get in on this special offer. 
Catalog 


ST. CLAIR RUBBER CO. | 


440 E. JEFFERSON AVE. - DETROIT 26, MICHIGAN | TRIANGLE ENGINEERING COMPANY 


1301 Ashland * Houston 8, Texas 
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— ee 
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reliability 
If it’s true that one good job sells another, then Reznor gas 
heating equipment should be a real business-builder. Reznor 
makes the finest unit heaters you can install . . . tops in 
quality and consistently ahead in engineering. Reliable, 
efficient Reznor installations make friends for you . . . and 
word gets around. Reznor reliability also means that you 


don’t have to worry about service call-backs eating away 
your profits. 


RELIABILITY — just one of the many reasons why 
Reznor dealers make more sales . . . and more money. Ask 
your Reznor distributor for the complete story. 


SYS Sy, 

Sua sie 4) fe}. | 

Zi SUNIT HEATERS 

Reznor Manufacturing Company, 


6 Union Street, Mercer, Pa. 
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Lyle L. Groff Roger L. Wharton 


> Lye L. Grorr as a regional manager and Roget 
L. Wharton as a factory representative for the Water- 
man-Waterbury Co. Mr. Groff will cover the Ohio and 
western Pennsylvania area; Mr. Wharton will service 
New England. 


> Atvin H. Barrows as manager of sales in Indian- 
apolis for United States Steel Corp. Mr. Barrows, who 
has been assistant manager of sales in Philadelphia, 
succeeds the late J. Gardner Brooks. He has been with 
the company since 1946. 


> H. J. Rourke as New York branch manager of 
commodity products for Inland Steel Products Co. He 
will direct sales of “Milcor” rain carrying equipment, 


furnace duct and fittings. He was formerly a New 


York sales representative. R. C. Findlay has been ap- 
pointed regional manager of sales for engineered prod- 
ucts. He will supervise sales of steel roof deck and in 
sulated wall panels in the New York region. which in 
cludes metropolitan New York and the New England 
states 


> Francis L. Earvy as a regional sales manager for 
Temeo, Inc. Mr. Early will make his headquarters in 
Grapevine, Tex., a suburb of Dallas. He was formerly 
associated with the Gibson Refrigerator Co., 
Mfg. Co. and Servel. 


Bryant 


> KR. M. Toucey as manufacturer's representative in 
the Pittsburgh area for Trion. Inc. He was formerly 


a representative for the Trane Co. 


>» Jan Gunn ano Epwarp J. Pecetow of Gunn & 
Pegelow, Chicago, as manufacturer's representatives in 
Illinois and northern Indiana for Nu-Way Corp. Frank 
N. Moran, Grosse Pointe, Mich., will represent the 
firm in Michigan and northwest Ohio, and John A. 
Sandberg, Minneapolis, will cover Minnesota, Wiscon- 
sin and the Dakotas. Now in charge of the eastern 
territory is the company’s vice president, Arthur FE. 


Olson, whose headquarters are in W estport, Conn. 


> Louis Martin & Associates, Columbus, O., as 


package chimney representative for McQuay Chim- 











UNION SHEET METAL SUPPLY, INC. 











2 ] 
SEAMLESS, LONG-LENGTH GUTTER — TO YOUR SPECIFIED LENGTH UP TO 32 FEET S 
I ae 





WITH 3 INCH SQUARE CORRUGATED CONDUCTOR PIPE AND ‘‘A’’ OR ‘‘B’’ ELBOWS 


(UNION MADE BY AF of L SHEET METAL WORKERS) 


WE WILL SEND 
FULL INFORMATION 
AND PRICES ON 
YOUR REQUEST 


16722 MILES AVENUE 


FURNACE PIPE ano FITTINGS 


5 INCH, 6 INCH, 7 INCH SNAP-LOCK ROUND PIPE 5 FOOT AND ABLE 
2 FOOT LENGTHS, WITH ELBOWS AND BOOTS 
SKyline 2-0660 


SOME PROTECTED 
TERRITORIES AVAIL- 


TO MANUFACTURERS 
REPRESENTATIVES 


CLEVELAND, OHIO 





PERFORATED METALS 


for all industrial uses 
ARCHITECTURAL GRILLES 


Illustrated Catalogs give complete information 


Diamond Manufacturing Co. 
Box 34, Wyoming, Pa. 
Wilkes-Barre Area 


Sales Agents in all principal cities 
Consult your Classified Telephone Directory 








Quick 
Delivery 
to South & 
West 
ADD-ON 
COILS 
Stock Sizes 
2,3, 5, & 7.5 Ton 
Magic Aire Division 
UNITED ELECTRIC CO. 
P.O. Box 119 Wichita Falls, Texas 
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Transite Air Duct keeps installed costs low! 


Strong! Corrosion-resistant! Transite lets you 


eliminate costly concrete encasement 








No Tying-down here 
| 


¢ No 
Holding-up 
here 
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Transite" offers you many advan- 
tages—many ways to save when you 
install modern slab-in-grade perimeter 
heating and air-conditioning systems. 

Of all its money-saving advantages, 
many contractors say its strength and 
corrosion resistance are most impor- 
tant, because they make costly con- 
crete encasement unnecessary. Both 
time and concrete are saved as your 
men position Transite directly on the 
prepared bottom. There’s no need for 
special supports—and because Tran- 
site won't float—no need for anchoring. 


All your men do is position duct and 
pc ur concrete. 

Transite installs still faster because 
fittings can be made quickly, easily, 
right on the job—or ordered factory- 
made to your requirements. 

To homeowners, Transite Air Duct 
offers permanent, trouble-free service. 
Made of asbestos-cement, it is fully 
corrosion-resistant inside and out. It 
won't flake or flap down to impede air 
flow .. . will never rot or give off odor. 

Let us send you a free copy of 
Transite Air Duct booklet, TR-144A. 
Address Johns-Manville, Box 14, New 
York 16, N. Y. In Canada, 565 Lake- 
shore Road East, Port Credit, Ont. 


Johns-Manville TRANSITE AIR DUCT 
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neys Inc. in West Virginia, Kentucky, Ohio and west- 
ern Pennsylvania. Other new representatives handling 
package chimneys for the firm are William H. Web- 
ster Jr.. Norwalk, Va., who will cover Virginia, North 
and South Carolina and Maryland, and Stanley K. 
Grady, Abington, Pa. 


, who will serve eastern Pennsy]- 
vania, Delaware and parts of Maryland. Walter B. 
Stamberger Jr.. Rutherford, N.J.. will represent the 
firm in New York State and northern New Jersey. 


> THE ScHOOLER-GorRMAN Co.,1224 W. 9th St., Kan- 
sas City, Mo., as a sales representative for the Chelsea 
Fan and Blower Co. Territory to be served includes 
Kansas, Oklahoma and western Missouri. B. S. For- 
ester, St. Louis, will 
Other representatives are H. R. Ona- 
recker & Co., Houston, Tex., who will serve the Texas 
territory and Pete Bach Electric, 1233 N. W. 12th 
Ave., Portland, Ore., who will cover Washington. Ore- 
gon, Idaho and Montana. 


cover parts of Missouri and 


Illinois. new 


» RicHarp NeLson SHELBY as a sales representative 
for Mueller Climatrol residential heating and cooling 
equipment in the Cincinnati area. Mr. Shelby’s terri- 
tory includes parts of Ohio, Indiana, Kentucky, Vir- 
ginia and West Virginia. Claude L. Newhart will rep- 


resent the firm in the Florida territory, which com- 
prises parts of Georgia and Alabama as well as the 
state of Florida. Forrest W. Wilson will serve as a 
salesman in the Milwaukee area. 


> Westey W. Wricut as a sales engineer for The 
Trane Co. Other new sales engineers are D. N. Me- 
Minn, C. J. Witt and R. L. Herron who have been as- 
signed to the Houston, Indianapolis and Tulsa sales 
ofhices, respectively. 


> CHARLES KANNAPELL as a representative for Amer- 
ican Air Filter Co..s Washington branch. Mr. Kanna- 
pell formerly worked out of the company’s Louisville 
branch office. Collins Hamblen has been transferred to 
the New York City branch office from the Washington 
branch office. Charles Jacobs goes to New York City 
from the Minneapolis branch. Fred M. Erichson, New 
Orleans, has expanded his representation of the com- 
pany’s products to include Herman Nelson heating and 
ventilating products. 


> JoHN FALue as a district sales representative for 
the Berger Furnace Div. of the Burnham Corp. Mr. 
Falle, with headquarters in Syracuse, will cover north- 
eastern New York. John Delaney will handle sales in 
New Jersey and eastern Pennsylvania. Covering the 
New England territory for the division is L. H. Nuss- 


baum Associates. 





For the best buy... 
BUY WHITNEY tool 





CHICAGO STEEL SLITTING SHEAR © 


For slitting long sheets 


and for cutting steel 
bars, band iron, etc. 
Main frame steel casting 
with offset for clearance 
in cutting long sheets. 
Capacity 3/16” x 2” 
bars, 10 gage sheets. 


NO. 8-C CLIP PUNCH 


Capacity three thicknesses 
of 20 gage steel. Length 
1817,"%. Weight 8 Ibs. 
Special tool for fastening 


seams in duct and sheet metal : : ; 
ga work. No second operation or Equipped with adjustable 
hammering down required. hold down. 
636 RACE STREET ~K<ARNXY. 


W. A. WHITNEY MFG.(O. “3202, <= 


Aluminum, Cast tron 





op See a, 


- ~ 

7~ IMPROVED ~§. 

/ 5 WAYS FOR MORE | 
PROFITABLE 


~ SALES 


7 Waporite s:ce4ns 
§ 


0 DERING 14 models and sizes . . . installs in 30 minutes 


. . « fits any straight or sloping bonnet furnace. 
BRAZING & WELDING 


@ Stronger mounted front-end thermostat @ 
L.B. ALLEN CO.INC. Chicago 31, Ill. 


control @ Completely adjustable drip valve 
9302 BERENICE, SCHILLER PARK, ILL. 


Hard to 
sOoDER — Stainless Steel 


Metals Galvanized Metals 


Series 577 \ 





New positive 
@ Non-breakable 
evaporator plates @ Stainless steel pan 


AUTOMATIC HUMIDIFIER CO. e Cedar Falls, lowa 
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“NIGHT-OWL” 





call backs 
got you down? 








You don’t give a hoot for annoying call backs anytime, 
do you? So why put up with them? Armstrong’s effi- 
ciently designed, superbly constructed furnaces can 
help you eliminate those expensive free calls you some- 
times have to make to keep cus- 
tomers happy. 

Armstrong heating and air con- 
ditioning equipment is built to 
last. Only the finest materials and 
controls are used for this rugged 
equipment. The best part of it is 
that it’s all put together for you 
at the Armstrong factory .. . you 
don’t have to be wiser than an owl 
to install it. 

Don’t be a “night-owl” — cut 
out expensive free service calls by 
installing Armstrong heating and 
air conditioning equipment. 

Call your Armstrong whole- 
saler today and find out all the 
money-making advantages of be- 
coming an Armstrong dealer. 


| ARMSTRONG | 
ARMSTRONG FURNACE COMPANY 


—e 
Columbus 8, Ohio 


Division of NATIONAL UNION ELECTRIC CORPORATION 


/ give Expert Service 
and | use... 
APTHORP TRUE ALIGNMENT 


NOZZLES 





m—— BOTH ARE PERFECT — 

but one may be BETTER 

for a PARTICULAR BURNER 
than the other 








HOLLOW SPRAY SOLID SPRAY 
Every burner has a certain air pattern that is 
governed by the design of its particular head. Either 
an Apthorp Hollow Spray or Solid Spray Nozzle will 
mate best with this air pattern. By use of the right 
type, CO, will increase from 2% to 4%. 


“My Customers appreciate the DIFFERENCE!” 


For details, write to: 


Tehpie). MACHINE Oil Heating Supplies Div. 
7-17 WILLOW STREET 
WorRKS COMPANY 


LYNN, MASSACHUSETTS 
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New ANEMOTHERM 
AIR METER gives you 


Air Velocity 
Air Temperature 
Static Pressure 


with 


CY SKMOEOXQO OOM 


ease 


The new model 60 Anemotherm Air Meter helps you 
balance heating, ventilating and air conditioning sys- 
tems the modern pushbutton way. It puts air velocity, 
air temperature and static pressure at your fingertips 
... pays for itself through time saved on only one 
major job. e@ Write for Bulletin 55 giving all 


essential data. 
AC 13368 


ANEMOSTAT CORPORATION OF AMERICA 


10 EAST 39th STREET, NEW YORK 16, N. Y 


THE NEW BAR-BROOK 


BUT-N-HOLD 


FASTENING MACHINE 


. a money maker 
for any 
sheet metal shop! 
Look what it will do for you! 


MAKE LOUVERS 

- » « regular or sight-tight, factory- 
smooth in 2 the time! 

MAKE OTHER PRODUCTS 


. ventilating hoods, ducts, structural 


MAKE 
COMPETITIVE JOBS 
PROFITABLE 


. . the se- 
cret is the 
rigid but- 
ton-and-slot 
lock-joint 
fastening. 


Write for Catalog and Details 


BAR-BROOK MFG. CO., INC. 


Box 6638-D Shreveport, Louisiana 


AN OPPORTUNITY FOR JOBBERS... WRITE US! 


*Trade-Mark 














GREAT PUNCHING POWER 


WITH LIGHT WEIGHT 


ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
SCREW PRESS made up promptly. 


ACTION If you don't bave cataloe K. send for it NOW 


MILLER & DOING 


89 ADAMS STREET BROOKLYN, N. Y 




















MANUFACTURERS OF 


WHITNEY-JENSEN FURNACE PIPE 


NOS. 10/11/12 


caacty POSELLLIL Ic AND FITTINGS, 


gg PUNCHES Prefabricated Ducts, 
@” thru %” 


Write for BIG NEW CATALOG also conductor pipe, eaves 

trough, drip edge, rake strip, etc: 
WHITNEY METAL TOOL COMPANY 
702 FORBES ST, ROCKFORD, It. Since 1910 J RTM INU Colla Com Ce 


Box 218 Eastwood Station Syracuse, N. Y. 
Elsie ' A a \ 
NEW! seticici | Ss _=SsC*F7F Stee... 


EXTRUDED ALUMINUM Sk GUTTER CLAMP 
SHUTTERS © Uh aie Sai be Ge oxy 


and quick job of soldering. 

: Simple to use .. . place in gutter 
Shutters of modern design which over joint, tighten screw drawing 
give you all of these features: Lightweight, sections together, then solder. 

Full Weather Strip, Low Freight Cost, Easier May be used for Pre-Fab or Bench 
installation, Concealed Pivot Pins, Rust and corr 


work. 
sion Proof and Nature! aluminum finish with fluted / Saves time and moteriol . . . gives 
frames. 

















a much better and neater job. 


Write for complete specifications. Price $9.50 oo. Po when ordering 








ELGO SHUTTER & MANUFACTURING COMPANY if your Jobber Genet Supply You Write 
2738 W. Warren Dept. 2 Detroit 8, Michigan MONTGOMERY SPECIALTY CO. 


19 John Street, Paterson, New Jersey 
RING and CIRCLE vv¥v 
SHEARS 


cting A Check? 
For cutting inside and outside circles in all sheet metals, Expe ? 


cardboard, fibreboard, asbestos, insulating or similar ma- 
terials. These PEXTO ' : ° . . 
se ~ ar soeet You'll get it quicker if you gave your postal deliv- 


er driven, will cut up to ery zone number with your address. 
60-inch diameter with- 


out the need for ex- The Post Office has divided 106 cities into postal 
a =e delivery zones to speed mail delivery. Be sure to 
include zone number when writing to these cities; 
be sure to include your zone number in your return 
Complete line of machines and tools for Sheet Metal work. address — after the city, before the state. 
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Sewice Section. 








Rates for display space in the Service 
Section are $12.00 per inch per in- 
sertion. One-inch minimum space ac- 
cepted. Closing date — twentieth of 
the month preceding issue. 











FLOAT VALVES for 


in Evaporative Coolers, Poult 
Troughs, etc 


Operates in 1” 


of water. . — 
DAN MOREY in 7 
814 S. Robertson \ ) 


les Angeles 35, Calif. inci 





Classified Advertising 


Rates for classified advertising are 
12 cents for each word, including 
heading and address. One inch $6.00. 
Count nine words for keyed ad- 
dress. Minimum $2.00. Closing date 
20th of month preceding publication. 











SITUATIONS OPEN 





For all types of residential heating wanted by 
ara manufacture Must e experience t 








x *k * 








Cleat 
Drive 
Notcher 


HANDY TOOLS AND EQUIPMENT 
Quick Set Dividers 


Fastest, most accurate on 
the market. Two sizes for 
circles up to 36” and 48”. 
Removable steel points, or 
pencil. No center punch. 


= 


Post Office Box 5035, Newark 5, N. J. 


New 
Clip Punch 


For fastening slips or seams 

on ducts. Will push a “half 

moon" through 3 thicknesses 
Handles up to 3” wide, of 18-ga. steel. No hammer- 
22 ga. or lighter. Hand '"g or flattening out to fas- 
or foot operation. Mounts ‘'" slip to the duct. 


; i 
Slompr ce “bole “any COMPLETE LINE OF SHEET 


screws. METAL MACHINERY 


REINER & CAMPBELL CO., Inc 




















MONMOUTH 
HUMIDIE Lt. RS 


Made in various 
i capacities up to 


Peer Spot Welders 
Reed Power Rolls 














SHEET METAL ESTIMATOR want 


genera 


y 1109 
ago 2 


i FOR SALE 


Duct Joint Connections. Galvanized iron drive, S, Bar 
Cleats. Prices and samples on request rder f 


each individua b. Box 4 pr 


FOR SALE — Nameplates & numbered valve tag 


ang Seton Namepiate New Haver 


7 EQUIPMENT WANTED 


WANTED CLOSE OUT lots of warm alr residential 
heating equipment. Write Jescript and 
rice to E. L. Bilek 

Oh 


Wanted 24 Used Steam Unit Heaters 175, 000 BTU 
HR ar 12 ame 8 0 BTU/HR 

good condition required for temporary heat 

ng. Would purchase trans if in good 

ingle phase p Culler R " 

anesville, Wis 
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@ PROVEN OVER 5 YEARS BY 


IN 30 SECONDS 
me Effective contro! of humidity 
uth is positively assured by 
installing Monmouth Humidifiers. Simple a 
on © nd ter customer satisfaction mean larger profits 
safe ° fast . podttive ae one CLEVELAND HUMIDIFIER CO. 
7802 Wade Park Ave. Cleveland 3, Ohie 
* aha 
Kilgore SHEET METAL 
SMOKE CANDLES MACHINES & TOOLS 
Lecktormer Machines 
Write Today For Catalog Chicage Hand Brokes 
Kilgore, Inc., Westerville, Ohio Chicago Press Brakes 
Pexte Power Shears 
Pexte Foot Shears Whitney Foot Presses 
Pexto Rotary Machines Pexto Mechanic's Teols 
SO SOFT RUBBER a — oa a Biack & Decker Tools 
KNEE PROTECTORS Smith Cleat Benders 
EVERY ROOFER sHOULD | “SO (reer retsburgh Leck Mommmers 
pont $2.50. SND "OR Caraloe 
ORDER YOURS TODAY. CENTRAL-WEST MACHINERY CO. 
saeeue aaa on 335 S$. WESTERN AVE. CHICAGO 12, 
EAU CLAIRE, wis. PHONE: HAymerket 1-0900 
Palm Baach OVER 1500 BETTER DEALERS 
100% CAC COMFORT WITHOUT DRAFTS 
REGULATES BLOWER SPEEDS IN DIRECT PROPORTION 
WITH PLENUM TEMPERATURES 
PROVIDES UNMATCHED COMFORT AND EFFICIENCY 
MAKES UP MOMENT TO MOMENT HEAT LOSS WITH 
NO OVER-RIDE OR UNDER-RIDE 
Y. HOUR INSTALLATION 
$37.50 IN LESS THAN '/, DOZEN QUANTITIES 
30 DAY MONEY BACK GUARANTEE 
@ LONG RUNS — COLD ROOMS — SPLIT LEVELS 
NATIONAL MODULATION CO. 


5 Year Guarantee 
ORDER TODAY 


2730 N. HY. 61 St. PAUL 9, MINN. 
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Lima Register Company 
Little Giant Pump Co 
Lockformer Co., The 

Lockhart Mfg. Corp 


Ma'd-0’-Mist, Inc 
Malco Products 


Majestico Co., The 

Manning-Bowman Div 
McGraw-Edison Co. 

Mastercraft Supply Co., Inc 

McQuay, Inc 

McQuay-Norris Mfg. Co 

Meyer & Bro. Co., F 

Meyer & Son, Inc., Wm. W 

Meyer Furnace Co. 

Midco Register Corp 

Mid-Continent Metal Products Co 

Miller & Doing 

Miller Electric Mfg. Co., Inc 

Milwaukee Electric Too! Corporation 

Minneapolis-Honeyweill Regulator Co 

14 


Moncrief Furnace Co 

Montgomery Specialty Co 

Morey, Dan 

Morrison Products, Inc 

Morrison Steel Products, Inc 

Mueller Climatro! Division of Worth- 
ington Corp 


National Lock Company 
National Metal Fabricators 
National Modulation Co 135 
National-U. S. Radiator Corp 32 
Nelson, Herman Div. of American Air 
Filter Co., Inc 3 
Niagara Machine & Tool Works ™ 
Norman Products Company 113 
Norwood Products Co., div. of A. R 
Wood Mfg. Co 92 
Nu-Way Corp : 


112 


° 


Olsen Mfg. Co. C. A 
OverHead Heaters, Inc 


The 


Parker-Kalon Div. General American 
Transportation Corp 115 

Peck Stow & Wilcox Co., The 134 

Peerless Corp., The 

Penn Controls, Inc 

Perfection Industries, Div. of 
Corp 

Premier Co 

Pringle & Son, R. A 

Pullman Vacuum Cleaner Corp 

Purolator Products Inc 


Hupp 


Quickdraft Co 
Quiet Automatic Burner Corp 


Reiner & Campbell Co., Inc 
Republic Steel Corp. 

Revere Copper & Brass, Inc 
Reznor Mfg. Co 

Round Oak Co., Inc 

Rybolt Heater Co 

Ryerson & Sons, Inc., Jos. T 


St. Clair Rubber Co 
Schaefer Brush Mfg. Co 
Skuttle Mfg. Co 

Smith, R. E. 

Sonoco Products Co 

Southern Screw Co 

Southwest Mfg. Co. 
Standard Power Groove Machine 


Corp. 
Standard Stamping & Perforating Co 
Steinen Mfg. Co., William 
Stewart-Warner Corp, U. S. Ma- 
chine Div 
Stic-Klip Mfg. Co., Inc 
Stoddard Industries, Inc 


Sundstrand Hydraulic Division 
Surface Combustion Corp 
Swartwout Co., Inc 


T 


Tecumseh Products Co 

Temco, Inc 

Temperature Contre!, Inc 

Thermac Company 

Thermo-Base Div 
Inc. . 

Thor Metal Preducts Co., Inc 

Thor Tool & Die Co 

Titus Mfg. Corp 75 

Toridheet Divisien, Cleveland Stee! 
Products Corp. 

Trane Ce., The 

Triangle Engrg. Co., div 
Co., John 

Tuck-Aire Furnace Co 

Tuttle & Bailey, Div. of 
Thermal Corp 

Typhoon Air Conditioning Co 


Gerwin Industries 


134 


of Felter 


100 
Allied 


Union Sheet Metal Supply, Inc 130 

United Elec. Co., Magic Aire Div. 130 

United States Register Co 89 

United Sheet Metal Co., The . 

U. S. Steel Cerp 107 

U. S. Steet Supply Div. United 
States Steel Corp 


v 


Van Packer Co. Div. of Flintkote Co 
Viking Air Products Div. of The 
National—U. S. Radiator Cerp 


w 


Walker Mfg. & Sales Corp 
Wallace Co., William = 
Washington Steel Corp 83 
Waterman-Waterbury Co., The r 
Weirton Stee! Co 85 
Wheeling Corrugating Co 9 
White-Rodgers Co Sutside Back Cover 
Whitney Mfg. Co, W 132 
Whitney Metal Tool Co. 
Williamson Co., The 
Wilson, Inc., Grant 7 
Wiss & Sons Co., J ’ 
Worcester Brush & Scraper Co., div 

of Mason-Worcester Brush Co . 
Wood Co., John ° 
Wood Mfg. Co, A. R 92 
Wysong & Miles Co 


134 


XXth Century Heating & Ventilating 
Co 


Y 


Yeats Appliance Dolly Sales Co 
York Corp., Subsidiary Borg-Warner 
Corp 


Zatko Metal Products Co 


Firms represented in this issue are identified by the folio of the page on which their advertising 
appears. Advertising which appears in other issues is marked with an asterisk. 
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No. 16 DIFFUSAIRE (Step-down type) No. 
15 is similar excepting it has a flush face. 





and 


ADAPTER SQUARES 


No. 16 
DIFFUSAIRE in a No. 18 ADAPTER SQUARE 


will DELIGHT your customers 


Both No. 15 and No. 16 Diffusaires are neat, attractive, good 


looking. Available in 5 popular sizes. 


Both deliver more C.F.M. than other similar diffusers with same 


pressure loss and with a perfect 360° air pattern of diffusion. 


Both, with the use of the No. 18 ADAPTER SQUARE, harmonize 


perfectly with acoustical tile ceilings. 


SSS. 


NO. 12 DUAL CON- 


SAVE TIME and put money in your jeans pauitien, occcnchnae 


lutely accurate control of air 
No round to square transitions are needed when you use the entire face. Tamper proof 


No. 18 ADAPTER SQUARE. screw setting or chain and 
bell control. 


Stocking is simplified — just one type diffuser and the ADAPTER 
SQUARE, one type of damper. 


And AN H&C DIFFUSAIRE plus AN H&C ADAPTER 
SQUARE ACTUALLY COSTS LESS THAN MOST CON- 
VENTIONAL SQUARE TYPE DIFFUSERS. 


Tw 
OR 
L . 
\ OF pe ARGesy Ped See these excellent items at your H&C Jobbers. See how they 


% R will do a better job for you and at the same time save your 
$ important money. 


and ; 
Les 


INCOOR COMFORT bs ‘ 
a SS ¢ 


HART & COOLEY MANUFACTURING CO. 
500 EAST EIGHTH ST. © HOLLAND, MICHIGAN 
IN CANADA: HART & COOLEY MANUFACTURING CO.. FORT ERIE, ONTARIO 





volume and diffusion over the — 


seeud 


in for 
keeps 


...White-Rodgers Controls 


# 
. 
< 


Dealers whose time is money install 
heating-cooling units equipped 
with White-Rodgers Controls. Con- 
trol installation is simplified; long 
life and dependable performance 


assured. 


If your profits and business reputa- 
tion are built with each job you do, 
use White- Rodgers for replacement 
service ...and on every order for 
new equipment write ‘‘Ship with 


White-Rodgers Controls’’. 


Makers of FASHION and 
PUSHBUTTON ... World's 
uit Most Modern Thermostats 


Via" Es oie) lcci 


Automatic Contro/s for Heating, Air Conditioning and Refrigeration 


ST. LOUIS 6, MISSOURI TORONTO 8, CANADA 





